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Here’s Model Breakdown of Sales | Haleon Istin Wild Month 
For September, Year to Date 


(Price classes: 1—Up to $2,- 
700; 2—$2,701 to $3,200; 3— 
$3,201 to $4,000; 4—$4,001 
and up.) 


Rambler American 6 
Classic 6 
Classic V-8 
Ambassador V-8 


Price 
Class 


*American (Stat. Wag.) .... 
*Rambler (Stat. Wag.) 


Chrysler Newport V- 8 
Windsor & Saratoga V-8.... 
New Yorker V-8 
Station Wagon V-8 


Note: * Indicates included in series totals. 


1960 
Month 


8,508 
20,674 
977 
1,257 
31,416 
1,880 
9,649 


1961 
Month 


11,166 
16,412 
493 
1,129 
29,200 
2,566 
6,467 


3,132 
656 
917 
197 

4,902 


Year 


83,789 
215,505 
11,952 
16,175 
327,421 
18,066 
97,576 


Year 


98,021 
152,051 
6,828 
13,467 
270,367 
22,541 
65,004 


35,460 
11,107 
14,255 

3,680 
64,502 


3,540 
994 
119 

4,653 


39,314 
15,203 

2,927 
57,444 


— oa i oo \w———— 9). 


Imperial Custom V-8 
Crown & LeBaron V-8 
* TOTAL 


273 
270 
543 


3,209 
4,223 
7,432 


470 
424 
894 


5,155 
6,202 
11,357 


| a -  — —_—_qx-c—eeww 


Lancer Station Wagon .... 
Dart Seneca 

Dart Pioneer 

Dart Phoenix 

Dart Station Wagon 
Polara & Matador V°8 ..... 


*(6 Cylinder) 


Plymouth Valiant 
Valiant Station Wagon .... 


1,243 19,491 
40,848 
5,973 
44,280 
24,774 
23,859 
17,606 
8,313 
1,569 
167,222 
94,037 


716,973 
11,864 
40,596 


3,752 
607 
4,931 
2,503 
2,148 
1,195 
525 
95 
15,756 
8,847 


8,672 
1,088 
3,492 


93,044 
66,381 
52,201 
34,669 
26,476 
5,849 
278,620 
107,496 


13,462 121,029 
2,663 29,065 
5,555 58,985 


7,561 
5,529 
3,697 
2,594 
2,006 
376 
21,763 
8,885 


(Continued on Page 4, Col. 1) 


NADA Follows Up on Owner Study... 


What Import Buyers Say 


NW/ASHINGTON.—Fifty-four per- 
cent of the buyers of imported 
tomobiles, purchased new in 1956, 
1957 and 1958, still own the same 
ear, according to a survey recently 
conducted by the research depart- 
ment of the National Automobile 
‘Dealers Assn. 

The study is a followup on a 
survey of 10,000 imported car 
owners conducted by NADA in 
November, 1958, and subsequently 

lished ‘in a brochure entitled, 

ported Car Owners Survey. 
-NADA’s new questionnaire was 
Sent to the same individuals polled 
three years ago to determine 
whether they still owned the same 
imported car or, if not, why they 
Sold it. By the cut-off date, 2,680 
Teplies had been received, from 
which the following statistics were 
compiled: 

1. Percentage distribution of in- 

duals still owning the same car, 
According to manner in which ve- 
micle was rated on various quali- 
' Riding comfort: Good, 56; fair, 
40; poor, 4. 

Cd + * 
BE ASOLINE economy: Good, 91; 

fair, 8; poor, 1. 

Ease of handling in traffic: Good, 
"6; fair, 4; poor, less than one-half 
we One percent. 

Amount of repairs required: 

little repair work, 61; mod- 
p amount of repair work, 30; 

i iderable repair work, 9. 
) Cost of repairs: Inexpensive, 43; 
mOderately expensive, 45; very ex- 

misive, 12. 
¥ * * oe 
PAUALITY of repair work: Good, 
we 70; fair, 21; poor, 9. 
ee. Owners were asked if they 

wan to trade for another car with- 
mmithe next six months and 21 per- 
ent answered yes. Percentage dis- 
“bution of these respondents, ac- 
y 


Ps 


cording to the type of car they plan 
to buy next; New imported car, 48; 
new American compact, 31; new 
American standard, 7; used import- 
ed car, 4; used American compact, 
6; used American standard, 4. 


3. Of those no longer owning 
the same imported car, bought 
new in 1956, 1957 and 1958, only 
92 percent traded for another car. 
(The balance of 8 percent appar- 
ently left the market completely.) 
Percentage distribution accord- 
ing to the type of the other car 
purchased: 26 percent bought the 
same make of imported car, 25 
percent bought another make of 
imported car, 25 percent bought 
an American compact, and 24 
percent bought an American 
standard. 


Of these, 84 percent were new] 


cars and 16 percent used cars. The 
median price paid, including trade- 
(Continued on Page 57, Col. 1) 


Top Cars 


New-car registrations for nine months: 
1961 1960 
Pos. Pos. 
1—1,131,994 Chev. 1,295,038— 1 
978,011 Ford  1,040,092— 2 
Rambler 327,421— 4 
Pontiac 299,079— 5 
Plym. 342,806— 3 
Olds. 253,734— 7 
Buick 187,366— 8 
Dodge 278,620— 6 
Comet  102,930—11 
Cadillac 107,851—10 
Mercury 113,492— 9 
Chrysler 57,444—13 
Stude. 84,402—12 
Lincoln 15,839—14 
Imperial 11,357—15 

Misc. 423,898 

Total All Makes 
4,222,026 4,941,869 


Make 


As Shortages Bring Upset 


By Robert M. Lienert 
Associate Editor 

F ALCON, displacing Chevrolet 
Impala as the market’s best- 
selling model in September, pushed 
Ford into first place in new-car 

registrations for the month. 
The overall market, scrambled 
by dealer inventory shortages, 
labor complications at the fac- 


Nov. Output Due 
To Rise 21 Pet. 


But Drop in Overtime 
Trims Weekly Rate 


By John E. Walsh 
Staff Writer 

OMESTIC auto makers have set 

their sights on the production 
of about 675,000 cars in November, 
which would be the highest month 
since January, 1960, and an increase 
of 21 percent over the October total 
of 557,806. The November goal as- 
sumes no further work stoppages. 

In spite of the industry’s opti- 
mism, however, car production 
last week dropped to an estimat- 
ed 152,327 units, 4.4 percent under 
the previous week’s 159,282 as- 
semblies, reflecting a reduction in 
overtime due to rising inventories 
of standard and medium-p rice 
cars. 

The industry also is hopeful of 
turning out about 625,000 cars in 
December, which would bring the 
fourth-quarter total to approxi- 
mately 1,857,806 units. This would 
be slightly under the 1,925,000 cars 
estimated for the final three 
months prior to the UAW strike at 
Ford Motor Co. ota 

* 


- THE industry can realize its 
November and December goals, 
(Continued on Page 61, Col. 3) 


$80 Million Net 
For Ford Rivals 
GM’s Earnings 


ORD MOTOR CO. came close to 

equalling General Motors in the 
third quarter with a profit of $79.8 
million on sales of $1,504 million. 

This is, at least in part, due to 
the fact that the UAW strike at 
GM came in the third quarter 
while the walkouts at Ford were 
in the fourth quarter. At any rate, 
GM showed a profit of $88 million 
on third-quarter sales of $1,968 
million. 

Ford’s third-quarter results were 
below those posted by the company 
in the second quarter of this year 
but better than the third-quarter 
showing for last year. Ford made 
$133.2 million on sales of $1,878.3 
million in the second quarter, while 
last year’s third quarter showed 
earnings of $51.4 million on sales of 
$1,339.4 million. 

* * + 


N. THE first nine months of 1961, 

Ford’s consolidated sales were 
$4,843.4 million and consolidated net 
income was $289.2 million. In the 
first nine months of 1960, consoli- 
dated sales were $5,034.7 million 
and consolidated net income was 
$316.2 million. 


Return on sales was 6.2 percent, 
in the first nine months of 1961, 


compared with 6.8 percent in the 
first nine months of 1960. 


tories, and new-model introduc- 
tions, plunged to a 34-month low. 
Falcon’s total was helped by deal- 
ers who delivered ’62s for several 
weeks prior to its official debut. 

AvuToMoTive News’ exclusive mod- 
el-by-model analysis also revealed 
that the market share captured by 
compacts was cut back from the 
previous month. This reversed a 
year-long trend toward an ever- 
growing, record-breaking penetra- 
tion for compacts. 

* + * 

EGISTRATIONS for the month 

amounted to 370,505, according 
to figures just released by R. L. 

Polk & Co, 

A month earlier, the count was 
470,646; a year earlier, 458,765. 
Not since November, 1958, when 
the total was 339,561, had regis- 
trations dipped so low. 

Included in the September figure 
were 127,419 compact cars, or 34.39 
percent of the total. A month ear- 
lier, compacts garnered a record 
34.90 percent on 164,273 registra- 

tions. 

Ford led Chevrolet in September, 
87,862 to 82,709. It was the first 
month Ford had ranked first since 
October, 1960. 

* * * 
pace registrations in Septem- 
ber totalled 27,238. Only other 


models to top 20,000 were Chevrolet 
Impala, 25,492, and Chevrolet Bel 
Air, 20,307. 

Biggest-selling station wagon 
was the Falcon with 8,464. Run- 
ners-up were Ford, 7,912, and 
Chevrolet, 7,645. Lowest recorded 
total was 95 for Dodge Polara. 

By makes, only Chrysler and Lin- 
coln notched more registrations in 
September than they did in the 
year-ago month. 

By models, however, a bigger 
September this year than last year 
was turned in by Rambler Ameri- 
can, Plymouth Fury, Falcon, Ford 
Galaxie, Cadillac 60 Special, Cadil- 
lac 75 and Cadillac 68 (special 
chassis). 

* * * 


Fr TERMS of market penetration, 
September was the best month 
of the year for Rambler and Plym- 
outh. For Rambler, September 
penetration represented an alltime 
high. It was Plymouth’s biggest 
sales share since November, 1960. 
On the other hand, smallest 
sales shares of the year were the 
September fate for Chevrolet, 
Buick and Chrysler. Not since 
October, 1960, had Chevrolet’s 
share been so small. Buick’s 
share was the smallest since Sep- 
(Continued on Page 4, Col, 1) 


Dealer Supply Only 35 Days 
After Slow ’62 Buildup 


By Maynard M, Gordon 
News Editor 
EALER inventories of new cars 
were building up last week at a 
much slower pace than has been 
experienced in recent model runs. 
Sales remained firm, if not spec- 
tacular, in the final days of October, 
and an Automotive News check 
showed that the Nov. 1 stockpile 
amounted to an estimated 700,000 
new cars. This was only some 30,000 
units above the revised Oct. 1 count. 
The sharp upturn in retail sales 
last month from September’s dol- 
drums reduced the days’ supply 
of new ’62 and ’61 models to 35. 
The national inventory averaged 
a 47-day supply Oct. 1 after Sep- 
tember retail deliveries of domes- 
tic units dropped to 337,196 new 
cars of 62 and ’61 vintage. 
Individual dealers still were com- 
plaining of new-model shortages as 
November arrived. Chevrolet, Buick 
and Ford dealers appeared to be 
particularly hard-hit by echoes of 


How They Fared... 


the strikes which beset their fac- 

tories early in the ’62 model run. 
7 aK * 

OMPACTS and loaded V-8 stand- 

ards were reported acutely thin 

in supply. Compacts took nearly 36 

percent of mid-October sales, but 

their share of the total stockpile 
was about 215,000, or 31 percent. 

The carryover float of ’61 models 
accounted for another 185,000 units 
of the Nov. 1 inventory. The ’61s 
have been welcome at many dealer- 
ships this fall because of the trickle 
of ’62s, although “blitz” cleanouts 
of ’61s popped up in some cities late 
in October. 

Factory production schedules 
have been pegged at surprisingly 
conservative levels in the wake of 
the GM, Ford and American Mo- 
tors settlements with the United 
Automobile Workers. 

The steel industry, for one, had 
counted on an output boom com- 
parable to that early in 1960, when 

(Continued on Page 57, Col. 1) 


Compact Cars at a Glance 


SEPTEMBER 
Pet. 
Total 
Market 
9.64 
71.88 
4.10 
3.51 
2.63 
2.02 
1.20 
1.18 
1.16 
1.08 


34.39 


Regis. 


Corvair 
Comet 
Valiant 
Tempest 
Special 


F-85 
Studebaker 


TOTALS 


Compact 


FIRST 9 MONTHS 


Pet. Pet. 
Total Compact 
Market Market 


8.70 26.46 
6.40 19.46 
5.59 17.00 
3.28 9.97 
2.10 6.40 
1.85 5.63 
1.48 

1.11 

1.20 

1.17 

1,389,082 32.90 100.00 
© 1961, Automotive News 


Pet. 


Regis. 
367,502 
270,367 
236,169. 
138,529 

88,837 

78,164 

62,640 

46,821 

50,604 

49,449 


Market 
28.02 
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By Helen Kahn 
Washington Staff Writer 


tutes exclusive dealing is discussed 
in a Federal Trade Commission 


Bearing Co. in the Sixth Circuit 
Court of Appeals. Last January, 


High-School Teachers 


Goal of Lark Contest 


SOUTH BEND.—A promotion 
whereby high-school teachers can 
win up to 25 scholarships for 
students of their choice was an- 
nounced here last week by Stude- 
baker-Packard Corp. Each schol- 
arship is worth $1,000, 

The teacher must take a dem- 
onstration ride in a 1962 Lark to 
be eligible. A card, listing Lark 
features, has been mailed to 
teachers. They will be asked to 
check five which they feel are 
outstanding, thus taking part in 
a survey. Each teacher will re- 



















Can You Be a Little Bit Exclusive? .. . 


Exclusive Dealing Is Questioned 





WASHINGTON. — What consti- 


brief filed against Timken Roller 
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competitors. As the commission 
sees it, Timken’s requiring dis- 
tributors to buy enough to service 
a territory excludes competition. 
Timken in its appeal maintains 
that FTC had shown no injury, to 
competition. FTC answers that 
while a showing of potential injury 
is enough, Timken’s record “is re- 
plete with specific examples of ac- 
tual injury” to consumers as well 
as to competitors. . 


Orders for ’62s 
Up 50 Percent, 
Fleet Firm Says 


BALTIMORE.—Peterson, Howell 
& Heather, fleet management and 
lease firm, said that its clients are 
buying more cars so far in the 1962 
model year. PHH has noted little 
real change in the cars being or- 


FTC overriding initial decisions of 
its examiner, held that Timken did 
not permit its distributors and 
dealers to handle competing prod- 
ucts. 

In appealing the decision, Tim- 
ken argued: “There are no de- 
grees of ‘exclusive dealing ;’ either 
it is ‘exclusive’ or it isn’t.” 

The brief, filed by FTC attorneys, 
contends: “This is mere sophism. 
Petitioner in effect is saying that 
it is entirely permissible for it to 
engage in a policy of exclusive deal- 
ing so long as it is’‘careful to permit 
its customers to carry some small 
percentage of competitive products. 
Presumably, under petitioner's 
theory, 99 and 44/100 percent ex- 
clusivity would not be actionable.” 

As for Timken itself, FTC says 
the company’s “policy of exclusive 
dealing is conclusively demonstrat- 
ed by numerous documents prepar- 
ed by petitioner’s own officials and 
employes in the course of carrying 
out and executing the policy.” 




































Alternate Routes for Gas Misers— 


Four possible routes for 1962 Mobil Economy Run, stretching more than 2,000 
miles from Los Angeles to Detroit, are discussed by V. A. Bellman, Mobil marketing 
vice-president. Actual routes will be revealed a few hours before the cars leave 
each day's starting line during the six-day run, March 31-April 5. 












Starts in L. A. March 31... 
















































































































ceive a Better Homes & Gardens azote aa a to | dered. a 
Idea Book for participating. IStrl . rs, some of whom say Through Sept. 29, PHH had han- D e ' 
they will stop purchases from | a.2d's249 requisitions for new moe-||  LCOnOMY Run to Vetroit ||. 
‘ els. On Sept. 30, 1960, the requisition 7 
count stood at 2,238. PHH said this 5 
L-M Counting on Meteor year’s high total could be traced in| _DETROIT. — The 1962 Mobil|turers, dealer associations, dealers | ™ 
part to a greater number of clients Economy Run will start March 31] or private individuals. Cars wi]] | ¢ 
. e d dati de taat in Los Angeles and end April 5 at} compete in seven classeg based | 28 
To Plu uto Price ‘Ga and a recommendation made last! Detroit’s Cobo Hall, the sponsoring| upon size of the car and type of 
spring that replacement of certain | Mobil Oil Co. announced. transmission. fo 
. F . : : two-year-old cars be postponed. Meeting here with automobile Drivers are named by the en- , 
Highlights: Fairlane, including Ford Motor’s PHH said that the bulk of the| company officials to outline plans | trants. Men and women may drive St 
Unitized construction . . . six- | fMiliar squared-off roof line. cars ordered (84.1 percent) were| for the cross-country test, Mo- | on an equal basis. “ 
cylinder or V-8 engine . . . two- me ae aN standard Chevrolets, Fords, Plym-| bil’s marketing vice-president, The Mobil Economy Run, which 
door and four-door sedans offered EATER and _self-adjusting| ouths and Darts. Another 13.3 per-| V. A. Bellman, , announced his | originated in 1936, operates on a § 
- . - 116.5-inch wheelbase; 203.8 brakes are standard equip-| cent were compacts. company’s intention to “spotlight | new course each year. The 1961 run § bu 
inches overall , . . self-adjusting | ment, and the suspension system| There is something of a trend to the good gasoline economy Amer- | terminated at Soldier Field, Chi- ] 
brakes . . . tandem electric wind- | utilizes Mercury's “Cushion-Link”| order more options. For instance,| i’ new cars can deliver when | cago, March 16. This year’s run, | S¢ 
shield wipers ... heater standard | principle, which permits both ver-| 73.3 percent of the 1962s were ord- driven carefully through the com- | covering more than 2,000 miles, will | 50 
equipment . . . 30,000-mile lubri- | tical and horizontal movement of| ered with radios. It was 66.8 percent | Plete variety of traffic and terrain | pe the longest ever held. wh 
cation cycle . . . 6,000-mile oil- | the wheels to reduce the harshness| with radios at this stage in the| ®®Y Motorist would encounter be- eae ec 0! 
change interval. from bumps and road irregularities. | 1961 model run. “ae Los gry — yy * ” . ( 
. * *# Under the hood, the Meteor is On the other hand, more six- wake ar den aalles ea "pallott Auto Credit D ip $s 
BEX D. MILLS, Lincoln-Mercury| the Fairlane’s twin. The regular | cylinder cars are being ordered, but | of gasoline gniiaa = 
general manager, believes that} engine in each is the 101-horse- | the change is small. Six-cylinder Safeguards to insure the gas By $171 Million z 
40 percent of the persons who pur-| power, 170-cubic-inch six-cylinder | units amount to 7.8 percent of the mileage scores would be meaning- 
chase ’62 models will buy a car in| unit that is offered as an option | total so far this year, up from 7.4| fy] were outlined by A. C. Pills- D ° M h th 
a lower price group than the one! on Falcon and Comet. percent a year ago. bury, United States Auto Club chief uring f4ont rf 
they trade in. He hopes that many| 4 y-g also is available in Meteor| Among the standard units or-| steward. WASHINGTON.—The volume of a 
of them will choose his new Mer-| ang Fairlane models. This is a new| dered, the middle line took 72.6 per-| “Our first responsibility is to be t edit outstanding fell by $171 ( 
cury Meteor. lightweight engine that displaces| cent of the business, 23.1 percent| certain that the competing cars are pe = a ‘17179 iio oa In 
The Meteor, which is scheduled 221 cubic inches and develops 145| went to the top line and the bot-| typical of cars being sold to the on ’ lilion during fee 
for Nov. 30 introduction, is L-M’s horsepower. tom line got 4.3 percent. There was| public,” Pillsbury said. September, the Federal Reserve ri 
in-between” car. It occupies the | 4.. Meteor chassis is prelubri-| little change in body style selection] “We will accept as entries only | Board reported. he 


Same spot in the Mercury lineup 
as Fairlane does at Ford Divi- 
sion. 

In addition to the trade-downers, 
Mills thinks that many owners of 
small compacts are ready to move 
up to larger cars. He feels the 
Meteor should appeal to this group, 
also. 

In the opinion of Dr. George H. 
Brown, Ford Motor’s marketing re- 
search director, Fairlane and 
Meteor represent the kind of car 
that eventually will take the lion’s 
share of the market. 

* * * 
HE full-sized low-priced cars 
have moved up to the point 
where they are equal in every re- 
spect to the traditional medium- 
priced field,’ Brown told the Buf- 
falo Transportation Club recently. 

“The compacts have moved in 
under them,” he said, “and right 
in the middle, where most of the 
potential sales are, is a great big 
gap. This is the gap that Fairlane 
and Meteor are designed to fill.” 

Meteor joins Comet and Mon- 
terey in Mercury’s ’62 stable. The 
newcomer will be available in 
two-door and four-door sedans in 
standard and custom series. 

Wheelbase of the Meteor is 116.5 
inches —2.5 inches longer than 
Comet and 3.5 inches shorter than 
Monterey. Overall length is 203.8 
inches, which is nine inches more 
than Comet and 11.7 inches less 
than Monterey. 

The body is of fully unitized con- 
struction, and the car has dual 
headlights and Monterey-type tail- 
lights. From a styling standpoint, 
the Meteor has a lot of Comet and 


Fire Damages Keeler 


CLARKSDALE, Miss.—Keeler & 
Co. (Pontiac-Rambler) was one of 
four businesses damaged in a fire 
here Oct. 27. A spokesman for the 
dealership said its loss was parti- 
ally covered by insurance, A fire- 
wall blocked flames from Delta 
Buick Co., which occupies a portion 
of the building. 












except two-door hardtops and sta- 
tion wagons lost ground while there 
were more requests for four-door 
hardtops. 

PHH stressed that it is still too 
early to draw much significance 
from the figures available. 


cated at the factory and requires 
no major grease job for 30,000 
miles. The oil-change interval is 
6,000 miles, and the radiator is filled 
with a coolant that will normally 
take care of antifreeze protection 
for two years, L-M said. 








This Week in Summary .. . 


Automotive News Review 


Dealer Stocks— 

Buildup of dealer new-car inventories moving at much slower 
pace than in recent model runs; Nov. 1 stockpile estimated at 700,000 
units, 30,000 above revised Oct. 1 figures. Page 1. 









those models that are in quantity 
production,” he said, “and insist 
that our U. S. Auto Club officials 
be free to select each car at random 
from any dealership, warehouse or 
assembly line of our choice.” 


“Once the run starts we will have 


a USAC official riding in each car 
to report any traffic violations, trick 
driving, or other rule infractions,” 
he said. 


The exact street and highway 
route of the economy run course 
will not be revealed until a few 
hours before cars leave each day’s 
starting line. This, according to 
Pillsbury, is to prevent competi- 
tors from practicing the course. 


Entrants may be auto manufac- 
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Heater Supplier 
Drops Antitrust 
Suit Against Ford 


PHILADELPHIA. — Morgan- 
Smith Automotive Products, Inc., 
announced in U. S. District Court 
that it has withdrawn its suit 
against Ford Motor Co. on charges 
of violation of antitrust laws by re- 
quiring dealers to accept some 1962 
models with Ford-made heaters 
and defrosters. 

Morgan-Smith had filed suit 
against both Ford and General Mo- 
tors, asking for total damages ex- 
ceeding $4 million. Paul M. Butler, 
former chairman of the Democratic 
National Committee, attorney for 
the local firm, moved for the with- 
drawal of the suit against Ford. 

He said Ford had sent a letter 
to all dealers stating that heaters 
and defrosters are not to be han- 
dled as standard equipment on Ford 
and Mercury cars and that pur- 
chasers do not have to take them, 
if they don’t want them. 

District Court Judge Abraham 
L. Freedom permitted the dropping 
of the complaint against Ford. 
General Motors is now the sole de- 
fendant in the suit. 





Auto Maintenance— 

Survey of factory recommendations on lubrication and oil-drain 
intervals makes it clear that auto maintenance still has a good future. 
Page 10. 











Engineering— 

Buick engineers claim a record in the development of a new engine; 
say the revolutionary Special V-6 engine was engineered, tested and 
“debugged” in just 11 months. Page 12. 
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Trucks— 


Compacts take nearly a third of the light-truck market with fast 
rise; maintenance termed key to lower fleet costs. Page 26. 
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Sales— 


Ford takes over first place in September new-car registration; 
compacts’ share drops as industry total sinks to 34-month low. Page 1. 
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Dealers— 


Gimmick dealer is chief obstacle to reforms in selling practices, 
New Jersey dealer group is told. Page 3. 
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Labor— 
Three-year pact brings end to 15-week shop strike in Akron. Page 3. 










It was the second straight month 
in which credit has contracted. In 
the last 12 months, the credit total 
has increased only twice and the 
year has produced a net drop of 
$842 million in the credit total. 

All installment debt of consum- 
ers declined in September by $82 
million and stood at $42,554 million 


at the end of the month. A. 

Of the auto credit outstanding | 95 
at the end of September, banks | fre 
held $7,945 million; finance com- qu 
panies, $7,025 million; other finan- qu 
cial institutions, $1,727 million, and | ¢, 
auto dealers, $482 million. 7 

The volume of paper held by J bel 
banks, finance companies and deal- ter 
ers declined in September and in f fail 
the last year. Credit extended by ! 
other financial institutions, largely § lin 
credit unions, increased for the § cor 
month and year. qué 


4 Doors for Polara— 


A bench-seat four-door hardtop has 
been added to the Dodge Polara 500 line 
for 1962. Interior of the hardtop features 
all-vinyl upholstery, keyed to the two-fone 
exterior; a center fold-down armrest; car 
peting, and a padded instrument panel. 
Advertised delivered price of the four-door 
hardtop is $2,960. Other Polara 500 mod- 
els are a bucket-seat two-door hardtop and 
convertible. The four-door is in production. 
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THEY’D improve the sales 
3 of the business like they’ve 
improved the product, they’d have 
if made.” 
The speaker is 


% 


Arthur C. Sellgren 
and he is talking 
about the auto- 
mobile industry. 
Sellgren sold his 
first car when he 
was 17 years old 
and working for 
a Ford dealer. 
Last year, some 
41 years later, 
after making an 
enviable reputa- 

: tion for himself 

A. C. Sellgren as a service deal- 
er, he sold his dealership, which 
was handling Buick. 

The other day we received a 
press release to the effect that he 
had become one of the associates 
of Schmidt, Ellis & Associates, 
member of the Detroit Stock Ex- 
change. So we called him up to 

k: 
weWhat gives? Isn’t there a future 


for the service dealer?” 
* * ®& 





Sull a Booster 


“”~4F COURSE there is,” he snap- 

ped. “Don’t put me down for 
anything but a booster for the auto 
business.” 

In the conversation that followed, 
Sellgren kept trying to tell me 
something about his new business 
while I kept trying to find out 
something about the old. 

(At this point I should mention 
that in a rare exception to a gen- 
eral rule Sellgren saw this column 
before publication and objected to 
the use of “I’’s in quoting him. 

(“I detest ‘I’s,” he said. “I feel 
that this is a world of ‘we’s’; that 
we are interdependent and can’t ac- 
complish much with ‘T’s.” 

(I want to be fair to Sellgren so 
I'm stating his viewpoint, but I also 
feel that what “we” accomplish goes 
back to the drive and inspiration of 
some “I,” that “we” tend to stifle 


Dealer Failures 
Increase Slightly 
In Third Quarter 


NEW YORK.—Business failures 
by motor vehicle dealers totalled 
8% in the third quarter, up slightly 
from the 84 failures in the second 
quarter and the 81 in the third 
quarter of last year, Dun & Brad- 
street reported. 

The third-quarter total was well 
below the figure for the first quar- 
ter of this year when 115 dealers 
failed. 

A total of 2,036 retailers in all 
lines failed in the third. quarter, 
compared with 2,131 in the second 
quarter and 1,798 in the third quar- 
ter of 1960. 
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individual expression in a world 
dedicated to conformity. So take 
your choice—read in Sellgren’s 
“we’’s or my “I’”s.) 

“I’m going to try to apply to 
this business the same morality 
that I used in the auto business,” 
he said. “I feel I can serve people 
by giving them good counsel on 
the investment of their money.” 
“Yes,” I said, “but how come you 


left the auto business?” 
ed * 


* 
Tensions Build Up 


To story goes back to a heart 
attack in 1950 that put Sellgren 
out of action for six months. 

“A year or so ago,” he said, “I 
felt the tensions building up again 
and decided I had better get out 
while I was still on my feet. 

‘Ia the time since, I have 
been studying investments, pass- 
ing state and Federal security in- 
vestment examinations and re- 
gaining my health. In this busi- 
ness, I can still be useful and yet 
avoid the pressures of the auto 
business.” 


Sellgren asserts his belief that 
there is still a great future in re- 
tail auto sales—especially for young 
men with zest and the stamina to 
work 16 hours a day to run a tight 
operation. 

* * * 


The Finance Side 


‘OX COURSE,” he said, “you can 

still do well running a sloppy 
operation, if you have enough 
dough to handle your own finance 
paper. 

“And don’t think there’s any dis- 
grace in making a profit on the 
finance package. It’s a service to 
people. Look at Sears, Roebuck, one 
of the greatest sales organizations. 
Study the Sears statement and 
you'll find that by far the greatest 
portion of the profit of the company 
is the money it makes on financing. 

“And the auto dealer who. han- 

dies his own paper has the op- 
portunity for three times as 
much gross on the finance pack- 
age as he can gross on the sale 
of the car. (In some accounting 
procedures, finance income is 
considered apart from the over- 
head.) 

“It takes a lot of work and skill 
to compete with a dealer in this 
position. Then, too, the income the 
dealer has on finance paper of 30 
and 36 months carries him over the 
rough periods in sales. 

“There’s nothing that succeeds 
like money. 

“It’s just like a football game. 
The good, medium-sized men are 
fine, but can they beat the good, 
big men?” 

* * 1 


Product Improving 


een to the product itself, 
Sellgren said that it is getting 
better all the time. Cars are being 
improved and the quality is a lot 
more consistent. Automation, he 


.| said, tends to spread skill through- 


out manufacturing. 

It still takes a quality dealer, and 
a dedicated dealer, however, to 
make sure when the car is deliv- 
ered that the car is as it should be. 

How can the auto business be 
made a better business? 

“Well,” said Sellgren, “the im- 
provement should start with the 
salesmen. The industry needs 
some plan for salesmen that will 
assure them of a consistent in- 
come. 

“We're making some progress 
here in Detroit with regulated clos- 
ing hours so salesmen have time 

of their own. But, to attract good 
men, we need improvement on the 
salesmen’s income. Nobody else 
apologizes for getting paid. Why 
should auto salesmen? 

“But there is a glimmer of light 
here.” 

Sellgren made a reputation as 
a dealer with this credo: Sell the 
bewildered, trusting car owner only 
the service he needs. 

Now, he said, his goal is to give 
good advice to people who need 
help in investing their money. 












Salesmen, On Guard; 
Buyers Planning Attack 


CALGARY, Alta.—Shrewd and 
even “sadistic” customers can 
match the car salesman argument 
for argument these days, Alberta 
automobile dealers were told. 


The car buyer of today is “sa- 
distic” and “plans his attack like 
a general,” Albert Bear, president 
of the Federation of Automobile 
Dealer Assns. of Canada told the 
Alberta branch, meeting here. 
Bear said buyers even have “fam- 
ily conferences” before they go 
car shopping. “I have heard fam- 
ilies rehearsing before they go 
into a showroom,” he said. 











Change Is Vital, N. J. Group Told... 


Gimmick Dealer Held 
Bar to Sales Reforms 


By Fred W. Schwartz 
Staff Correspondent 

ATLANTIC CITY, N. J.—Any im- 
provement in auto retailing is con- 
tingent upon “a change in the at- 
titudes of some dealers who are 
trying to disrupt an orderly indus- 
try with gimmick advertising and 
disreputable practices,” according 
to James C. Moore, National Auto- 


Lead New York State Dealers— 
New officers of the New York State Automobile Dealers Assn., elected at the 38th 


annual meeting at Kiamesha Lake, N. Y., 


are, seated, from left, Robert O. Barton 


(Oldsmobile), Lockport, second vice-president; Wesley Van Benschoten (Dodge), Pough- 
keepsie, president, and J. E. Sayles (Pontiac-Cadillac), Suffern, first vice-president. 
Standing: John J. Hayes (Oldsmobile), Rockville Centre, secretary; Harvey M. Stewart 


(Lincoln-Mercury-Continental), Syracuse, 


assistant treasurer, 


and R. Harold Craig 


(Dodge), Albany, third vice-president. Not shown is James K. Patrick jr. (Chevrolet), 
Troy, treasurer. The new president succeeds James J. Clarkeson (Lincoln-Mercury), 
Schenectady, who becomes a life director. Van Benschoten is the first dealer whose 
father also was president of the group. His father, John Van Benschoten, now in his 


90s, was president in 1935. 


3-Year Pact Ends Shop Strike 
For 20 Akron Dealers 


By Joe Kuebler 
Staff Correspondent 

AKRON.—Nearly 200 mechanics 
are back at work at 20 new-car 
dealerships in Summit County, 
bringing to an end a 15-week dis- 
pute between new-car dealers and 
Auto Mechanics Local 762. 

The settlement came as the 
mechanics voted, 123 to 58, to ac- 
cept a new three-year contract 
providing for pay raises ranging 
from 5 to 15 cents an hour. 

Mechanics earning $2.50 per 
flat-rate hour will receive 7 cents 
an hour now, 4 cents next July 1 
and another 4 cents July 1, 1963. 
Those earning $2.75 per flat-rate 
hour, the top rate in the area, get 
a 2-cent increase now and 3 cents 
over the next two years. 

Any reference to paying a per- 
centage of the customer charge to 
mechanics has been dropped. Under 
the old contract, which expired 
June 30, it was 45 percent. The 
mechanics had sought to hike this 
to 50 percent during the negotia- 
tions. 

Under the new contract, a wage 
reopener is provided whenever a 
dealer raises the flat-rate charge to 
the customer more than 25 cents. 
The dealerships originally asked 
the mechanics to forego a pay in- 
crease this year, contending eco- 
nomic conditions would not permit 
a raise. 

Both the dealers and union will 


Bryden Reelected 
NADA Director 


WASHINGTON. William R. 
Bryden (Dodge - Plymouth), Beloit, 
Wis., has been reelected National 
Automobile Dealers Assn. director 
for Wisconsin. He will begin his 
third three-year term in February. 

A former NADA secretary, Bry- 
den has served as a member of the 
Auditing, Membership, Internation- 
al Relations, and Personnel Rela- 
tions committees, 





drop unfair labor practice 

charges filed against each other 
with the National Labor Relations 

Board. They will ask NLRB, how- 

ever, to rule on whether the em- 

ployers’ bargaining group is one 

unit or whether each dealer is a 

separate unit. 

Mechanics who worked for $1 an 
hour during the early days of the 
dispute will be paid the difference 
between $1 and their regular rate 
of pay at that time. 

Local 762 struck six dealers July 
18. A week later the other 22 deal- 
erships reduced the pay to $1 an 
hour and finally shut down their 
garages. One dealer has since gone 
out of business and the others set- 
tled with the union individually. 





mobile Dealers Assn. executive vice- 
president. 

He discussed the work of 
NADA’s Task Force Committee 
at the 43rd annual meeting of the 
New Jersey Automotive Trade 
Assn. here. 

Moore said dealers must view 
new ideas as opportunities for 
change, and not merely as oppor- 
tunities for giveaways and gim- 
micks which will lead only to their 
own financial destruction. 

He praised the manufacturers’ 
cooperation with Task Force mem- 
bers, and called it an indication of 
the ‘‘mutual concern in the welfare 
of the nation’s auto dealers.” 

The committee will continue to 
meet with the manufacturers in an 
effort to put into practice the rec- 
ommendations already made by the 
Task Force, Moore continued. 

The New Jersey association 
adopted a resolution expressing 

(Continued on Page 61, Col, 4) 


Johnson Heads 
Panel of Advisors 


To Texas Dealers 


AUSTIN, Tex.— Delmo Johnson, 
Dallas, will head the Dealer Ad- 
visory Committee established by 
the Texas Automobile Dealers Assn. 
His appointment 
was announced 
by TADA Presi- 
dent C. C. Gunn, 
San Antonio. 

“Our committee 
is patterned after 
one organized by 
the New York 
State Automobile 
Dealers Assn., 
Gunn said. “Its 
purpose is to , 
serve as an ad- Delmo Johnson 
visory group for TADA member 
dealers who are confronted with 
problems which they feel cannot 
best be answered by their usual 
advisory and consultants. 

“Areas in which the committee 
will be prepared to provide counsel 
are business management, finance 
and banking, contract termination, 
industry relations and disposal of 
dealership assets directly, or by 
surviving spouse, children or part- 
ners,” Gunn explained. 

“Members of the committee are a 
group of dealers who, by experience 
and the success they have attained 
in their own dealerships, are fully 
qualified to provide good, sound ad- 
vice to others with whom they 
counsel, Because of the confidential 
nature of the committee’s work, 
names of members of the group will 
not be announced.” 

Johnson has been an automobile 
dealer since 1925 and has had a 
Chevrolet dealership in Dallas since 
1935. He. is a past president of 
TADA and also of the Dallas Auto- 
mobile Dealers Assn. 





On the House... 


Wonder if the formal introduction of new models 
in dealer showrooms is passe. For several years 
now, data on forthcoming cars have been appear- 
ing months ahead in numerous consumer publica- 
tions—a lot of it with the tacit approval of the 
factories. Moreover, some of the factories this year 
have “pre-previewed” a few of their 1962 models 
before various consumer groups. Dealers haven’t 
been guiltless either. Many provide special previews 
for old and prospective customers prior to intro- 
duction day; others sell new cars and put ’em on 
the street before introduction day. Maybe this trend 


Wembhoff 


will, or should, continue. What do you think?... 


Ford Division’s Matt McLaughlin contends that the industry’s 
franchise system is merely suffering some of the pains previously 
sustained by other retailers and will emerge stronger than ever... 
Dick Stoudt, Ford dealer in Jamestown and NADA director, has 
been nominated as North Dakota’s entry in Saturday Evening 
Post’s 1962 quality dealer contest . . . Instead of “Go for Broke,” 
as the postwar axiom says, the Los Angeles association suggests 
dealers “Go for Gross” in the new model year ... 

Citing Wisconsin law, the Milwaukee association points out many 
dealers are displaying new cars in shopping centers without being 


properly licensed in those areas ... 


To get a driver’s license in 


Russia, the applicant must take 50 hours of driving instruction, in- 
cluding courses in repair of vehicles. 


—Perte WeMHorr, Editor, 
Automotive News 
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First Dip for Compacts’ Share .. . 


Ford on Top in Sept. Sales 


(Continued from Page 1) 


tember a year ago and Chrysler 
was at its lowest point since 
October, 1960. 

At the corporate level, AMC set 
a monthly record. Plymouth’s show- 
ing was good enough to push 
Chrysler Corp.’s market share to a 
high for the year. 

Miscellaneous makes also stood 
at the year’s high with 9.09 percent 
of the market. This was the big- 

* * * 


gest share taken by the miscellane- 
ous group since January, 1960. 


Makes which improved penetra- 
tion over the previous month in- 
cluded, in order, Pontiac, up 1.08 
percentage points; Oldsmobile, 0.92; 
Rambler, 0.87; Cadillac, 0.42; Dodge, 
0.29; Studebaker, 0.27; Lincoln, 0.09; 
Plymouth, 0.08, and Imperial, 0.01. 

Declines in penetration were re- 
corded for Chevrolet, down 3.47 
percentage points; Ford, 0.87; 


Here's Model Breakdown of Sales 
For September, Year to Date 


(Continued from Page 1) 


Note: 


Price 
Class 


(Price classes: 1—Up to $2,- 
700; 2—$2,701 to $3,200; 3— 
3,201 to $4,000; 4—$4,001 
and up.) 


Plymouth Belvedere 
Plymouth Fury 
Plymouth Station Wagon.. 1 


*(6 Cylinder) 
Total Chrysler Corp. ............ 


Ford Falcon 
Falcon Station Wagon .... 
Fairlane 
Fairlane 500 
Galaxie 
Ford Station Wagon 
Thunderbird 


*(6 Cylinder) 
Lincoln Continental V-8 


Mercury Meteor 600 
Meteor 800 
Commuter Stat. Wag 
Monterey 
Colony Park Stat. Wag..... 
Montclair Park Lane 


*(6 Cylinder) 


Total Ford Motor Co. .......... 


Buick Special V-8 
Special Stat. Wag. V-8 


Invicta V-8 ... 
Electra V-8 


Electra 225 V-8 
Buick Stat. Wag. V-8 


Cadillac 62 V-8 


Chevrolet Station Wagon.. 
Corvette 


*(6 Cylinder) 


* Indicates included in series totals. 
1961 1960 
Month Month 


3,249 3,412 
2,771 2,476 
2,504 2,871 
21,776 224,629 30,439 
13,822 138,001 22,119 


42,977 463,785 58,992 


27,238 264,829 24,231 
8,464 102,673 6,773 
10,745 114,807 15,803 
8,887 95,662 15,478 
19,758 242,173 16,712 
7,912 97,608 9,854 
4,858 60,259 6,685 
87,862 978,011 95,536 
48,534 508,783 53,826 


1,832 20,752 1,266 


7184 11,785 
2,246 22,879 
440 6,362 
3,414 38,763 
446 6,062 
26 988 
7,356 86,839 
434 7,651 


11,495 119,068 
1,503 19,461 
12,998 138,529 


110,048 1,224,131 


3,773 50,455 
670 12,185 
6,297 78,479 
1,442 20,535 
981 18,643 
744 14,300 
211 5,540 
14,118 200,137 


7,847 88,230 
763 9,867 
59 1,023 
134 1,522 
8,803 100,642 


13,131 204,165 
2,043 32,004 
13,729 151,762 
20,307 246,626 
25,492 358,271 
7,645 . 130,682 
362 8,484 
82,709 1,131,994 
44,864 620,193 


Year 


46,816 
41,199 
45,712 
342,806 
220,945 


709,718 


266,427 
67,160 
154,239 
168,810 
196,367 
125,656 
61,433 
1,040,092 
550,477 


15,839 


Year 


33,523 
34,575 
27,098 


8,080 
1,419 
1,419 
10,918 


76,853 
16,232 
20,407 
113,492 


82,610 
20,320 
102,930 


1,272,353 


12,769 
2,992 
15,761 


123,481 


108,759 
29,755 
24,917 
15,318 

9,117 

187,866 


97,208 
8,082 
1,086 
1,475 

107,851 


165,365 


9,655 
2,292 
1,821 
1,023 
566 
15,357 


8,909 
425 
18 
117 
9,469 


17,702 


24,247 
28,578 
34,023 
14,342 
592 
119,484 
68,355 


226,861 
300,345 
418,924 
175,270 
8,273 
1,295,038 
664,465 





Oldsmobile F-85 V-8 
F-85 Station Wagon V-8.... 
Dynamic 88 
Super 88 V-8 
98 V-8 
Olds Stat. Wag V-8 





Pontiac Tempest 
Tempest Station Wagon .. 
Catalina V-8 
Ventura V-8 
Star Chief V-8 
Bonneville V-8 
Pontiac Stat. Wag. V-8 


Total GM Cora ooecccccssssssssonees 


Studebaker Lark & Hawk.... 1 
*(Station Wagon) 
*(6 Cylinder) 


**Checker 
**King Midget 


Miscellaneous Domestic ........ 


3,380 39,328 
909 11,276 
9,483 96,840 
4,218 37,966 
2,717 27,504 
651 10,347 
21,358 223,261 


5,936 61,942 
1,540 16,222 
6,754 72,917 
1,380 19,769 
2,002 22,822 
4,592 48,713 
1,408 16,666 
23,612 259,051 


150,600 1,915,085 


4,018 49,449 
521 7,647 
2,304 27,818 


308 3,917 
14 119 


353 5,635 


14,605 
5,442 
2,731 
1,129 

23,907 


135,912 
63,413 
38,804 
15,605 

253,734 


13,277 
3,897 
2,931 
4,940 
2,519 

27,564 


195,781 
8,126 


1,290 
3,825 


488 
17 


138,382 
41,303 
31,725 
59,155 
28,514 

299,079 


2,143,568 


84,402 
14,263 
43,424 


5,039 
_ 196 


7,139 





*Total ‘Station Wagons 
GRAND TOTAL 


*—Included in series totals. 
Compiled from official state records by 
May not be reprinted, copied or sold. 


397,268 
706,001 
4,941,869 


528 
33,309 293,574 40,441 
49,082 630,070 61,036 


370,505 4,222,026 458,765 


**—Included in Miscellaneous Domestic. 


R. L. Polk & Co. for Automotive News. 





Buick, 0.76; Comet, 0.25; Chrysler, 


0.17, and Mercury, 0.06. 
* * * 


EGISTRATIONS for the third 

quarter this year totalled 1,341,- 
685, compared with 1,530,700 a year 
ago. The total was the smallest re- 
corded since 1958. There were 
1,611,834 registrations in the second 
quarter this year and 1,268,507 in 
the first quarter. 

For the three quarters, the 
total was 4,222,026, compared with 
4,941,869 a year ago. Again, this 
year’s count was the smallest 
since 1958. 

In shares of the market, Ford 
Motor Co. and General Motors 
showed improvement over 1960 for 
the three quarters. Other corporate 
makers declined. 

By makes, gains over the first 
nine months of last year included: 
Ford, 2.11 percentage points; 
Comet, 1.20; Buick, 0.94; Chevrolet, 
0.60; Chrysler, 0.37; Cadillac, 0.20; 
Lincoln, 0.17; Oldsmobile, 0.16, and 
Pontiac, 0.09. 

Losses were: Dodge, 1.68 percent- 
age points; Plymouth, 1.62; Stude- 
baker, 0.54; Mercury, 0.24; Ram- 
bler, 0.23, and Imperial, 0.05. 

Oo * * 


ACCORDING to price class, the 
trend was toward lower-priced 
units in September at the expense 
of top-end models. 

Polk’s price classes are: Class 1, 
up to $2,700; Class 2, $2,701 to $3,200; 
Class 3, $3,201 to $4,000, and Class 
4, $4,001 and up. 

For the first nine months, 
Class 1 accounted for 80.84 per- 
cent of all registrations; Class 2, 
10.28 percent; Class 3, 3.72 per- 
cent, and Class 4, 5.16 percent. 

Compared with the first eight 

months, Class 1 was up 0.10 per- 
centage points while Class 3 was 
down 0.06 points and Class 4, 0.04 
points. Class 2 was unchanged. 

The market share taken by V-8s 
continued to dwindle in September. 
Through the first nine months, V-8s 
took 48.78 percent of registrations, 
sixes took 42.41 percent and fours 
accounted for 8.81 percent. 

As compared with eight-month 
showings, V-8s were off 0.38 per- 
centage points. Fours were up 0.25 
percentage points and sixes in- 
creased 0.13 points. 


* * * 


Registrations 
By Price Class 


Price 


Group 9 Mos. 


3,413,219 
434,057 
157,110 
217,640 

4,222,026 


September 
301,819 
39,059 
11,930 
17,697 
370,505 
1960 
September 
353,835 


56,970 
34,314 


9 Mos. 
3,773,685 
587,924 
414,692 
13,646 165,568 
458,765 4,941,869 


Compiled by R. L. Polk & Co. for 
Automotive News. 


Registrations 
By Cylinders 


September 
40,785 
159,734 
169,986 
370,505 


1960 


September 
40,441 
202,481 


Number ; 


Cylinders 9 Mos, 


371,738 
1,790,719 
2,059,569 
4,222,026 


Number 


Cylinders 9 Mos, 


397,268 
1,996,170 
215,843 2,548,431 
458,765 4,941,869 


Compiled by R. L. Polk & Co. for 
Automotive News. 





Each Maker's Share... 


New-Car Sales Analysis, 1961-1940 


SEPT, vs. AUG. 


Pct. of 
Regis., 
AUG. 

24.58 
25.79 
4.01 
5.29 
5.80 
4.85 
3.96 
4.57 
3.76 
1.96 
2.05 
1,49 
81 
40 


Pet. of 


Plymouth 
Oldsmobile 


Mercury 
Chrysler 
Studebaker 
Lincoln 


30.79 
11.39 
7.01 
81 
7.54 


*—Miscellaneous figures include imports. 


S-P 


Pct. Pt. 
Change 
During 


45.36 
28.99 
10.99 

6.40 


Pct. of 
Regis., 
9 Mos., 
1961 
23.16 
26.81 
6.40 


NINE MOS.—'¢ : 69 


Pct. of 
Regis., 
9 Mos., 
1960 
21.05 
26.21 
6.63 
6.05 
6.94 
5.13 
5.64 
3.80 
2.08 
2.18 
2.30 
1.16 
1.71 
32 
23 
39 


6.14 
5.32 
5.29 
3.96 
4.74 
3.28 
2.38 
2.06 
1.53 
1.17 

-49 


43.37 
25.75 
14.36 
6.63 
1.71 
8.18 


1.17 
7.09 


OAAA Drive to Start in January... 


62 Buy-a-Car Promotion 


By Trescot Goode 


Staff Correspondent 


HOLLYWOOD, Fla.—Starting in 
January and continuing through 
the spring, members of the Outdoor 
Advertising Assn. of America will 
erect billboards across the country 
featuring “Pick Your ’62 Car at Its 
Freshest Now.” 

The campaign is being conducted 
in the belief that what is good for 
the automobile business is good for 
all parts of the economy, an OAAA 
spokesman said. 

Plans for OAAA’s “1962 Buy-a- 
Car Promotion” was divulged by 
Carl Henke, vice-president of 
Genera] Outdoor Advertising Co., 
in a speech before the 63rd na- 
tional convention of the associa- 
tion here Oct. 22-27. 

“The posters across the country 
will cry out to drivers to hurry to 
their favorite car dealers, regard- 
less of brand, to pick while the 
picking is good; before some mod- 
els are out of stock,” Henke said. 

Automobile dealers, financia] in- 
stitutions and insurance firms are 
afforded an exceptional opportunity 
for extra sales during this cam- 
paign, Henke said. 

A daisy and car illustration will 
be prominently displayed on the 
posters which will come in all sizes, 
with the same pattern for window 
posters and salesmen’s badges 
available through the local poster 
companies, Henke said. 

The months chosen are usually 


Fire Destroys 10 Cars 


ATLANTA.—At least 10 new cars 
were destroyed and several others 
were damaged by fire at the three- 
story headquarters of ROA Motors, 
Inc. (Renault-Peugeot). Jack Shar- 
key, general manager, said total 
damage could not be estimated im- 
mediately. 


Pet. Pt, 
Change 
"OL vs, 60 

+2.11 


slow ones for the dealers, Henke 
said, and OAAA hopes this pro- 
motion will help pep up sales be- 
fore the traditional yearly sales 
drive by individual dealers in the 


spring. 


Other speakers at the convention 
were Senator Jennings Randolph of 
West Virginia; Edward McDermott, 
deputy director of the office of 
emergency planning in the execu- 
tive office of President Kennedy; 
Patrick H. Gorman, advertising di- 
rector of Joseph Schlitz Brewing 
Co.; Emerson Foote, president of 
McCann-Erickson, Inc., and Ray 
Weber, advertising director of 


Swift & Co. 


Charles B. Burkhart, Whitefish 
Bay, Wis., was elected president of 
OAAA for 1962, 


Sales Score 
For September 


New-car registrations for September: 


1961 
Pos. 


1— 87,862 
2— 82,709 
3— 29,200 
4— 23,612 
5— 21,776 
6— 21,358 
I— 15,756 
8— 14,118 
9— 12,998 
7,356 
4,902 
4,018 
1,832 

543 
33,662 


14— 
15— 


Make 
Ford 


1960 
Pos, 


95,536— 2 


Chevrolet 119,484— 1 


Rambler 
Pontiac 
Plymouth 
Oldsmobile 
Dodge 
Buick 
Comet 
Cadillac 
Mercury 
Chrysler 


31,416— 3 
27,564— 5 
30,439— 4 
23,907— 6 
21,763— 7 
15,357— 9 
15,761— 8 

9,469—11 
10,918—10 

4,653—13 


Studebaker 8,126—12 


Lincoln 
Imperial 
Misc. 


1,266—14 
894—15 


42,212 


Total All Makes 


370,505 


* * * 


458,765 


Registrations by Months and Years 


1961 


413,563 
374,877 
480,067 
1,268,507 


487,973 


January 
February 
March 

First Quarter 


Second Quarter 
Jan. through June 


September 
Third Quarter 
Jan. through Sept. .............. 4,222,026 


October 
November 
December 
Fourth Quarter 








1960 


430,116 
494,178 
596,669 

1,520,963 . 


647,287 
647,055 
595,864 
1,890,206 
3,411,169 


546,535 
525,400 
458,765 
1,530,700 
7,941,869 


547,461 
543,042 
544,278 
1,634,781 
6,576,650 


1959 


420,751 
425,095 
497,651 
1,348,497 


574,922 
583,459 
585,932 
1,744,313 
3,087,810 


566,453 
533,636 
458,434 
1,558,439 
4,646,249 


534,847 
429,349 
430,830 
1,395,026 
6,041,275 


1958 


383,429 
334,563 
401,944 
1,119,936 


419,460 
424,719 
411,894 
1,256,073 
2,376,009 
407,264 

376,169 

322,400 
1,105,832 
3,481,841 
325,383 

339,561 

519,019 
1,184,463 
4,666,305 



























‘“,..reliable, considerate, responsible people” 


says DAVID H. GEZON, Studebaker 
dealer, Grand Rapids, Michigan 


“We control 90% of our finance business, so it’s 
most important that we handle it through 
reliable, considerate, and responsible people. We 
have found all these things true of Commercial 
Credit Plan in our 10-year association. Commer- 
cial Credit provides us with a flexible plan 
tailored to meet our customers’ needs. Their 

* willingness to cooperate on borderline cases has 

be 


les 
the 


helped us develop many fine customers over the 
years. And Credit Life Insurance, which is 


included in almost every deal, has made many 
tion 


n of friends for us.”’ 








Commercial Credit 
serves successful dealers 














For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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Out of Line with Industry .. . 





‘Porkchopper’ Issue 
Tough One at Chrysler 


By Martin L. Whitmyer 
Staff Writer 
NE of the real thorny issues 
which UAW and Chrysler nego- 
tiators tackled in trying to write 
a new three-year contract was the 
ratio of company-paid union repre- 
sentatives to workers. 

With one union representative to 
every 100 workers, Chrysler claimed 
it was out of line with the indus- 
try, pointing to GM 
with one to 250 and 
Ford with one for 
275 workers. 

The reason it was 
difficult to solve is a 
human one. Union representatives, 
who handle worker grievances, are 
among the hardcore workers of the 
union organization. They resist 
every attempt to reduce their num- 
ber because such cutbacks would 
mean minor union Officials would 
be forced to go to work on the pro- 
duction line and lose a “super- 
seniority” they enjoy. 

In union jargon, these represen- 
tatives are called “porkchoppers.” 
* * * 
ee non-economic prob- 

lem that plagued negotiators 
was the work standards issue, in- 
volving how much each worker 
should produce, production sched- 
uling and rest time. 

The union has often complained 
of speedups at Chrysler, while 
company Officials claim they 
merely are trying to match stand- 
ards of competitors. 

The union’s executive committee 
set a strike deadline for last 


LABOR 
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Thursday after Walter Reuther, 
UAW president, said Chrysler bar- 
gainers didn’t have a “great enough 
sense of urgency.” 


Economic phases of the Chrys-| © 


ler contract appeared to be all 
settled by press time Thursday. The 
company and union reported agree- 
ment on a plan to keep solvent the 
depleted fund for supplemental un- 
employment benefits. 
* * * 

N THE local level, all but six 

of 88 Chrysler bargaining units 
had settled their differences by last 
Thursday night. 

The biggest settlement from 
the standpoint of keeping produc- 
tion moving was at Twinsburg, 
O., where side panels, roof panels 
and other stampings are produc- 
ed for all Chrysler lines. A walk- 
out at the Twinsburg plant could 
close down all Chrysler operations 
within three days, a spokesman 
said. 

Emil Mazey, UAW secretary- 
treasurer, said the local’s bargain- 
ing committee at Twinsburg had 
rejected the agreement, but the 
international UAW said the agree- 
ment was satisfactory to the inter- 
national union and the remaining 
issues do not warrant strike author- 
ization. Mazey said he personally 
recommended the ratification of the 
agreement to the membership of 
the Twinsburg local. 

Bargaining units that had not 
reached agreement by Thursday 
were Dodge truck in Detroit; Dodge 

(Continued on Page 58, Col. 1) 
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New Package from DKW for 1962— 


A fresh oil-injection system, a larger engine, new interiors and a lower price tag 
of $1,595 feature the DKW Junior DeLuxe for 1962. Bucket seats, heater and defroster, 
windshield washers and two-tone paint are offered as standard equipment. 

os * * 


More Powerful DK W Models 
Bow with Lower Prices 


SOUTH BEND.—New models of 
DKW and Auto Union cars bowing 
in the United States last week have 
swept away the two-stroke handi- 
cap which so long required that oil 
be mixed with gasoline. 

Although the ’62s are still of 
two-cycle design, they use an au- 
tomatic fresh oil injection sys- 
tem which permits gasoline and 
oil to be carried in separate 
tanks. 


The development is expected to 
minimize one of the sales hurdles 
that has long faced cars with two- 
stroke engines. 


Mercedes-Benz Sales, Inc., which 
distributes DKW and Auto Union 
in the U. S., said the 1962 DKW 
offers a larger engine and that both 
cars feature restyled interiors and 
lower prices. 

East Coast port-of-entry price on 
the DKW Junior Deluxe two-door 
sedan now is $1,595, a reduction of 
$70. The Auto Union-1000 S two- 
door deluxe coupe is priced at $1,995 
instead of $2,300.99, and the Auto 
Union-1000 station wagon has a 
new ticket of $2,095, down from 
$2,321.07. 

The new DKW engine, increased 
to 800-c.c. displacement, is rated at 
39 horsepower at 4,000 revolutions 
per minute. Torque has been in- 





creased from 47 to 52 pounds-feet 
at 2,500 RPM. 

Pistons are of a new alloy re- 
quiring less lubrication and main 
bearings are permanently sealed 
in a special lifetime lubricant. 
The oil injection system permits 

lubrication of the engine with 
metered amounts of fresh oil at all 
(Continued on Page 60, Col, 4) 


Due Dec. 11... 


Annual Show Issue 


sixth 
Issue 


Automotive News’ 
annual Auto Show 


will be published Dec. 11. 
Features will 


include 
color photos of °62 domes- 
tic models, prices, specifi- 
cations, photos and data on 
new trucks, engineering 
and styling developments, 
auto-advertising plans, top 
selling features of each 
make, and the role of sup- 
pliers in production of the 
new models. 










New from GM for Canada— 








This is the 1962 Acadian Beaumont four-door sedan, one of 10 models being offered 
in General Motors’ exclusively Canadian car to be handled by Buick-Pontiac dealers. 
The Acadian comes in two series and is available in four-door sedan, two-door sedan, 
station wagon, sport coupe and convertible models. Competitive with the Chevy Il, the 
Acadian will be priced about $30 over the Chevrolet compact, which in Canada begins 
at $2,358 (F.O.B., including Federal sales tax). 


Canedion-Built Acudien 
Put in Chevy Il Bracket 


OSHAWA, Ont.—A totally new, 
exclusively Canadian automobile, 
the Acadian, was unveiled here last 
week by General Motors of Canada. 
It will be built at the GM plant 
here. 

The car, which comes in two 
series, will be sold by Pontiac- 
Buick duals in direct competition 
with Chevrolet-Oldsmobile duals 
that handle the Chevy II and Cor- 
vair. 

Powered by either a 90-horsepow- 
er, four-cylinder engine or 120- 
horsepower, six-cylinder power- 
plant, the car is available in four- 
door sedan, two-door sedan, station 
wagon, sport coupe and convertible 
models. The two series are desig- 
nated as Invader and Beaumont. 

The Acadian is built on a 110-inch 
wheelbase and its overall length is 
183 inches. It is 55 inches high and 
has a turning radius of 38.4 feet. 
Two transmissions are available: 
Standard three-speed synchromesh 
or optional Powerglide. 
Engineering features includea 
unitized, one-piece body and a new 


Citroen to Offer 
90-Day Billing, 
New Small Car 


NEW YORK.—Citroen is going 
allout to bolster its place in the 
United States market, Charles 
Buchet, general manager of Citroen 
in the U. S., told his dealers at 
their 1962-model meeting. 

Buchet listed a new floor-plan 
setup, increased factory assistance 
at the local level, a dealer recruit- 
ing drive and introduction next 
spring of Citroen’s new economy 
car, the AMI 6. 

The new finance plan is expected 
to ease the dealer’s floor-plan bur- 
den, Buchet said. The dealer will 
issue a check for 10 percent of the 
basic dealer price, plus one-half of 
one percent a month for the carry- 
ing charges. The original note is 
for 90 days but is subject to exten- 
sion at the dealer’s option. 

Buchet said the new floor-plan 
system would be operating within a 
month. 

In urging dealers to promote and 
sell hard and give owners “top- 
notch service attention,” Buchet 
said, “We hope to devote more time 
to help the dealer in sales and 
service.” 

Buchet said that Citroen hopes 
to add about 100 dealers during 
1962 to bring the total to 250. 

“This is good for every dealer in 
this room,” he said, “because it 
means that more and more people 
will become familiar with our prod- 
ucts, making your sales job easier 
all the time.” 

The new economy car, which he 
said would enter the U. S. “around 
March,” will develop sales of the 
larger sedans, Buchet told the 
dealers. 





Tonkins Deal Burns 


PORTLAND, Ore.—The dealer- 
ship and its contents at Ron Ton- 
kins Chevrolet was destroyed by 
fire of undetermined origin. The 
$100,000 loss was insured. 





suspension system — independent 
coil suspension in front and new 
Mono-Plate single-leaf springs in 
the rear. 

Options include power steering, 
power brakes and a power-operated 
rear window in both the Beaumont 
and Invader station wagons. 

Although a price was not an- 
nounced, factory officials said the 
car would be priced about $30 over 
the Chevy II, which in Canada 
starts at $2,358 (F.0.B., including 
Federal sales tax). 


Chevrolet Adds 
2» Heavy Diesels 
To Truck Line 


DETROIT.—Expansion of Chev- 
rolet’s truck line to include five 
heavy-duty models powered by a 
195-horsepower, six-cylinder two- 
cycle GM diesel engine has been 
announced by J. E. Conlan, assist- 
ant general sales manager for 
trucks. 

Production of the heavy-duty die- 
sels will begin later this month. 

Addition of the new models 
brings to 20 the number of diesels 
offered by Chevrolet in the 15,000- 
to-25,000-pound gross vehicle weight 
range. Earlier this year, the com- 
pany introduced 15 medium-duty 
models powered by a four-cylinder, 
130-horsepower two-cycle 4-53 GM 
diesel. 

The six-cylinder diesel will be 
offered in three low-cab-forward 
and two tilt-cab models, with GVW 
ranging from 18,500 to 25,000 
pounds. Maximum gross combina- 
tion weight is 51,000 pounds for all 
five models. Wheelbases in the low- 
cab-forward series are 121, 133, and 
145 inches and cab-axle dimensions 
are 60, 72, and 84 inches. Tilt-cabs 
are available on 97- and 109-inch 
wheelbases with cab-axle measure- 
ments of 71 and 83 inches. 

The Chevrolet heavy-duty diesels 
have a five-speed Spicer close-ratio 
transmission and 18,500-pound 
Eaton two-speed rear axle. 

Full air brakes are standard as 
are a 205-ampere-hour battery and 
52-ampere alternating current gen- 
erator. Available as optional equip- 
ment on 133- and -145-inch wheel- 
base low-cab-forward models are 
I-beam front suspensions of 9,000- 
and 11,000-pound capacity. 


Late Report... 





————__ 


ttendance Sct 


A 
AWDA Record 


Jobber Data Center 
To Be Established 
By John K. Teahen Jr, 


Associate Editor 

KANSAS CITY.—An enthusjac; 
aftermarket group smashed 
tendance records at its 14th annual 
convention here last week. 

The Automotive Warchouse Dis- 
tributors Assn. drew more than 600 
persons to its meeting, a Notable 
achievement in view of the fact 
that AWDA has only 250 members 

Many member firms sent two 
or more delegates to the Parley 
AWDA membership is about 
equally divided between distriby. 
tors and manufacturers, and eon. 
vention officials claimed that this 
year’s session attracted more top 
management men from each 
camp. 

Distributor members of AWDA 
sell only to jobbers. Their annual 
volume is between $175 million and 
$200 million, according to Robert 
S. Weber, AWDA president. 

At last week’s convention, the 
association disclosed plans for a 
Jobber Information Center to help 
automotive wholesalers solve their 
management problems. 

Jack F. Whitaker, president of 
Whitaker Cable Corp., Kansas City, 
explained that the association 
would set up a JIC council, which 
will accept assignments in many 
areas of wholesaler management, 

Whitaker said the JIC wil] try 
to give a wholesaler a detailed 
answer to his question within 30 
days. “We must do it right,” he 
said. “The worst thing we could 
do would be to give a wholesaler 
a@ poor answer.” 

Another program that AWDA is 
working on is a revolving credit 
plan by which jobbers could finance 
their purchases from association 
members. 

A highlight of the convention was 
the presentation of AWDA’s “Man 
of the Year” award to Joseph E. 
Bickel, merchandising vice-presi- 
dent for Monroe Auto Equipment 
Co., Monroe, Mich. 

The Ernest A. Tapp award for 
outstanding service to the associa- 
tion went to Whitaker, who also 
received a service award as a re- 
tiring director, Other outgoing di- 
rectors honored were Roy Bunting, 
Motor City Automotive, Detroit; 
James R. McLean jr., Automotive 
Parts Warehouse, Inc., Norfolk, 
Va.; W. E. Lahr jr., W. E. Lahr 
Co., Minneapolis, and John J. Vida, 
Manley-Vida Distributing Co., Phil- 
adelphia. 

All officers of the association 
were reelected. In addition to 
President Weber, of P. E. Weber, 
Inc., Milwaukee, they are Ber- 
nard Bock, Bobro Products, New 
York, first vice-president; Paul 
R. Livoni, Crum & Lynn, Inc, 
Los Angeles, second vice-presi- 
dent; Harry Rothman, Seaport 
Automotive Warehouse, Oakland, 
Calif., secretary, and A. P. Wal- 
ter, A. P. Walter Co., Chicago, 
treasurer. 

Martin Fromm, Kansas City, was 
renamed executive secretary. 
Newly elected AWDA directors 
are: John F. Creamer jr., Wheels 
Inc., Clifton, N. J.; Frank S. Parker 
jr. Gray Equipment Co, New 
York; Fred D. Beecher, Motor 
Masters Warehouse, Inc., Philadel- 
phia; Edgar Rogers jr., United 
Warehouse, Inc., Jacksonville, Fla. 
and Walter E. Nash, Monroe Auto 
Equipment Co., Monroe, Mich. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $26 last week to $962, according to Automotive News 
index. 

A year earlier, the average was $1,067. A year ago, however the 


index included current models for the first time. This year, current 
models will be included for the first time in December figures. 

Losses on last week’s index amounted to $26 for ’54s, $31 for 
59s, $56 for ’60s, $68 for ’58s and $84 for ’61s. Increases amounted 
to $22 on 56s, $17 on ’55s and $13 on ’57s. New lows were estab- 
lished for ’60s and ’58s. In the case of ’58s, the new figure replaced 
an earlier low that had stood since last Jan. 9. 

At a group of representative auctions last week, the sales ratio 
was 69.9 percent. It had been 69.4 percent a week earlier. 


Auction reports begin on Page 49. 
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; 63 PERCENT 

OF DELAWARE VALLEY’S 
HRPRFPHCTIVE BUYING INCOME 
IS CONCENTRATED 

IN THE SUBURBS 


The Philadelphic AMnguirer delivers your advertising to 27% more 
suburban adult readers than does any other Philadelphia newspaper. 
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Sources: Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 70,000 interviews, 1957-60. (Summary of 1960 study available on request.) 
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Seeks Vindication in Chrysler Row .. . 


Newberg Defends Supplier Ties 


By Maynard M. Gordon 
News Editor 
ONVINCED he helped rather 
than hurt Chrysler, former 
President William C. Newberg 
served notice last week that the 
company will 
have to live with 
the “Newberg af- 
fair” for some 
time to come. 
The new Chrys- 
ler management, 
headed by Chair- 
man George H. 
Love and Presi- 
dent Lynn A. 
Townsend, has 
put into motion 
an “image re- W. C. Newberg 
building” program to erase the 
taint of the Newberg ouster last 
year. But Newberg broke what he 
called a “determined silence” last 
week to defend himself and throw 
back some barbs at his old em- 
ployers. 
Addressing the Industrial Re- 





lations Assn. of Wisconsin, New- 
berg said he hoped to show in 
two Michigan lawsuits and a full- 
length book “that there was no 
conflict of interest in the Colbert- 
Newberg incident.” 


L. L. Colbert, whom Newberg has 
sued for $5% million as a result 
of the latter’s discharge in 1960, 
resigned as Chrysler chairman and 
president in July. 

“How can there be a conflict of 
interest in a relationship that 
greatly benefits an employer or cor- 
poration?” asked Newberg. 

* * * 

EWBERG’S suit against Col- 

bert for “mal-discharge” dam- 
ages has been halted by a judge 
assigned to Chrysler’s suit to re- 
cover sideline profits which accrued 
to Newberg from interests he held 
in a company supplier. Newberg 
has asked the Michigan Supreme 
Court to dissolve the restraining 
order on the Colbert suit. 

Newberg declared that the auto 
industry has traditionally allowed 


executives to possess outside inter- 
ests in supplier firms. He defended 
this practice on the ground that “if 
it is good for the company, if it 
achieves a gain for the company 
that could not be gotten elsewhere, 
then the transaction is desirable.” 
“In such a case,” he added, “I 
would go even further and state 
that it is the official’s obligation 
to his company to encourage such 
relationships.” . 
Newberg opposed outside invest- 
ments by executives, however, 
which either were concealed or 
were harmful to the company. 
“From the earliest day to the 
present, going back nearly to the 
turn of the century, executives fre- 
quently were even encouraged to 
invest in supplier firms as a form 
of compensation,” Newberg said, 
“though I have no reason to be- 
lieve it was encouraged in those 
circumstances that might work to 
the detriment of the company. 
“Nor would any ethical executive 
view it in that light, or act upon 











Monthly Registrations 


Revised for Imports 

DETROIT.—Reports of new 
imported-car registrations for 
Connecticut have been resumed 
after an interruption dating back 
to April. 

Monthly United States totals 
have been revised by R. L. Polk 
& Co. to the following: April, 
33,195; May, 34,932; June, 36,985; 
July, 33,803, and August, 35,070. 





it toward that end. However, this 
logic cannot be extended to in- 
stances of payola—where, certain- 
ly, a grave question of propriety 
exists.” 
* * * 
EWBERG has maintained that 
Chrysler knew of his interests 
in firms which had supplied the 
corporation with hardware and 
armrests. The company replied that 
it uncovered his interests between 
the time he was promoted to its 
presidency in April, 1960, and the 
time he was asked to resign two 
months later. 
In the second public talk he has 
given since his dismissal, Newberg 





NOW AVAILABLE...A CAST STEEL SPOKE WHEEL FOR THE NEW BIG SINGLE 
TIRE... AND THE ONLY WHEEL THAT FEATURES A DEMOUNTABLE RIM 





This new Gunite wheel represents an outstanding achievement in transportation engineering. The demountable 
rim feature will allow faster and easier maintenance! Reduced service costs! Shorter down time for your trucks 
and trailers. One more reason why manufacturers, fleet owners and distributors should GO With GUNITE! 





e DEMOUNTABLE RIM 
e@ LIGHTER WEIGHT 
e LOWER COST 


CHECK THESE FEATURES! 


e COOLER RUNNING BRAKE DRUMS 
e POSITIVE ALIGNMENT 
e EASIER MAINTENANCE 


GUNITE FOUNDRIES DIVISION, KELSEY-HAYES COMPANY, ROCKFORD, ILLINOIS 


KELSEY 
HAYES 


GOMPANY 


GO WITH GUNITE... 
THE GROWING NAME 
IN CAST STEEL SPOKE WHEELS 


warned Chrysler that “a orpor, 
tion cannot mistreat the Public for 
long, and still survive.” . 

“Once stung, the public has a 
long memory,” he declared, “For 
the long run, sound ethics is not 
nd = public relations but 

so conducive to proper 
rate goals.” ae a 

Newberg said that a “holier-than- 
thou attitude,” which he indirect} 
implied to Chrysler management, 
“has been one of the more regret. 
table revelations that came out of 
“ recent public stir.” 

UTOMOTIVE News Correspo 
Benn Ollman reported an ie 
question-and-answer period was 
conducted between the industrial 
relations men and Newberg, nor 
did the speaker depart from his 
text. * * 


oo full-length book planned by 

Newberg will be called “My 60 
Days as President of Chrysler.” jt 
will be written by Kansas City 
Author-Lawyer Phil Koury on the 
basis of memoirs by Newberg and 
his wife, Dorothy, who have main. 
tained their residence in Bloomfield 
Hills, Mich. Newberg has been 
hired as a consultant by a machine 
firm in Rochester, Mich. 

A study of Chrysler’s latest finan- 
cial report, meanwhile, showed that 
an average of $10 million a quarter 
has been reduced in a year’s time 
from selling and administrative 
costs by Townsend. Expenses of 
running the business in the first 
nine months of this year were 
$152.6 million, compared with $183.7 
million for the same period of 1960 
and $180.6 million for the same 
period of 1959. 

Selling and administrative costs 
fell from $56.2 million in the first 

1961 quarter to $50.7 million in 
the second and $45.7 million in 
the third. The last. figure is iden- 
tical to the fourth quarter of last 
year, when expenses were sharp- 
ly reduced from a _ three-month 
overhead rate that averaged in 
excess of $60 million. 

In Wilmington, Del., attorneys 
said Sol A. Dann will be required 
to “start from scratch” in his 
sweeping fraud complaint asking 
Chancery Court to put Chrysler 
into receivership. Chancellor Col- 
lins J. Seitz dismissed the Detroit 
attorney’s complaint, but gave him 
30 days to file an amended com- 
plaint. Dann said he would comply. 

“The complaint lacks reasonable 
definiteness,” Seitz ruled, “and, al- 
though it purports to be based on 
fraud, it fails to allege the facts 
and _ circumstances _ constituting 
fraud with particularity.” 

* ok * 


—— is 


EITZ denied dismissal motions 

on grounds other than “definite- 
ness” from the various defendants 
in the Dann suit, which include 15 
of the 17 Chrysler directors, New- 
berg, Colbert, former President 
K. T. Keller and former Vice-Presi- 
dents C. L. Jacobson, E. C. Row, 
R. P. Laughna and Robert T. 
Keller. 

An announced leader of a proxy 
fight against Chrysler, Oregon Con- 
tractor Jim Bacaloff, complained 
of being denied access to Townsend 
and Love on a recent visit to De- 
troit and New York. Bacaloff called 
for assignment of the board seat 
vacated by Colbert to a “repre- 
sentative of all stockholders.” 


Minn. Jury Gives 
Former Rambler 
Dealership $6,000 


ST. PETER, Minn.—Convicted of 
a mid-term franchise cancellation 
“without just cause,” American Mo- 
tors was ordered by a State Dis 
trict Court jury to pay Bregel Ram- 
bler and Petroleum Co. $6,000 1 
damages. ; 

Bregel, of North Mankato, Minn. 
sued AMC under the Minnesota 
factory-dealer licensing law, which 
outlaws unjustified cancellations 
non-renewals. A jury returned the 
verdict after a three-day trial. 

Attorneys for Bregel said the 
dealership was renewed for an ai 
nual term last Dec. 15, but tf 
ceived notice of cancellation éf- 
fective July 15. 

An American Motors spokesmal 
said no decision had been made 0 
appealing the verdict. The factorys 
defense against Bregel’s charge 
was a sales decline at the dealer 
ship, which sued originally fo 
$120,000. ee 

Bregel has been a dealer since 
1949, starting with Hudson. 
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Blue Coral dissolves grime and traffic film in minutes... 
AY ft ( a ae burnishes the finish to a hard mirror - like surface .. . 
preserves that "Show - Room" finish against all weather 


Automobile engineers have no control of the weather... conditions. All colors look lovelier, take on added depth — 


but all car owners can enjoy All-Weather Protection with last longer. 


a periodic Blue Coral treatment. ; 
Thus automobile dealers all over America recommend with 


Blue Coral confidence a Blue Coral Treatment as the ultimate for 


Unlike the ordinary temporary wax or polish... 
All-Weather Protection. It's time tested — for nearly half 


is carefully formulated to protect the original factory 
engineered finish for months to come. Blue Coral and only a century — a product of merit. 
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Stilla Future in Auto Maintenance 


DVERTISING which seeks to 

promote the idea that some 
modern cars are maintenance free 
have caused considerable stir in the 
industry, ranging from the dealers 
who have to backstop such adver- 
tising to the makers of service 
equipment who see a loss in busi- 
ness. 

A survey of the factory rec- 
ommendations on lubrication and 
oil-drain intervals, as well as 
consideration of the 75 million 
used cars on the road, make it 
clear that the lubrication and oil 
drain business will be around for 
many years to come. 

Many dealers have expressed con- 
cern over what they call the fac- 
tory “service-free” advertising. As 
one dealer put it: 

“This just isn’t so, and it gives 
the buyer a misleading idea.” 

In the case of of changes, some 
service specialists contend there is 
needless alarm over the longer in- 
tervals. In many cases, they say, 
the factories are merely following 
a pattern which car owners set 
some time ago. 

When changes at 1,000 miles were 
advised, the makers found that in 
many instances their suggestions 
were ignored by owners who pro- 
ceeded to drive 2,000 or more miles 
before drains. 

So, the experts feel, when the 
factories extend the recommended 
interval, they are only getting into 
step with the people who drive their 
products. 

* z * 
E service observer said lubri- 
cation departments in dealer- 
ships actually are growing, but that 





they are fast becoming the nucleus 
of quick-service operations. 

Such areas can handle a lot of 
little jobs that do not require a 
highly skilled mechanic, like 
wheel and tire work, mufflers 
and tailpipes, electrical needs, 
shock absorbers, batteries and 
cooling systems. 

“Among service people,” the ob- 
server said, “the trend is to think 
in terms of seasonal maintenance, 
like four times a year rather than 
after a stated number of miles. 

“Consequently, the motorist in the 
future may be advised to have his 
car checked at the beginning of 
every season—spring, summer, fall 
and winter—instead of after 2,000 
or 4,000 miles,” he added. 

While there always will be a 
need for lubrication, the observer 
continued, the dealer who doesn’t 
convert this area to quick service 
may be missing a good bet. 

* * * 

La yond areas can provide the shop 

with additional opportunities to 
sell parts, such as tires, wheel 
weights and bearings, exhaust 
equipment, gaskets, lamps, bulbs, 
fuses, wire, wiper blades, batteries, 
hose, antifreeze, oil filters, air 
cleaners and brake parts. 

Once a dealer establishes a quick- 
service department, he must pro- 
mote it extensively, the observer 
said. 

“His volume will depend on 
promotion,” he added, “and he 
might use such devices as serv- 
ice signs in the shop and show- 
room, posters on special jobs, 
through quick-service repair- 
order forms, reminder notices to 





How They're Pushing Sales... 





Dealer Ad Ideas 


Sports-Car Buyers Tutored 
HEN Ted Block of Covina 
Sports Cars, Covina, Calif., of- 

fered complimentary lessons on 

sports-car handling, he never re- 
alized the impact of his offer. 

Block and Carroll Shelby offered 
a driving lesson at Shelby’s school 
of high-performance driving on the 
Riverside Raceway with every new 
or used sports car purchased at 
Covina Sports Cars. 

Since the offer was announced a 
month ago, Block said, 50 fans 
have taken advantage of it. About 
50 percent have continued with 
lessons to become more proficient 
in handling the cars, he added. 

* * * 


Dealers Cooperate 

IGHT dealers in Kokomo, Ind., 

members of the Kokomo New 
Car Dealer Assn., cooperated in the 
presentation of a two-color, full- 
page ad linking the 1962 car display 
in Family Weekly with the local 
dealers. 

Participating were Button Mo- 
tors, Inc. (Dodge); Kokomotors, 
Inc, (Volkswagen); Washington 
Motors (Chrysler-Plymouth); Con- 
kle Motor Co. (Pontiac); Mason 
Motors, Inc. (Ford); Wiese Oldsmo- 
bile; H. E. McGonigal, Inc, (Buick- 
Cadillac), and Zintsmaster Chevro- 
let, Inc. a te oe 


Deceptive Dealer Assailed 


= deceptive car dealer, the 
“system seller” and “the mouse 
house,” were condemned by A. B. 
Smith, partner in A. B. Smith Chev- 
rolet, Portland, Ore., and two of his 
executives in an ad in a Portland 
newspaper. 

The ad carried comments and 
photos of Smith, Doug Moore, gen- 
eral manager and partner, and De- 
wain Houseman, sales Manager. 

“It’s a gamble anytime you trust 
a wheel of fortune or the promise 
of money miracles,” Smith warned 
those who buy from “mouse-trap 
dealers who use system-selling 
tricks.” 

“Mouse-trap merchants try to 
take sales from legitimate car deal- 
ers . . . and hide their fantastic 
profits in the fine print on your 
purchase contract,” Moore said. 

In a further warning, the ad 
said: 

“Before considering any new 1962 


























car buy, contact A. B. Smith for 
information on system sellers. 
Then, if you have any bad dealing 
with system dealers, relate the spe- 
cifics to us or contact the Better 
Business Bureau.” 

* * * 


New Shop Promoted 


LBANY DODGE, INC., Albany, 

promoted service business with 
a large newspaper ad announcing 
improved service facilities in the 
firm’s new location. 

Theme of the ad, featuring photos 
of the new building and dealership 
personnel, was: “Now We Can 
Serve Your Car Needs Even Bet- 
ter—More Quickly, Precisely, Eco- 
nomically.” 

The firm used this message: 
“We're convinced the way to a 
customer’s heart is through good 
service—whether it’s helping you to 
decide on a new Dodge or servicing 
your present car. With this in mind, 
we've just completed moving to our 
more modern and efficient facili- 
ties.” 

of * * 


A Watch a Week 


NOWELUs QUALITY MOTORS 
(Dodge), Arlington, Tex., is of- 
fering a ladies’ wrist watch each 
week to a lucky registrant. The 
promotion is limited to adults. 


Two Blocks of Used Cars— 


Municipal Auto Sales, Miami used-car dealership, occupies two full blocks on both 
sides of 36th St. in the heart of the city's Auto Row. The firm employs 18 men to keep 
the cars polished and the batteries charged. ‘‘We spend more money than that on 
mechanical condition, but appearance makes the first impression,” according to 


General Manager William Hauser. 











customers and his regular service- 
promotion literature.” 


He recommended a minimum in- 
vestment of $3,000 for equipment to 
handle quick service, and a maxi- 


mum of $4,500. 
A complete department, he said, 


would be equipped with wheel- 
alignment and wheel-balancing de- 
vices, lifts and jacks, devices to test 
headlights and brakes and a good 


stock of hand tools. 


“A dealer who has such an in- 


vestment in quick service can make 
up to 300 percent on the investment 
in the first year alone,” he said. 

* oe * 


THERS who have studied the 


problem consider the longer-in- 


terval suggestions a means to pro- 


mote sales, by pointing out to the 


prospect that the extended period 
will save him money on oil changes. 
Proponents of more frequent 
drains feel they have a good talk- 
ing point, however. They argue 
that the owner stands to lose 
more than he will gain if the car 
isn’t placed on a hoist regularly 
and checked by a service special- 
- for defects or potential trou- 
le. 

Even the oil companies will admit 
that few drivers change oil after 
1,000 or 2,000 miles, an observer 
said. 

Checking the ’62 models, the rec- 
ommended intervals range from 
2,500 to 6,000 miles. A rundown fol- 
lows: 

Studebaker Hawk and Lark, 2,500 
to 3,000 miles; Oldsmobile, F-85, 
Pontiac, Tempest and Cadillac, 
every 60 days or 4,000 miles. If tem- 


peratures fall below 32 degrees, a " 


change every 30 days or 4,000 miles 
is advised for Oldsmobile and F-85. 
* * * 


pe DART, Lancer, Chrysler, 
Imperial, Plymouth, Valiant, 
standard Buick, Special, standard 
Chevrolet, Chevy II, Corvair, Cor- 
vette, Rambler Classic, Ambassador 
and American, all 4,000 miles. 

Ford, Falcon, Thunderbird, 
Fairlane, Meteor, Lincoln Con- 
tinental, Mercury and Comet, all 
6,000 miles. 

Much the same case can be made 
for lube jobs. Owners again set the 
pattern of longer intervals than 
were advised by the factories. 

However, several makes for 1962 
are sticking to the 1,000-mile rec- 
ommendation. Those for which this 
interval is advised are: 

Standard Chevrolet, Chevy II, 
Corvair, Corvette, standard Buick, 
Special, Hawk and Lark, Falcon 


and Comet. 
* * * 


GrR== recommendations are: 


Rambler American, 2,000; 
Thunderbird, 6,000; Ford, Fair- 
lane, Meteor, Mercury, 30,000; 
Lincoln Continental, 30,000 for 
front suspension and steering and 
6,000 at other points. 

Dart, Lancer, Chrysler, Imperial, 


Plymouth, Valiant, 32,000; Rambler 
Classic and American, 33,000 or 


three years; Pontiac, 35,000. 


Oldsmobile and Cadillac require 
no periodic lubrication under nor- 


mal operating conditions, the fac- 
tories said. 

Some experts who oppose the ex- 
tended lube intervals claim the in- 


dustry still is having trouble get- 
ting a seal that will stand up 
through good weather and bad and 


keep dirt out of vital parts. 
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New Home of Fred Schneider Pontiac— 





Fred Schneider Pontiac moved from downtown El Paso, Tex., to this new location 
five miles away. The operators said they became unhappy with the downtown locatio 
after changing traffic patterns made it difficult for customers to come to the showiliig 


and service department. 
oe 





By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—Fred Schneider 
Pontiac, following the popular 
trend, has moved from downtown 
El Paso to a new location across 
the street from 
what will be a 
shopping center, 
five miles from 
the heart of the 
city. 

Schneider’s 
moving left Texas 
St., once known 
as Automobile 
Row, pretty deso- 
late. 

Fred Schneider, 

Fred Schneider who came to El 
Paso from Omaha about four years 
ago after acquiring Porter Pontiac, 
said he has been unhappy on Texas 
St. for some time, The change in 
the city’s traffic pattern had hurt 
business, he said, and furthermore, 
the entrance to the undersized serv- 
ice department had to be reached 
via a side street. 

Schneider and his father, Fred 
D. Schneider, purchased the out- 
lying building and property vacated 
by Kemp Ford, which built anew 
two blocks away. 

“We have 25,000 square feet of 
floor space,” said Fred, “plus 4% 
acres of blacktopped parking 
area surrounding the building. 
We also have a separate build- 
ing for our paint and body shop.” 

The building, about four years 
old, was built to house an automo- 
tive dealership, the younger 
Schneider said, and is about twice 
the size they would have built for 
themselves. 

“It was cheaper to buy than to 
build,” he said. 

Fred D. Schneider, who has been 
in the automotive business a long 
time, has been involved in moving 
before. 

Consequently, five weeks before 
moving from Texas St. to Montana 
St., he said, he had his salesmen 
phone registered Pontiac owners 
in the area to discuss the moving 
with them. This gave a personal- 
ized, interested touch to the an- 
nouncement, he said. 

“The Pontiac owners made it 
known that the new location 
would be a great convenience to 
them,” he continued. “Just as 
many made known the reason 
they had not been patronizing our 
service department. It was too 
difficult to get to, too out of the 
way.” 

On the day they opened in their 
new location, the Schneiders said 
they wrote half again as many job 
tickets as any Monday in their old 
location. 

“We are not anticipating dou- 
bling our sales or service volume,” 
said Fred. “While we have better 
and more facilities on a main high- 


Stodghill Ml 


ATLANTA. B. V. Stodghill, 
chairman of John Smith Co. (Chev- 
rolet), was reported improving last 
week after a serious illness in the 
hospital. Stodghill has been with 
John Smith Co. for more than 55 
years, 

























After Move from Downtown El Paso. . . 
Schneiders Happy Again 















way close to all major chain motels 
and eating places, we are bound to 
pick up extra transient business 
that never did find us in our Texas 


St. location. 


“However,” he concluded, “our 
service absorption has been aver- 
aging 60 percent. Our rent factor 
remains about the same as our for- 
mer rent. We are selling 40 new 
cars a month. With a 10 percent in- 
crease straight across the board 
we will be happy. We are happy re- 
gardless, for we are more conveni- 
ent for our Pontiac owners to keep 


in touch with us.” 





Customer Letters 
Sifted by Ford 
For Product Clues 


DEARBORN.—When a customer 
writes Ford Motor Co., he can be 
assured that his letter will be read. 
Ford officials go through the let- 
ters, looking for comments that 
might be useful in planning future 
cars. 

Each month, an item-by-item an- 
alysis of correspondence is prepar- 
ed by the Central Product Planning 
Office and reviewed by top execu- 
tives. 

The most comment is drawn by 
styling and the size of cars with 
economy of ownership and opera- 
tion a fairly close second. 

For example, in the most recent 
month for which tabulations were 
made, comments about vehicle size, 
seating comfort and appearance ac- 
counted for 40 percent of the cor- 
respondence. Comments on price, 
quality, durability, reliability, econ- 
omy and repair costs constituted 
slightly more than 18 percent. 

The remainder were an assort- 
ment, including suggestions for re- 
viving models of years gone by, 
specific comments on compact cars 
and references to engines and 
horsepower. 

No detail is too small for com- 
ment. One correspondent wrote re- 
cently, “The ash tray for the driver 
should be moved to the right.” 

Another said, “The Model ‘A 
should be resurrected.” Among the 
more complimentary: “The Lin- 
coln-Continental is just about 
everything you claim it is, and it 
is a joy to drive.” , 

“These _ voluntary, unsolicited 
opinions offer us an interesting im- 
pression of what many people think 
about automobiles,” says William 
Clay Ford, vice-president for prod- 
uct planning and styling. ‘They are 
no substitute for scientific market 
research, but we know these people 
are generally sincere in what they 
have to say.” ms: 

The number of such letters Is In 
creasing, possibly because there are 
more car owners and more pros 
pects coming into the market. In 
1960, less than 1,000 were received 
in various company locations and 
processed by the Central Product 
Planning Office. In the first nine 
months of 1961, more than 1,200 
such letters were received, reviewed 
and answered. 





Driver Controlled Inter-axle Differential. 
tion Allows differential action between the 
tion nae axles to compensate for worn or mis- 
on matched tires ... both axles do equal 


amounts of work. Can be dis-engaged 
at any speed giving positive thru-drive 
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S Stronger Gear Sets. Hypoid gearing pro- 

ver vides up to 30% more strength than 

be spiral bevel gears of the same size. 

ad. Modern hypoid design allows larger 

ad and stronger pinions with greater tooth 

me contact area ... assuring top efficiency 
and long life. 
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ENGINEERING REPORT... 


Buick Set a Record 
In Developing V-6 


By Joseph M. Callahan 


Engineering Editor 





HE new V-6 iron engine intro- 

duced for the Buick Special this 
fall has many claims to fame, not 
the least of which is that it was 
probably devel- 
oped faster than 
any engine in the 
industry’s history. 

Buick engi- 
neers report 
that this revo- 
lutionary en- 
gine was engi- 
neered, tested 
and “debugged” 
in just 11 
months. The 
program was 





J. M. Callahan 
launched just one month after 
the Buick Special was first intro- 
duced with its advanced alumi- 
num V-8. 


The question that immediately 
comes to mind is, “Why would 
Buick have a crash program for 


a new engine so soon after the in- 
troduction of an aluminum V-8 
that was described as the ‘power 
plant of the future?’” 

There have been few adverse re- 
ports on the performance of the 
aluminum V-8. It’s just probable 
that the Buick management quickly 
perceived that the V-8 (which was 
costing even more than originally 
anticipated because of machining 
and other problems) was too ex- 
pensive an engine to let the entire 
future of the Special ride on. 

* * * 
HEN Edward D. Rollert, Buick 
general manager, was asked 
his reasons for introducing the V-6 
this year, he replied, “I believe that 





the industry this year will sell 40 
percent six-cylinder engines. There 
are many potential customers of 
Buick, who have a loyalty over the 
years to six-cylinder engines. So, 
we have broadened our dealer op- 
portunity and broadened our own 
sales responsibilities by having the 
V-6 as a running mate to the V-8. 

“The reason, of course, for 
bringing out a V-6 is that we 
naturally want to be a front-run-' 
ner and a leader in six-cylinder 
engines, We have done a lot of 
development work on the V-6. It 
has, I think, without exception, 
superior characteristics in every. 
department to the in-line sixes.” 

Later, Rollert commented that 
the situation was comparable to a 
football team that has two good 
halfbacks. 

However, this analogy is weak- 
ened somewhat by the fact that, 
since Buick has dropped its 364- 
cubic-inch engine this year, it only 
has one halfback (the 401-cubic- 
inch engine) for the big Buick 
which had factory sales of 189,982 
in the ’61 model year. 

Yet, there are two “halfbacks” 
for the Special, whose ’61 factory 
sales amounted to 87,444. And Rol- 
lert’s projection for 1962 is that 





Buick's Iron V-6— 


The new iron V-6 engine that is offered 
as an option on the 1962 Buick Special. 
The aluminum V-8 is still available. 

8 oe 


the Special will still get no more 
than 40 percent of Buick’s sales. 
* * * 
EGARDLESS of the reasoning 
behind the V-6, the facts are 
that it is being offered as the reg- 
ular engine in the Special standarc 
series and that it makes possible 
a price tag $93 less than last year. 
Rollert also said that the addi- 
tion of the iron V-6 engine was 
no reflection on the aluminum 

























TON 


GEAR SPEEDS 





most efficient range. . 
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WITH ONLY A 
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TRANSMISSION ! 





AXLE DIVISION 
MANUFACTURING COMPANY 


He’s smiling now 
...all the way! 


The new Eaton 3-Speed Tandem Axles give a truck 
driver 15 evenly spaced gear ratios (with only a 5- 
speed transmission). He can select the right gear to 
keep his road speed up, his engine turning in the 
. under any road or load 


The driver shifts easily and quickly for time-saving road speeds 
—whether going up or down grade—on a turnpike—or in city 
traffic. A simple, finger tip movement of the red selector switch 
on the transmission shift lever for the right axle ratio (low, inter- 
mediate or high)—a slight movement of the throttle (to interrupt 
power for a moment) and the shift is complete. Each gear com- 
bination can be used in sequence—or not—at the driver’s option. 
No other tandem axle delivers so much performance—with so 
little driver effort. 






And that’s not all. The Eaton 3-Speed gets out of the engine 
all the built-in economy—while stretching out its life and the 
life of power transmitting parts. This adds up to more dollars 
coming in—less going out—more operating profit. Write direct 
for the new, illustrated brochure—and get all the facts. 





CLEVELAND 10, OHIO 
... Your partner.in progress through research... 





engine and that he was 


quite 
amused by early press re 
that the iron V-6 was lading 


the aluminum V-8 at Buick, 
He asserted, “I would 


> ui 
to say that we have had . a 
successful year with our a! iminum 
V-8 engine; not only from the 


standpoint of production put from 
the standpoint of acceptance with 
the customer. 

4 “Aluminum, as metal, per cubic 
inch is more expensive than iron 
per cubic inch. Aluminum poured 
as aluminum alloy is worth ap- 
proximately 26 cents a pound. I 
believe iron is worth 4.5 cents a 
pound. So, if you equate for a 
three to one difference in density, 
you still have aluminum more ex. 
pensive per cubic inch.” 

Rollert said that other opera- 
tions such as machining can be 
done equally well or equally eco- 
nomically on either iron or alumi- 
num, in his opinion. 

Cd * ~ 
EN asked which engine he 
expected to be most popular 
on the ’62 Special, Rollert said he 
felt they would be equally popular, 
At this point, an enterprising news- 
man asked if he’d bet on this, 

The rapid development of the 
iron V-6 was partly possible be- 
cause it is a direct descendant 
of the aluminum V-8, except that 
it has two less cylinders and uses 
a different metal in the block. 

This is to say that the general 

configuration of the two engines 
is quite similar and that they use 
many of the same parts, including 
valves, rockers, rocker stands, valve 
springs, timing chain and flywheel 
housing. 

Both have their cylinder banks 
at 90 degrees to each other, mak- 
ing possible a low hood line. Some 
observers thought there might be 
a relationship between Buick’s V-6 
and the GMC V-6, but this would 
be quite unlikely because the GMC 
V-6 is a 60-degree engine—and for 
other reasons, 

An interesting feature of Buick’s 
V-6 is that although it has 25 per- 
cent fewer cylinders, its displace- 
ment is only 8 percent less (198 
cubic inches vs. 215) and its horse- 
power is only 8 percent less (135 
vs. 155) than the V-8. 

* * * 
7S is possible, even though the 
compression ratio is the same 
8.8 to 1, because the lack of iron 
cylinder liners in the iron engine 
makes possible a larger bore and 
a longer stroke. The bore and 
stroke of the V-6 is 3.625 inches 
and 3.20 inches, compared with 3.50 

and 2.80 for the V-8. 

Impartial observers say the ac- 
celeration of Buick’s V-6 is just 
adequate at low speeds, but ex- 
tremely good at speeds between 
25 and 80 miles per hour. 

Admitting they were surprised 
at this performance, Buick engi- 
neers attribute this to the engine's 
firing sequence which alternates 
from bank to bank. These sym- 
metrical firing impulses reportedly 
cause a considerable ram effect in 
the log-type intake manifold. An 
improved scavenging effect is also 
obtained, they said, resulting in 
better performance and economy. 

Another advantage of the V-6 
over the in-line six is that its 90- 
degree layout makes possible 4 
lighter, more rigid and more com- 
pact engine. The lightness will save 
gas and _ steering effort. The rigid- 
ity makes for a smoother, quieter 
and longer-lived engine. 

Although the V-6 is 46 pounds 
heavier than the aluminum V-8, 
Buick engineers report that it 1s 
140 to 179 pounds lighter than cur- 
rent in-line sixes of comparable 
power. 


=, | 


Size Comparison— 

A comparison of the silhouettes of the 
Buick V-6 and a competitor's in-line si 
cylinder engine. The V-6 is .18 of an inch 
lower than the in-line six. 
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With its November, 1961 issue, Transportation Supply 
News, the truck and bus fleet product newspaper, founded 
in 1945, becomes “Fleet Management News.” 

This change in name is highly significant for its growing 
monthly reader audience, as well as to fleet advertisers 
and the advertising agencies. 


New Name More Appropriate 


The new name “Fleet Management News” is more de- 
scriptive of the editorial contents, the market served, and 
the readers; aS well as more definitive of the reader re- 
sponse. 

‘Fleet Management News” is edited for not only top 
executive fleet management, but in addition, operations 
management, maintenance management, and purchasing 
management in the truck and bus fleet field. 


Fleet Market Is Expanding 


Today there are over 70,000 truck and bus fleets in the 
ten units and above fleet market. 


With the December 1961 issue, the circulation of “Fleet 
Management News” will be stepped up from 62,000 to 
75,000, guaranteeing coverage of some 60,000 truck and 
bus fleets, which will be double and more the number of 
fleets reached by any contemporary publication. If you 
don’t reach them, you can’t sell them. 


During the past sixteen years, FMN’s predecessor, TSN, 
has been the leader in “functional’’ editorial content; the 
leader with its high visibility newspaper format; the leader 
in providing high quality ‘“Sales-Queries;” the leader in 
providing advertisers with more results and more reader 
response; the leader in ratio of conversion of inquiries to 
Sales; the leader in fleet advertising tied in with sales 


More Coverage, Penetration 


The editorial content of “Fleet Manage- 
ment News” is the common denominator 
of interest of fleet buyers. It is non-restric- 
tive. Only “Fleet Management News” pro- 
vides mass coverage and penetration of 
the growing fleet market. 


More Management Field Data 


The new IBM electronic data processing 
installation just completed will enable 
“Fleet Management News” to step out in 
the procurement of more fleet data to 
guide its editors and assist advertisers 
and agencies. 


After 16 Years... 
a NEW Name- 


Transportation Supply News, 


with the November 1961 issue, Is 


— Manag 





department activity; the leader in providing mass coverage 
and penetration of the growing fleet truck and bus market. 
“Fleet Management News,” as TSN’s successor, will con- 
tinue this leadership on an accelerated basis. 
The new IBM installation of the Stanley Publishing Com- 
pany has been completed and the conversion to electronic 
data processing for circulation, reader and market research, 


sales analysis in the handling of ‘“‘sales-queries,”’ and reader 
inquiries, is in full operation. 
“Fleet Management News” Services 


While the basic editorial need filled by “Fleet Manage- 
ment News” is the same as over the past 16 years, the new 
expansions of services and editorial programs of industry 
dedication are being launched as outlined in the boxes 
below. 

Future publishing plans for “Fleet Management News” 
call for an expansion of its basic and supplementary serv- 
ices to a greater segment of the growing truck and bus 
fleet market. 

Because the editorial content of “Fleet Management 
News” is the common denominator of interest of all types 
of fleets, regardless of size...and the management men 
within those fieets, regardless of titles, “Fleet Manage- 
ment News” is truly the selling medium in the truck and 
bus fleet fleld. 


“Fleet Management News” is the “fleet shopping center” 
that conserves the reader-buyers’ time. 


Plan now to run a dominant schedule in “Fleet Manage- 
ment News” in 1962...to most effectively tie-in your 
advertising effort with your company’s selling effort. 


Complete advertising details will be rushed to you by 
return mail. Write, wire or call us “collect.” 


“Fleet Management News” 


plement existing services. 


Fleet Management Services 


editorial 
columns fulfill the basic need of fleet 
management for efficiency and economy. 
Supplementary services, soon to be an- 
nounced, are now being instituted to com- 


Now...Nov. 1961... 


Fleet Management News 





ement News 


Reg. U.S. Patent Office Applied For 


Sales-Queries 


Trademark Reg. U.S. Pat. Off. Applied For 


“Fleet Management News" Sales-Queries are 
the inquiries which represent reader-action that 
make your _ in ‘Fleet Management 
News” pay off 


Fleet | ene News 


“Fleet Management News” is the leader in the field of 
tying advertising to sales. “Fleet Management News” 
reader reaction means sales results for advertisers. 





New “Grass Roots” Fleet Help 


The fleet market comprises many strong 
vertical markets. Doing a strong market- 
ing job in local areas adds up to national 
marketing and sales strength. “Fleet 
Management News” will embark on sup- 
plementary activity on a local ‘‘grass 
roots” basis. 





The Fleet Market is Big and Growing 


The fleet market is growing rapidly. There are 12,000,000 
units on the highways today... there will be over 20,000,000 
by the early 1970’s. Today there are over 70,000 fleets of 
10 units and more (sell them through “Fleet Management 
News”) .. . and over 200,000 fleets of 5 to 9 units (only 
“Fleet Product News” concentrates on this market). 


4 STANLEY 


“Fleet Management News” and FPN 
cover 120,000 Fleets 


Selling the fleet markets through “Fleet Man- 


Fleet Product News Serves 
5 to 9 Unit Market 


Now in its fourth year, FPN is the only 


agement News” and Fleet Product News indi- 
vidually gives advertisers the most for their 
investment in selling to 120,000 different fleets. 


PUBLISHING COMPANY 


431 South Dearborn St., Chicago 5, 


|. e Phone: 922-0636 


publication concentrating in the growing 
5 to 9 unit market. Currently, some 60,000 of 
the 200,000 fleets are covered. Circulation 
will be increased as rapidly as possible. 





“Fleet Management News” is affiliated with Fleet Product News, Jobber Product News & Jobber News, Jobber Product News Show Daily, 
Fleeet Management Directory & Buyer’s Guide, and JPN Directory and Buyer's Guide. 
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AUTOMOTIVE NEWS PLATFORM 
{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Art of Market Research 
May Aid Dealers 


UTO manufacturers are increasing their programs of 

market research in order to try to keep in step with the 
car-buying public—which seems to be in a stage of accel- 
erated transition. 

The marked success of the new compact cars, as well as 
the compact trucks, indicates that the needs of car and 
truck buyers had moved ahead of the domestic makers a 
few years ago. 

Not everyone is sold to the same degree on market re- 
search. In the realm of styling, for instance, a prominent 
designer noted that it is difficult to use market research in 
his field because the car buyer doesn’t know what he likes 
until he sees it in metal in a dealer’s showroom. 

A researcher replied that there may be some truth in that 
view, but he added that car buyers can tell a skilled re- 
searcher what they do not like, and thus save a maker from 
walking down some dark and dangerous alleys. 

The accelerated interest in market research brings up 
the question in this period of concern over the franchise 
system of whether market research could make a contribu- 
tion to auto retailing. 

NADA’s Task Force, which is doing a fine job, by the way, 
appears to be concentrating its efforts in the area of factory- 
dealer relations. 

Might it not also be of value to research the public on the 
present dealer distribution setup; on the needs of car and 
truck buyers and what can be done to get in step with the 
public? 

Ultimately, this is the area where dealers must be success- 
ful—with the vehicle-owning public. 















Events 


%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

Nov. 5-6—Texas Independent Auto Dealers 
Assn., Western Hills Hotel, Fort Worth. 

Nov. 14—Connecticut Automotive Trades 

—" Statler Hilton Hotel, Hartford. 
lov. 
Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 

Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


| 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan, 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27— Iowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-27—Ohio Automobile Dealers 


Assn., Greenbrier, White Sulphur 
Springs, W. Va. 
March 29-30 — Nebraska New Car Deal- 


ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

“— 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri ‘Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June 14-17—Michigan Automobile Dealers 


Assn., Grand Hotel, Mackinac Island, 
Mich. 

* * * 

Auto Shows 


me. Seow. 8—Turin Auto Show, Turin, 


taly. 

Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland, 

Nov. | 1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. I1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

%*% Nov. 1418—Pacific International Auto 
Show, Pacific National Exhibition Build- 
ings, Vancouver, B. C. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 
Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 
Jan. 9-14—National Capital Area, Wash- 
ington Armory, Washington, D. C. 
Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 
Jan. 20-27—Baltimore Auto Show, Balti- 
more. 

Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 


Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show, 


McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 22-29—éth Annual International Auto 
Show, New York. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


General 
Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 
Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 
geles. 
(Continued on Page 47, Col. 1) 


36 Years 


Two Wyoming cities claimed titles for having the largest number of 
auto dealers and makes of cars per population. Rock Springs, with a 
population of 7,000, had 12 dealers representing 26 makes of cars. 
Casper, with 16,000 population, had 15 dealers representing 31 makes. 


20 Years Ago—1941 


In a test survey among 26 representative dealers, the Chicago Auto- 
mobile Trade Assn. found that their used-car loss per new-car sale 


during the third quarter dipped 
$88 in the first half. 


10 Years Ago—1951 


An apprenticeship training program for the auto service industry 
was launched by the Milwaukee County Automobile Dealers Assn... . 
Dealers should do a service business in excess of $1.6 billion in 1952, 
E. J. Krause, Buick general service manager, predicted. 


17 — North Carolina Automobile * 


The Big Stories 
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‘Disappointed, Sick’ 

I was disappointed and sick when 
I read your Staff Writer Martin L. 
Whitmyer’s report on his investiga- 
tion of the five Ford dealers’ com- 
plaint in Columbus, O. 

If ever a reporter was taken in 
by a mass of slick propaganda, 
in my opinion, this fellow goes to 
the head of the class. 

I read the article from beginning 
to end. After starting out with a 
reasonable survey of the storm, he 
summed up the investigation and 
a blind man could tell he bought 
the whole Ford Motor line of prop- 
aganda and their old chestnut, “ag- 
gressiveness.” 

As the legitimate Columbus Ford 
dealers stated, they are not blaming 
Ricart but rather the Ford Motor 
Co. for permitting such a problem 
to fester. 

Whitmyer quotes Ford as saying 
that they sent an investigating 
team to Columbus to find out if Ri- 
cart’s purchasers were satisfied 
with his service. Here is the answer 
Whitmyer quotes: 

“Members of the investigating 
team told me that they had found 
nothing wrong with any of Ricart’s 
dealings. They expressed a belief 
that the dealer’s success was at- 
tributable to an aggressive sales 
organization and word-of-mouth 
advertising.” 

What in heaven’s name would 
anyone, except a naive reporter, 
expect a Ford investigating team, 
sent by the factory who fran- 
chised the stimulator, to say ex- 
cept this quote. 

Another paragraph says: “Except 
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"I don't like fo hurry you, but your husband was across 
the street the other day looking at a rocking chair." 


‘Challenges Story ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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for sales, Ricart is in no way as 
large as any of the Columbus Ford 
dealers. He has 25 employes, the 
ee Columbus Ford dealer has 

Does Whitmyer think that the 
Columbus dealers have 49 more em- 
ployes per dealer just to increase 
their overhead, or might he suspect 
that Ricart makes more sales with 
less help because he doesn’t furnish 
the many services that are neces- 
sary, and that Ford has required 
from its five legitimate dealers but 
does not require from Ricart? 

Any of the five would be glad to 
tell Whitmyer just what these serv- 
ices consist of. Also, just how much 
they add to said dealers’ overhead. 

In another paragraph Whitmyer 
refers to the “so-called stimulator.” 
Again, is your staff writer naive 
enough to disbelieve that most 
major auto manufacturers give 
franchises to “stimulator dealers?” 

I am not a Ford dealer, but I 
know something about the automo- 
bile business. 

I have been reading Automo- 
tive News for a good many years. 
During the past several months, 
I have been pleased to read in 
your reports and editorials a new 
understanding of dealers’ serious 
problems and it hag seemed to me 
your paper has been trying to 
help do something about it—for 
instance, your Oct. 23 story and 
editorial on discount houses. 

I am quite surprised to read 
Whitmyer’s onesided conclusions 
after his “talk with all sides.” I am 
also disappointed that AN would 
believe that the five legitimate Ford 
dealers of Columbus, “donkeys in 
town,” according to Ricart, are poor 
operators and not aggressively try- 
ing to sell Fords but that “Ten- 
Gallon Hat Ricart” in adjoining 
Canal has all the answers. 

It seems to me that the conclu- 
sions evidently reached by your 
staff writer makes “stimulator” Ri- 
cart a hero and the five good deal- 
ers lazy, nonaggressive bums, — 
MICHIGAN DEALER. 

Eprror’s Note: It is not a mat- 
ter of “being taken in.” Dealer 
representatives on the scene im 
Columbus have told us they con- 
sider the article a fair and ac- 
curate presentation of the case. 

* * 


a 
Picture Clarified 
This article was in your newspa- 
per the week of Oct. 23. I might 
say it is very misleading. (A picture 
(Continued on Page 47, Col. 1) 
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As part of the most intensive 
pre-announcement in auto- 
motive history, six caravans 
of new Fords are sweeping 
back and forth across the 
country, giving people their 
first chance to see and drive 
America’s newest car. 


From Detroit, Michigan, to Key West, 
Florida . . . from New York to San Francisco 
.. from Los Angeles to Bangor, Maine... 
Ford’s new Fairlanes are on the move 
today. You’ve heard of economy runs, 
performance runs, endurance runs—this 
is a selling run. The cars are out to be 
seen, sat in, looked in and at. The drivers 
are out to tell the story of this all-new 
kind of Ford. 


All this is in addition to one of the heaviest 
schedules of pre-announcement advertis- 
ing ever given a new car! In newspapers, 
on radio, on television, the word is going 
out: the Fairlane 500’s are coming. 


By the time your showroom doors open 
on Announcement Day, literally millions 
will have heard about or read about the 
all-new Fairlane 500. 


Most of them will be interested. Because 
this car is just right for just about every- 
body. And just about everybody should be 
paying you a visit. Because there’s no place 
else they can find anything like it. You have 
the only car of its size, the only car of its 
kind in the world! PRODUCTS OF (Amz) MOTOR COMPANY 


FORD DIVISION BACKS YOU BEST! 








sjantifreeze in favor of 
DOWGARD FULL-FILL Coolant 


in its 1962 models! 


DETROIT—Rambler has adopted a new principle in factory-installed engine 
protection with the use of DoWGARD* FULL-FILL" Coolant in its ’62 line instead 


of regular antifreeze. 


DOWGARD Engine Coolant is a totally new concept. It stops the formation 
| of rust and corrosion in the cooling system. Nothing’s added to DowGarD, 
| no water, no worries. Two full years of carefree driving with better per- 

formance, longer engine life and less gasoline expense. 


Only DOWGARD does so much! 


D OWGARD @ THE DOW CHEMICAL COMPANY <> 





YEAR 'ROUND — 
COOLING SYSTEM 
FLUID 





PROFIT BY SELLING DOWGARD NOW! SEE YOUR JOBBER SALESMAN! 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Nashville 
New-car registrations in the 
Nashville area totalled 788 in Sep- 
tember, compared with 766 in 
August and 844 in September, 1960. 
By makes, registrations were: 
Chevrolet, 155; Ford, 126; Falcon, 
103; Pontiac, 45; Oldsmobile, 39; 
Comet, 33; Buick, 30; Dodge, 28; 
Plymouth, 26; Rambler, 25; Val- 
iant, 25; Corvair, 24; Volkswagen, 
22; Mercury, 17; Cadillac, 16; 
Studebaker, 11; Lincoln, 8; Chrys- 
ler, 7; Triumph, 4; Borgward, 3; 
MG, 3; Jaguar, 2; Morris, 2; Volvo, 

2, and miscellaneous, 4. 

* + * 


Baltimore 
A total of 1,464 new cars were 
sold in Baltimore during Septem- 
ber, compared with 2,093 in August. 
By makes, registrations were: 
Chevrolet, 427; Ford, 343; Plym- 
outh, 130; Rambler, 85; Dodge, 
79; Pontiac, 71; Oldsmobile, 57; 


Buick, 46; Comet, 37; Cadillac, 
36; Chrysler, 28; Volkswagen, 19; 
Studebaker, 16; Mercury, 14; 
Volvo, 14; Renault, 11; Simca, 6; 
Triumph, 6; Austin, 5; Hillman, 
5; Lincoln, 5; Fiat, 3; Mercedes- 
Benz, 3; Imperial, 1, and miscel- 
laneous, 17. 

New-truck registrations totalled 
162, compared with 222 the previ- 
ous month. By makes, they were: 
Ford, 66; Chevrolet, 43; Interna- 
tional, 18; Dodge, 9; GMC, 5; 
Willys, 4; White, 3; Mack, 1, and 


miscellaneous, 13. 
—Kats SAvAGE 
* * * 


Roanoke, Va. 
New-car registrations totalled 343 
in Roanoke, Va., during September, 
while the new-truck count was 69. 
The new-car count by makes 
was: Ford, 75; Chevrolet, 49; Fal- 
con, 34; Dodge, 27; Renault, 21; 
Oldsmobile, 20; Pontiac, 19; Ram- 
bler, 15; Corvair, 11; Plymouth, 10; 


Buick, 9; Chrysler, 9; Valiant, 9; 
Volkswagen, 9; Cadillac, 5; Peu- 
geot, 5; Studebaker, 5; Saab, 3; 


Fiat, 2; Mercury, 2, and miscel-, 


laneous, 4. 

Registrations of new trucks 
were: Ford, 25; Chevrolet, 17; 
Mack, 8; Dodge, 7; International, 


6; GMC, 5, and miscellaneous, 1. 
* * * 


Denver 

Denver dealers sold 1,119 new 
cars in September, compared with 
1,467 in the year-earlier month. 

For the first nine months, the 
count was 14,051, compared with 
15,308 in the 1960 period. 

By makes, September registra- 
tions were: Chevrolet, 187; Ford, 
181; Falcon, 111; Rambler, 104; 
Oldsmobile, 99; Plymouth, 57; 
Buick, 55; Pontiac, 51; Corvair, 
48; Dodge, 39; Volkswagen, 33; 
Comet, 24; Cadillac, 20; Mercury, 
20; Checker, 13; Chrysler, 11; 
Studebaker, 10; Renault, 9; Vol- 





vo, 9; DKW, 8; Lincoln, 7; MG, 
4; Austin-Healey, 3; Datsun, 2; 
Imperial, 2; Metropolitan, 2; Tri- 
umph, 2, and miscellaneous, 8. 

New-truck sales numbered 216 
in September, compared with 259 
in September, 1960. The nine-month 
total was 2,370 this year and 2,347 
last year. 

September new-truck registra- 
tions by makes were: Chevrolet 
and Ford, 39 each; International, 
22; Dodge, 11; GMC, 9; White, 6; 
Willys, 6; Volkswagen, 4, and mis- 
cellaneous, 5. 

—Ira ALEXANDER 


* 7 * 


Norfolk, Va. 

Renault topped standard Ford in 
new-car registrations in the Nor- 
folk-Portsmouth metropolitan area 
during September, and was second 
only to Chevrolet. 

The French import tallied 156 
registrations as the foreign makes 
bettered the year-ago figures, 265 
to 207. The results failed to pre- 
vent an overall drop in registra- 
tions for the area as domestic 
makes slipped to 1,063, compared 
with 1,268 in the same month last 
year. 

September results were: Chev- 
rolet, 224; Renault, 156; Ford, 140; 
Falcon, 107; Corvair, 83; Ram- 









Pull more traffic...handle more traffic 


with a new BUTLER BUILDING. 


How come so many auto dealers are buying Butler 
buildings? Simple! Butler gives you more for your 
money. More customer attracting style, more prestige, 
more usable space — more value. 

Here’s why. Rigid frame Butler steel structurals 
carry the entire building load. Result, you get large, 
spacious uncluttered areas in which to showcase your 
cars. The effect is truly dramatic .. . attention com- 
pelling. Best dressed pre-engineered buildings ever. 

In your service area, clear-spans bridge up to 120 
feet. Here’s maneuverability without fender denting 
posts. Natural roof-slope helps carry away exhaust 
fumes. Hoists are easily installed. Clear plastic Butler 
Lite*Panls in the roof give your mechanics natural 
daylight. A 20-year guaranteed roof is available. 

Best of all, you can shave deals closer with what you 
save on a Butler building. And you will save. The Butler 
building is mass produced to cost less. Precision built 
to give you a tighter building that’s easier to heat, eas- 





Manufacturers of Metal Buildings ¢ Plastic Panels °¢ 


Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * 


Equipment for Farming, Transportation, Bulk Storage, Outdoor Advertising ° 
Birmingham, Ala. *¢ 
Cleveland, Ohio * New York City and Syracuse, N.Y. ° 





ier to maintain... a building that goes up faster, gets 
you into business sooner. 

Phone your Butler Builder for the full story. He’s 
listed in the Yellow Pages under “Buildings” or “Steel 
Buildings.” Or write direct. 





BUTLER MANUFACTURING COMPANY 


7432 EAST 13th STREET, KANSAS CITY 26, MISSOURI 


Contract Manufacturing 


Kansas City, Mo. * Minneapolis, Minn. * Chicago, Ill. © Detroit, Mich. 


Washington, D. C. * Burlington, Ontario, Canada 
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bler, 83; Pontiac, 77; Dodge, 69: 

Oldsmobile, 56; Buick, 51; Volks. 

wagen, 44; Plymouth, 40; Co 

35; Valiant, 29; Chrysler 91. 

Cadillac, 20; Mercury, 17: Pey. 

geot, 12; Studebaker, 12; Simea, 

8; Triumph, 8; Austin, 5; Merce- 

Benz, 5; Hillman, over. 

Sunbeam, 4; MG, 4; Lincoln, 4; 

Willys, 3; English Ford, 3; Opel, 

3; Metropolitan, 2; Morris, 2: 

Volvo, 2; Imperial, 1, and miseel- 

laneous, 7. 

New-truck registrations w : 
Ford, 55; Chevrolet, 46; GMC. : 
International, 12; Dodge, 4; Falcon, 
3; Divco, 2, and miscellaneous, 3. : 
al BaLpwin 


* * 


Charlotte, N. C. 
September new-car registratj 
in Charlotte, N. C.,, totalled = 
compared with 821 a month earlier. 
By makes, they were: Falcon 
170; Ford, 145; Chevrolet, 128: 
Pontiac, 44; Corvair, 42: Ram. 
bler, 39; Oldsmobile, 36; Dodge, 
32; Buick, 31; Comet, 20; Valiant, 
19; Plymouth, 15; Cadillac, 10; 
Chrysler, 9; Studebaker, 3; Im- 
perial, 2; Lincoln, 2; Willys, 2; 
Mercury, 1, and miscellaneous, 39, 

New-truck registrations totalled 
130 in September, compared with 
135 the previous month. By makes, 
they were: Ford, 60; Chevrolet, 45; 
International, 12; Dodge, 4; GMC, 
1; Mack, 1; White, 1, and miscel- 


laneous, 6. 
* * * 


Providence 

September new-car registrations 

in Previdence totalled 991, com- 
pared with 1,170 in August. New- 
truck registrations declined to 83 
from 104. 

By makes, new-car registra- 
tions were: Ford, 244; Chevrolet, 
220; Rambler, 101; Plymouth, 92; 
Oldsmobile, 57; Buick, 31; Volks- 
wagen, 31; Renault, 27; Pontiac, 
26; Dodge, 21; Cadillac, 17; Stu- 
debaker, 16; Volvo, 14; Comet, 13; 
Mercury, 10; Chrysler, 5; Hill- 
man, 5; Lincoln, 4; Willys, 3; 
Imperial, 1, and miscellaneous, 53. 
New-truck registrations were: 
Ford, 32; Chevrolet, 18; Mack, 13; 
International, 7; GMC, 3; Volks- 
wagen, 3; White, 2; Willys, 2; Auto- 
car, 1; Dodge, 1, and miscellan- 

eous, 1. 
—THoMAS L. ForBes 


Smogfree Cars 
2 Years Away, 


Scientist Says 


NEW YORK.—California will not 
have its smogfree cars at least until 
the 1964 model year and maybe not 
until the fall of 1966, according to 
F. Emerson Ivey jr., technical serv- 
ice director for chemicals, Davison 
Chemical Division, W. R. Grace & 
Co. 

He said the difficult job of de- 
veloping antismog devices and the 
time-consuming job of designing 
new cars to carry them could not 
be completed at least until the 64s 
go into production. 

He made the estimate in a speech 
before the New York Society of Se- 
curity Analysts. 

Ivey said he felt the program 
would be successful and that anti- 
smog devices would be ready “no 
later than the fall of 1966.” While 
cost estimates are difficult, he said 
he thought “a gross installed cost 
of $80” would be acceptable. : 

Designers of antismog devices 
face three major problems, accord- 
ing to Ivey: 

1. Making an exhaust-control de- 
vice that is practical for use 
cars. 

2. Meeting the high standards set 
in California law. 

3. “The uncertainties upon which 
some of these standards are based. 


Ford to Speed Output 
Of Military Trucks 


LIVONIA, Mich.—Ford Motor Co. 
will sharply step up production to 
speed overseas shipments of the 
M-151 military truck, F. S. Kipp, 
general operations manager of 
Ford’s Special Military Vehicles 
Operations, announced. 

The production increase will be 
effective early this month and will 
result in addition of about 100 em- 
ployes to the company’s present 
M-151 work force of 190, A total of 
1,157 supplier plants in more than 
19 states also will be affected by the 
increase in production schedules. 
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THE NEW POST— EXCITING SETTING FOR AUTO SELLING 













The 
| Saturday 
Evening 


oa 


Now, more than ever, The Saturday Evening Post is urgent 
reading for millions of families. Suddenly reading becomes 
a new adventure! They look forward to the new Post with 
new eagerness each week. Read it with new interest, cover 
to cover. Thrill to its new vitality. () And these families 
are your best new-car prospects. They have the highest 





* 
* 


median income of all readers in the general weekly-biweekly 





field. Nine out of ten Post family readers live in households 
that own one or more cars. In fact, one out of three Saturday 
Evening Post subscribers own two or more . . . twice the 
national average! Influentials who buy and start buying 


trends. (] What a setting for selling your 62 models! 





Capsule Reports .. . 


Auto News in Brief 


WASHINGTON. — The Small 
Business Administration has an- 
nounced that a small business may 
not use more than 50 percent of 
the funds it receives from a small- 
business investment company to 
purchase goods or services from a 
concern which owns or controls 
the investment company. 

The new regulation is part of a 
complete codification of the regu- 
lations issued by the SBA govern- 
ing small-business investment com- 
panies licensed under the Small 
Business Investment Act of 1958, 
as amended. 

The new code also prohibits more 
than one licensed small-business 
investment company from occupy- 
ing the same office or Offices. 

* * * 


Electric Autolite Unit Moved 


From Michigan to Iowa 

PORT HURON, Mich. — The 
Dial Thermometer Division of the 
Electric Autolite Co. has been 
transferred from here to Mar- 
shalltown, Ia., where it will be 
added to the manufacturing facil- 
ities of Marshalltown Mfg. Co., 
Inc., a subsidiary of Electric 
Autolite. 

Electric Autolite said the trans- 
fer was based on operating effi- 
ciencies inherent in such a con- 
solidation. 

* x 


+ 
Huck Opens Sales Offices 
DETROIT.—Huck Mfg. Co, has 
opened new sales offices in Wichita 
and Seattle. 


* * * 
U.C. Dealership Bankrupt 
MILWAUKEE. — Jewel Motor 


Sales, a used-car dealership at 5625 
W. Center St., has filed for bank- 
ruptcy, listing $1.4 million in lia- 
bilities. 

od cg * 


Schofield Buys Plant 


CLEVELAND. — Schofield Mfg. 
Co., maker of panel replacement 
parts, has doubled its capacity 
through acquisition of the Curtiss 
Industries plant adjoining its own. 

* * * 


Slagle Named to Bank Board 


RIVERTON, Wyo. — Kenneth 
Slagel sr., who started Slagle Oil 
Co. and Slagle Motor Co., now 
Ainsworth Buick, has been elected 
a director of the newly formed 
American National Bank of River- 


ton. 
* ca J 


Pennsylvania Tire Combines 


Two Retread Trademarks 


MANSFIELD, O.—A significant 
“wedding” of two trademarks in 
the tire retreading industry— 
Jetread and T.R.I—is announced 
by Pennsylvania Tire Co. 

Due to independent retreaders’ 
acceptance of Pennsylvania’s new 
Jetread program and because of 
the company’s belief in the mer- 
chandising merits of T.R.I. (Tire 
Retreading Institute), both pro- 
grams are now available to all 
T.RI. members in one merchan- 
dising package, the firm said, For 
all present and future T.RI. 
members who purchase Jetread 
tread rubber and use in combina- 
tion the Jetread and T.R.I. seals, 
the company will pay half the re- 
treader’s T.R.I. medallion cost. 
This payment will be made on 
the basis of one medallion for 
each eight pounds of Jetread 


* 


THE 
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By-the-Sea 


Just 2 Minutes 


North of Miami Beach 
In beautiful, 
Fashionable Bal Harbour 
A Truly Distinguished 
Oceanfront Resort Hotel 
Our color brochures and rates 
are yours for the asking 


LARRY CLIFF - MANAGER 
10176 COLLING AVE., GAL HARBOUR, FLA. 
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tread rubber purchased in pas- 
senger car die sizes. 
+ * * 


Woman Accountant Wins 
Chrysler-Plymouth Award 


ness Administration’s new book- 
let, “Small Marketers Aids, An- 
nual No. 3,’ 64 pages, providing 
coverage of nine pertinent sub- 
jects for small retail, wholesale, 
and service enterprises, is now 
available from the Commerce De- 
partment Michigan Office, 438 
Federal Building, Detroit 26, at 
40 cents. 

The booklet is designed to les- 
sen the problems of owners and 
managers by broadening their . 


management skills. 
* * * 


SAN FRANCISCO. — Loraine|Brownridge Is Building 


Shelton, an accountant for A. Vol- 
pato, Inc., Chico, won the Chrysler 
Motors Corp. Top Dealer Account- 
ant for 1960 award. 

Mrs. Shelton’s award, a gold 
necklace and bracelet engraved 
with a diamond insert, is in recog- 
nition for her “promptness and ac- 
curacy” in filing monthly dealer- 
ship reports to the Chrysler-Plym- 
outh Division during 1960, said 
Kenneth Ainsworth, Sacramento 
district manager for Chrysler- 
Plymouth, who presented the 
award to Mrs. Shelton. 

* * * 


Book on Marketers Aids 


Issued by Dept. of Commerce 
DETROIT.—The Small Busi- 


AMC Team in Canada 


BRAMPTON, Ont.—A Canadian 
industrial team assembled by Amer- 
ican Motors (Canada), Ltd., has an 
answer for pessimists who say low- 
volume plants cannot compete 
against mass producers. 

Assembling 36 cars a day, the 
AMC team here beat the manhour- 
per-unit record at the Milwaukee 
plant which turns out 1,200 a day. 
To Earl K. Brownridge, who set up 
the new plant in Brampton’s indus- 
trial park last year, this means: 
“Don’t listen to the cries of people 
who say you can’t do business in 
Canada because there is no volume. 

“I have been associated with two 
industries, aircraft and cars. Both 
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Then and Now— 


Lorrie Ward, a General Motors employe, 
compares a 1911 GM stock certificate with 
one of today’s common shares. The eagle 
at the top of the old certificate has been 
replaced by a modern auto, truck and 
locomotive. 


have done better than their United 
States cousins.” 

Brownridge predicts that the 
share of the domestic market 
taken by European imports will 
decline from the current 23 per- 
cent to 15 percent. 

“This should mean that 52,000 








cars formerly imported will »e built 
in Canada,” he said. “We iave to 
get only 25 percent of the 52,000 to 
double our sales.” 

The 1962 production schedule has 
been stepped up to 56 units a day 
with a goal of 72 set for January 
when a double-shift operaticn is ex- 
pected to add another 80 Persons to 
the current staff of 588, 

Cars built in the first six Months 
of the Brampton operation haq a 
Canadian content of 50 percent. 
This has been increased to 55 Der- 


4) cent with 60 percent indicated be- 


fore the end of the 1962 run. 
* * * 


Space Systems Division 
Is Established by Stokes 


PHILADELPHIA. — To provide 
the close coordination between en- 
gineering skills and experience and 
rapidly evolving customer require- 
ments that is required in Serving 
the burgeoning space-exploration 
market, F. J. Stokes Corp., has 
established a separate Space Sys- 
tems Division, according to Fran- 
cis Dougherty jr. 

The new division will be under 
the direction of F. J. Stokes jr., the 
company’s vice-president in charge 
of operations. Marketing and con- 
tract administration functions wil] 

(Continued on Page 21, Col. 3) 
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May 11 was a great day| 
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Please note: Van Heusen men’s wear is available to manu- 
facturers as incentives for their salesmen, distributor sales- 
men and as premiums. to retailers for buying a specified quan- 
tity of merchandise (dealer-loader). Our Program does not per- 
mit individuals to purchase our men’s wear for personal use. 


Yes! Chrysler Airtemp sold Five Million 
Dollars worth of merchandise in one day 
—when they used Van Heusen Men’s Wear 
as dealer premiums! If you want unusual 
sales success —look to the Van Heusen 


WITHIN PENNIES! 
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Capsule Reports .. . 


be directed by W. J. Weaver, who 
has been product manager of 
Stokes’ Vacuum Systems and Com- 
ponents Division. | 


Prest-O-Lite Completes 


Canadian Battery Plant 


TOLEDO. — Prest-O-Lite Battery 
Co., Ltd., has announced that a 
new battery manufacturing plant 
has been completed in Drummond- 
ville, Que. 

A subsidiary of Electric Autolite 
Co., the company is the largest 
manufacturer of storage batteries 
in Canada with other manufactur- 
ing plants located at Toronto and 
Calgary, Alta. The new Drummond- 
ville plant is located 60 miles east 
of Montreal. 


—_ 
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Designed for Big Jobs— 
Nicknamed the Monster for its huge load hauling capacity, this specially adapted 
GMC model BWX9000 tractor powered by GMC's 702-cubic-inch V-12 gas engine| Program este Officer 


moves off with a giant load. The unit, consisting of a five-axle tractor and four-axle 
trailer, is the product of the imagination of Art Brockman, who heads a heavy hauling Is Appointed by FTC 


business in Dearborn. 


ES 


Auto News in Brief 





(Continued from Page 20) 


—program review officer—has been 
created by the Federal Trade Com- 
mission. Chairman Paul Rand 
Dixon named Frank C. Hale, who 
has been assistant general counsel 
for consent orders, to the post. 

Dixon explained that since the 
laws administered by FTC are so 
broad, the agency must choose its 
fields of emphasis. “As program 
review officer,” he said, “Hale will 
study the various areas of our 
economy, locate the primary trou- 
ble spots, and make recommenda- 
tions as to how and where the com- 
mission’s efforts should be di- 
rected.” 


* * * 
Ford, North American Offer 
New Rocket-Launch System 
LOS ANGELES.—Ford Motor 
Co. and North American Avia- 


tion, Inc., have revealed plans 
for a midair satellite or space- 


WASHINGTON.—A new position| probe launching system that 
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Diviston of Chrysiet Corporation 
Dayton 1, Ohio 


AIR CONDITIONING AND HEATING FOR HOMES, BUSINESS, INDUSTRY 


July 20, 1961 


Mr. E. M. Harris 

Premium Sales Division 
Phillips-Van Heusen Corporation 
417 Fifth Avenue 

New York 16, New York 


Dear Mr. Harris: 


I have purposely delayed writing concerning our recent one day "Parade 
of Profits" Van Heusen promotion until most of the “eoiee't were in." We 
have now received enough substantiating orders to indicate that this was 
certainly one of the most successful promotions in the history of our 
organization. 


It would appear, on the basis of confirmed orders, that our movement to 
dealers on this one day, May ll, was about four times the objective we 

had established for the day. Our sales for this day were close to five (5) 
million dollars. This is a particularly outstanding accomplishment in 

that packaged goods dealers historically do not stock equipment. Contrary 
to the accepted practice of maintaining inventories, as in the case of the 
appliance dealer, a dealer in packaged air conditioning customarily orders 
equipment as he needs it. 


We have already sent you many orders for Van Heusen units and we estimate 
that, in the final analysis, approximately 5,000 Van Heusen men's wear 
items will have been awarded on this single day promotion. 


I am sure that the novelty of winning clothing rather than money, coupled 
with the Van Heusen name and "Treasure Chest" incentive program, was 
the formula for success in this particular promotion. Please feel free to use 
this letter, as an unsolicited testimonial, in any way you may see fit to do 


so. Thank you again for your cooperation in assisting us in this highly 
successful promotion. 

Cordially, 

Lee E. Eple 


Director - Advertising 
and Sales Promotion 


LEE: ns 


for Van Heusen, too! 


prior commitment and no inventory to 
carry. And the wholesale cost to you is the 
same!* Get full information on the most 
successful promotions ever to run from: 
PREMIUM SALES DIVISION, 


Treasure Chest! Winners can choose their 
Own prizes from Van Heusen’s 16-page, 
64 item, full-color men’s wear catalogue. 
Van Heusen drop ships as little as one 
item direct to each winner. You have no 


PHILLIPS-VAN HEUSEN CORP. 


Department 4802, 417 Fifth Avenue, New York 16, N. Y. 


would use the pilot-manned B-52 
and X-15 airplanes as early stage 
boosters. 

The new concept would provide 
the United States Air Force with 
what is believed to be the first 
recoverable space booster system, 
Ford said. 

The launching process would 
use the B-52 eight-jet bomber 
for the first stage booster, the 
X-15 for the second stage booster 
and the Blue Scout for the third 
and fourth stages, Ford’s Aero- 
nutronic Division, Newport 
Beach, Calif., is prime contractor 
for the Blue Scout rocket system. 


* * * 


23 Imperials Delivered 
To Omaha Group in Detroit 


DETROIT.—A group of Omaha 
business and professional men took 
delivery of 23 new 1962 Imperial 
convertibles in Detroit on an- 
nouncement day, the first such de- 
livery in the nation. 

The Imps of Omaha, as they call 
themselves, flew into Detroit from 
Omaha and took possession of the 
cars at Willow Run Airport from 
Cc. E. Briggs, general manager of 
the Chrysler-Plymouth Division. 
The value of the cars exceeded 
$160,000. 

* * + 
Associates Seeks to Acquire 


Omaha Finance Firm 


SOUTH BEND.—Plans for call- 
ing meetings of their boards of 
directors to consider a proposal 
for merging Securities Accept- 
ance Corp., Omaha, into Associ- 
ates Investment Co., South Bend, 
were announced by Clarence L. 
Landen, Securities president, and 
O. C. Carmichael jr., Associates 
chairman. 

An exchange ratio of six shares 
of Securities Acceptance common 
stock for one share of Associates 
Investment common stock is be- 
ing considered. : 

me 


First Deficit Since 1938 
Reported by A. O. Smith 


MILWAUKEE—A. O. Smith 
Corp., a major supplier of the auto 
industry, reported a deficit of $869,- 
831 on a 16 percent decline in net 
sales in the fiscal year ended July 
31. It was the firm’s first loss since 
1938. In the previous year the firm 
earned $6,456,675. 

L. B. Smith, president, said net 
sales were down from $265,177,979 to 
$221,952,033. He blamed the poor 
showing on the recession, competi- 
tive pressures and a 10-week strike 
at the Kankakee (Ill.) plant. 

* * * 


Hooker, Parker Rust Proof 


In Merger Negotiations 


NEW YORK, — The officers of 
Hooker Chemical Corp., New York, 
and Parker Rust Proof Co., Detroit, 
announced that they are negotiating 
for a merger. 

Three-quarters of a share of 
Hooker common stock would be 
issued for each share of Parker, 
and one share of a new 5 percent 
preferred stock, $100 stated value, 
of Hooker would be issued for each 
20 shares of Parker, If an agree- 
ment is approved by directors, it is 
anticipated that the proposal will 
be submitted to the stockholders 
of both companies early next year. 

* * ae 


Born Appointed President 


Of Atlanta’s Beaudry Ford 


ATLANTA.—Ernest G. Beaudry, 
Inc., largest and oldest Ford dealer 
here, has a new president and chief 
executive officer—Harmon M, Born. 

Formerly vice-president and sales 
manager, Born had joined the 
Beaudry organization in 1946. The 
firm was established in 1916 by the 
late Ernest G. Beaudry. 








SELL 4x4 VEHICLES? 
Sell the best!,.. 


JUSKY 
HUB! 


Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs, 
The Husky is self-engaging, never requires rocking 
or rolling. Unlike others, the Husky can’t bind through 
abuse. Never requires tools, just a twist of the fingers 
. because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4... sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976g, Boulder, Colorado 
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Letts Opens Deal in Atlanta— 

Jim Letts Oldsmobile, Inc., has opened at 3232 Peachtree Rd. in Atlanta. Jim Letts 
formerly operated an Oldsmobile dealership in Dearborn, Mich. John A. Crawford 
is sales manager. This is the location formerly held by Fred Walters Oldsmobile which 
has gone out of business. All service and parts personnel are remaining with the 
new Letts dealership. Letts sold his Dearborn Olds firm to J. Herbert Charnock, who 
in turn sold his Lincoln Park (Mich.) Olds deal back to General Motors Corp. 


There’s news in the Classified Ad columns of AUTOMOTIVE NEWS. 
Read them for a clue to what is going on. 
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Growing Dealerships . . . 
Auto Dealer Expansions 


COLUMBUS, O.—Winders Chev- 
rolet Co., a Chevrolet outlet here 
Since 1914, has modernized its 
showroom at 800 N. High St. Im- 
provements include acoustical ceil- 
ing and modern light fixtures. 

+” * * 


New Home for Murray 


MONTICELLO, IIl.—Bill Murray 
Chevrolet Sales is putting up a new 
building on Bridge St. The firm 


*|plans to move into the L-shaped 


building about Dec. 1. 


x * * 
Nenno Opens New Shop 
BUFFALO. — Ray Nenno, 


Chrysler-Plymouth dealer at 2376 
8. Park Ave., has opened a new 
and expanded service department 
with 10,000 square feet of floor 
space. 

bd * 


+ 
French Dodge in New Home 


SAN FRANCISCOW—J. E. 
French Co. (Dodge), now in its 
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40th year, has opened new quar- 
ters at 1699 Van Ness Ave. The 
new location has four floors for 
display of new automobiles and 
trucks. President J. E. French 
jr. said the firm plans to open 
new service and parts facilities 
soon. 
* ca * 


Rice & Holman Buys Building 


HADDON TOWNSHIP, N. J.— 
Rice & Holman Ford has purchas- 
ed a building here formerly occu- 
pied by RCA. Purchase price for 
the 20,000-square-foot building was 
reportedly $115,000. 

* * * 
Lone Star Constructing 


New El Paso Facility 

EL PASO, Tex. — Construction 
has started on the new $500,000 
facility of Lone Star Motor Co. 
(Chevrolet-Cadillac), in the 5900 
block of Montana Ave. 

Lone Star will celebrate its 50th 
anniversary next year. Henry 





SEAT BELT MAKERS 





PREFER GAPROLAN 


NYLON! HERE’S WHY: 


widely advertised and recognized seat belt yarn 
and you'll see why Caprolan can help you buckle 
up more seat belt sales. The next time you order 
seat belts, make sure they’re made of Caprolan 


Sixteen of the 18 seat belt manufacturers on the 
American Seat Belt Council prefer Caprolan® 
nylon. Reason? Sales appeal! Caprolan takes color 
like no other nylon. Caprolan colors are deep-dyed 
—not just on the surface. And Caprolan seat belts 
come in the widest range of today’s most popular 
auto interior shades. In addition, seat belts made 
of lightweight Caprolan are amazingly durable, ex- 
ceptionally easy to clean, unsurpassed for driving 
comfort. Add the fact that Caprolan is the most 


nylon. Caprolan nylon seat 
belts are available from the 
manufacturers listed below. 


llied 


hemical 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N. Y. 


caproltan 


Alofs Manufacturing Co. * American Safety Belt Co. » Beam’s Manufacturing Co. * Ray Brown Automotive +» Harry Buckles 
Co., Inc. » Buddy Seat Belt Co. » C & W Manufacturing Co. * Danville Manufacturing Co. * Davis Aircraft Products, Inc. 
General Tube Co. » The Greenfield Co. * Highland Park Products Co. » Hinson Manufacturing Co. * Irvin Air Chute Co., Inc. 
Jeffrey-Allan Industries, Inc. « Jervis Corporation + Lapstrap Safety Belt Co., Inc. * Market Forge Co. » R. J. McQuarrie 
Enterprises * Morgan’s Safety Belt Co. * Narrow Fabric Co. * Nason’s Top & Upholstery Co. + Pontonier, Inc. +» Rose Manu- 
facturing Co. * Rupert Safety Belt Co. + Shore-Calnevar +» Spi-Coronet Corporation + Tulareloft, Inc. * In Canada: Abecorn 
Aero Ltd. (Davis Aircraft) * Irvin Air Chute, Ltd. * J. Oberman & Sons 





eT 
Wooldridge, president, sid the 
company will continue op: rations 
at its location of many years on 
the corner of Cotton an Texas 
Aves. The new building is « xpecteq 
to be ready for occupancy next 
May. 
* * 


* 
New Building for Prichard 


HOUSTON.—Frank Priciiard has 
opened his new Courtesy Chevrolet 
dealership in a new building at 
T7177 Katy Rd. 


* * * 


O’Keefe in New Building 


KALAMAZOO, Mich. — O'Keefe 
Motor Co. (Lincoln-Mercury) has 
opened a new dealership at 1000 
Portage St., Kalamazoo. The deal- 
ership took over a supermarket, 
renovated it and then erected g 
new showroom adjacent to it. 

* + * 


New Dealership Opens 


DE RIDDER, La.—Kite Pontiac- 
Buick, Inc., has opened for bysgj- 
ness in its new building on E. First 
St., DeRidder. The owners are 
Wayne Kite, Robert Kite, Kenneth 
Kite, George Kite and Tommy 
Stevens. 

* * * 


Winters Buys Building 


WILKINSBURG, Pa. — Winters 
Agency, Inc., an auto dealership 
has purchased for $100,000 the 
building it occupies at Penn Ave. 
and Coal St. The transaction in- 
volved the two-story brick-and-stee] 
building and a lot fronting 132 feet 
on Penn and 116 feet on Coal. 

* * es 


Weaver in New Building 


GALESBURG, Ill. — Weaver Mo- 
tors (Chrysler-Plymouth-Interna- 
tional) has erected a new building 
on Highway 97, south of Galesburg. 

* * & 


Drewelow’s Spruces Up 
MILBANK, S. D. — Drewelow’s 
Ford Garage here has completed 
redecorating its showroom and 
shop. 
ok * a 
Swanson Expansion 


To Include Bump Shop 


FORT WAYNE, Ind. — Jerry 
Swanson, Inc. (Chevrolet), 2315 S. 
Calhoun, plans an 80,000-square-foot 
expansion to provide more show- 
room space and a body and paint 
shop. 

Bernard Swanson is president of 
the 30-year-old dealership. 

* * * 


Rodgers to Build Showroom 

DAYTON. — Ralph Rodgers sr., 
president, Rodgers Pontiac Co., has 
announced that a new-car show- 
room will be built at S. Main and 
Apple Sts. The present showroom 
at S. Ludlow and Franklin Sts. will 
be used for parts and service, he 
said. 

* * ok 


New Mecham Dealership 


Has Refrigerated Floor 

GLENDALE, Ariz. — Grand 
opening of Mecham Pontiac, 4510 
W. Glendale Ave., was celebrated 
with Gov. Paul Fannin on hand 
for ribbon-cutting ceremonies. 

The new plant, featuring an 
octagonal showroom with six 
glass walls, represents an invest- 
ment of $125,000. The display 
room is 60 feet in diameter and 
has refrigeration operating from 
beneath the terrazzo floor. Owner 
is Senator Evan Mecham, Mari- 
copa County. Associated with him 
is his brother, Wayne. The site 
adjoins the Mecham Rambler 
dealership. 


* * 


Rodgers Buys U. C. Site 


DAYTON.—Rodgerg Pontiac Co. 
has purchased additional property 
on S. Main St. for its used-car facil- 
ities, which will be relocated when 
the new firm’s new showroom 38 
completed at Main and Apple Sts. 
The firm will have a Main St. front- 
age of about 350 feet. 


* * * 


Stein Buick Relocates 
KANSAS CITY.—Don Stein 
Buick hag moved from 5801 John- 
son Drive, Mission, into a neW 
building at 7733 Metcalf in Over- 
land Park. 


* * * 


Open House at Couriesy 

HOUSTON. — Courtesy Chevrolet 
held a two-day grand opening of 
its new $500,000 facility at 7777 
Katy Highway. 
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A composite picture of the 1962 automotive offer- 
ings! That’s what the men of the automotive industry 
are interested in and that’s what they'll find in the 
Automotive News Auto Show Issue, appearing De- 
cember 11. 
Today, interest is at its peak in the widest variety of 
models ever offered to the American public with new 
advances in sculptured styling, new engineering fea- 
tures and some completely new car models. 
And this year, as in the past, every major influence— 
car and truck dealers, factory executives in such areas 
as styling, engineering, manufacturing, purchasing, 
sales, and advertising, automotive suppliers and job- 
bers—will turn to the pages of the Automotive News 
Auto Show Issue for complete and professional cov- 
erage of the new car introductions. Here they will 
find. 
© Photos and data on every American automobile in 
full color. 


¢ Additional illustrations showing principal models 
of each make and top selling features. 

© A complete section on trucks showing new models 
and other data. 

© feature stories about industry suppliers, including 
new developments on ’62 models. 


NOT ENOUGH ROOM HERE 
TO SHOW THEM ALL... 









BUT PLENTY 
OF ROOM 
IN THE 


Artomtotive 





e Engineering and styling developments. 

e Prices and specifications of all American automo- 
biles. 

e Advertising news on each make including plans for 
1962. 

43,000 regular subscribers will be awaiting this fea- 

ture-filled issue. This is your opportunity to place 

your sales message before the men who can specify 

your product. Take advantage of this special issue. 

And take advantage of Automotive News full color 

low rates. Contact your local representative today to 

make early reservations for this interest packed issue. 


Published: December 11, 1961 
Closing Dates: 
3 and 4 color plates: Nov. 28 
2 color, black and white: Nov. 30 
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RESERVE SPACE NOW ce 


REPRESENTATIVES: 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 


THE MOST INFLUENTIAL PUBLICATION 
IN THE AUTOMOTIVE INDUSTRY 
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Outdoor Advertising Supports Safety Drive— 


The outdoor advertising industry is cooperating with the General Federation of 
Women's Clubs to promote the use of automotive seat belts in a nationwide traffic 
safety campaign. First major medium to back the program, the outdoor medium con- 
ducted a seat belt campaign in September under the auspices of the National Safety 
Council and the Advertising Council. Since 1950, the outdoor advertising medium has 
contributed more than $33 million in outdoor space to both national and local public 
service campaigns. 


Driver Textbook Revised 


Sportsmanlike Driving, driver-| help of more than 70 specialists in 
education textbook used in high| the fields of traffic safety, engineer- 
schools, has been completely re-| ing and education, according to the 
written and modernized with the} American Automobile Assn. 


mah 
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Highways & Safety... 


Bigger Industry Effort 
Urged to Cut Road Toll 


The auto industry took a major 
share of the walloping as scientists, 
and safety experts gathered at the 
University of Minnesota in Minne- 
apolis to ask again why 35,000 to 
40,000 Americans must die each 
year on United States highways. 

More than 100 persons listened 
to expert views at the fifth Stapp 
Automotive Crash and Field 
Demonstration conference, nam- 
ed for Air Force Col. John P. 
Stapp, veteran researcher in aero 
medicine. 

The auto industry has taken 
some steps toward “safety packag- 
ing” of the highway traveler inside 
his vehicle, speakers told the con- 
ference, but not enough. 

“The seat-belt manufacturers are 
swamped with orders,’ Col. Stapp 
said. “In 1955 we argued with the 


whether seat belts were any good. 
Now they’ve come around.” 

Still, it is estimated, only 3 per- 
cent of the cars on the road today 
are equipped with the belts. In col- 
lision experiments reported at the 
conference, impacts that sent 1950 
cars rolling couldn’t overturn 1960 
autos with their wider treads and 
lower centers of gravity. 


In the same experiments, the 
doors on 1950 models flew open, 
pitching their dummy drivers 
and passengers to their “deaths.” 
The doors on 1960 models, equip- 
ped with more efficient locks 
since 1956, stayed shut. But the 
Steering assemblies, dashboards 
full of angular doodads and sharp 
door and window handles that 
maim and kill are still there, 
speakers pointed out. 

It still is impossible to get stand- 


automobile manufacturers about] ard production models with the 


PERFECT CIRCLE PISTON RINGS ARE IN- 
STALLED AS ORIGINAL FACTORY EQUIPMENT 
IN 95 BRANDS OF VEHICLES AND ENGINES 





The broad flange area of the ‘‘98’’ oil ring expander- 
spacer is in almost continuous contact with the rails 
all the way around the cylinder. This full-circle fit 
distributes the force of the expander-spacer more 


evenly than in rings with fewer, widely-spaced flange 
areas—means good conformability and slow rate 


of wear. 


As a result, the ‘‘98’’ delivers positive oil control 
right from the start, and maintains it for thousands 
of extra miles. Full-circle fit is another reason why 
Perfect Circle rings are preferred by so many leading 
engine and vehicle manufacturers, fleet operators, 


race drivers and mechanics the world over. 


For maximum conformability and better perform- 
ance, always install Perfect Circle—the rings the 


‘*pros’’ prefer. 


PERFECT 4. CIRCLE 


POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA: DON MILLS, ONTARIO, CANADA 


PISTON RINGS « 


THE DOCTOR 

OF MOTORS 
Skilled mechanics 
the world over 
prefer and 

install 

Perfect Circle 


piston rings ( 















lifesaving recessed dashboards and 
collapsible steering whee! advo- 
cated for so long by such men as 
Prof. James Ryan of the University 
of Minnesota, the conference was 
told. 

“We can’t modify an existing car 
by adding to it,” said Alfreq .. 
Mosely, chief investigator of high- 
way collisions for the Harvard 
University Medical School, “We 
have to start over again with the 
man and design a car to keep him 
alive.” 

Dr. Paul V. Joliet, acting deputy 
chief of the Division of Accident 
Prevention in the Federal Public 
Health Service, took to task the 
emergency ambulance services 
which bring in accident victims in 
“many communities.” 

In a recent study of 54 such gery- 
ices, he said, many vehicles being 
operated could be described as 
“trucks to haul merchandise.” Of 
463 attendants staffing the Services, 
only 224 could produce any eyi- 
dence of first-aid training, he de- 
clared. 

S. We 


Rhode Island Women’s Clubs 


Crusade for Seat Belts 


The Rhode Island State Federa- 
tion of Women’s Clubs has launched 
a drive for legislation making seat 
belts mandatory on all vehicles, The 
crusade features advertising on bill- 
boards, posters in store windows, 
and distribution of literature to the 
general public about safety belts, 

In a separate action, members of 
the Providence Medical Assn. went 
on record as approving a proposal 
that manufacturers include safety 
belts in all new models. 

* * * 


Maryland Group Urges Belts 
In All State-Owned Autos 


Installation of seat belts in all 
state-owned autos was one of a 
number of highway-safety recom- 
mendations submitted to the Mary- 
land Legislative Council by an in- 
terim study committee. It also 
urged use of the belts in high-school 
driver-training cars and eventually 
in school buses. 

The committee also proposed 
tightening eyesight requirements 
for drivers seeking new licenses as 
a forerunner to eventual reexami- 
nation of all motorists. 

* a * 


Photo on Driver’s License 
Proposed in Capital 


The commissioners of the Dis- 
trict of Columbia have given tenta- 
tive approval to a proposal that all 
applicants for driver’s license in 
Washington be photographed and 
the picture attached to the permit. 

The proposal would make it pos- 
sible for police to determine 
whether a driver stopped for a vio- 
lation is carrying his own permit 
and would also do away with the 
necessity for stating the permit 
holder’s race on his license. 

ob * * 


Carbon-Monoxide Warning 


Issued by Surgeon General 


With the approach of cold weath- 
er, Surgeon General Luther L. 
Terry of the Public Health Service 
has issued a warning about carbon 
monoxide poisoning, which can 
occur from auto exhaust. Being in 
a car with closed windows or in @ 
garage with gasoline-burning en- 
gines running can be dangerous, he 
said. 

The Division of Accident Preven- 
tion reports that in 1959, carbon 
monoxide from car exhausts was 
responsible for 385 deaths in the 
United States. Carbon monoxide 
from other sources caused 259 
deaths the same year. 

* * + 


Safety-Belt Campaign 
Spreads in St. Louis 


Some 150 public health workers 
and nurses in St. Louis are the 
latest to have safety belts installed 
in their personal cars as part of 
an accident prevention program. 

Earlier, the city’s Fire Depart- 
ment decided to have belts put im 
all its vehicles. The campaign is be- 
ing sponsored by the St. Louis City, 
County Accident Prevention Pro- 
gram—an experimental cooperative 
project undertaken jointly by the 
United States Public Health Serv- 
ice, the city and county health 
agencies, the Safety Council and 
the Health and Welfare Council of 
Metropolitan St. Louis. 





CMC DEALERS ARE A CUT 


ABOVE AVERAGE ! 


There are no ordinary GMC Truck Dealers. All are ‘‘something special’... a special 
brand of sellers with unsurpassed products, reputation and sales potential ...a 
select group of skilled truck experts who thrive on a challenge—price or product— 
for they are certain of success with all the built-in bonuses of GMC Trucks, starting 
with the exclusive, superior V-6 and Twin-Six gas engines. And, GMC Truck Dealers 
have factory backing with scores of sales training programs, finance guidance, 
experienced field personnel and success-proved advertising. All of which makes 
GMC Truck Dealers a cut above average... and proud of it. #% % % 3% % H% H% HR % 


BUILT-IN BONUSES PAY OFF FOR GMC DEALERS 


CAYLG 


GENERAL MOTORS 
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TRUCKS 


FROM Y2 TO 60 TONS 
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Commercial Car New 
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Compact Bus, Too— 





The compact van can be a compact bus. They work well for transporting handicapped 
pupils and for schools in thinly settled areas and those with other specialized needs. 
The little bus is also finding a place in city transportation systems and at golf and 


country clubs. 





At Fleet Executives’ Meeting .. . 


Maintenance Termed 
Key to Lower Costs 


EW YORK.—The nation’s motor 

fleet executives were told here 
that good maintenance is the key 
to low-cost operation. 

Donald Wertman, of Standard Oil 
Co. of Ohio, in a keynote address 
opening the 1961 Fleet Maintenance 
Exposition in the New York Coli- 
seum, told several thousand motor 
fleet representatives: 

“Fleet maintenance is not a 
necessary evil with which we 
must live. A good maintenance 
program can do more to produce 
low operating costs than any 
other factor. In fact, it is the key 
to low-cost operation.” 

Wertman spoke at the opening 
general session of a three-day tech- 
nical conference being held in con- 
junction with the exposition. More 
than 5,000 auto, bus and truck fleet 
men attended. 

* * ok 

HE exposition, sponsored by the 

Private Truck Council of Amer- 
ica, Inc., combined a full-scale tech- 
nical program with more than 100 
product and service exhibits. 

The technical conference con- 
sisted of a series of workshops, 
seminars and problem clinics led 
by 54 of the nation’s most prom- 
inent figures in the motor fleet 
industry. 

Wertman told the fleet executives 
that any maintenance program that 
is two years old “should be reex- 
amined and adjustments made to 
fit today’s needs.” 

“If the maintenance procedure,” 
Wertman said, “has not been 
changed in several years, it should 
undoubtedly be scrapped and a new 
one should be established. 

“Most maintenance men agree 





Top Trucks 


New commercial-car registrations for 
eight months, plus 38 states for 


September: 

1961 1960 
Pos. Make Pos. 
1—212,048 Chevrolet 231,223— 1 
2—206,114 Ford 208,694— 2 
3— 79,943 Internat. 82,947— 3 
4— 48,131 GMC 60,470— 4 
5— 29,053 Dodge 31,337— 5 
6— 20,429 Willys 20,934— 6 
I— 9,589 White 11,201— 7 
8— 6,419 Mack 8,462— ‘8 
9— 3,849 Studebaker 3,986— 9 
10— 1,330 Diamond T 1,993—10 
11— 696 Brockway 813—11 
25,039 Misc. 32,933 
Total All Makes 
642,640 694,993 


Further details on Page 52. 





that their objective is maximum 
reliability and uninterrupted serv- 
ice from each of their motor vehi- 
cles, but the cost is the final fac- 
tor which often governs the degree 
to which they perform the mainte- 
nance task. 

“Low maintenance cost, how- 
ever, may often be achieved at a 
sacrifice of other operating ex- 
pense. Higher fuel and tire costs, 

(Continued on Page 31, Col, 1) 





Compacts 











Shake Up 


Truck Market with 


Fast Rise in Sales 


oo compact has caught hold in 
the truck market and may well 
have a greater impact on the mar- 
ket than the compact car has had 
on the auto market. 

The compacts already have 
nearly one-third of the light- 
truck market. Through August of 
this year, just about one out of 
every three trucks sold in the 
GVW classification of 6,000 
pounds or less was a compact 
unit. 

In the days before American fac- 
tories began turning out compact 
trucks, Volkswagen advertised that 
its Transporter was the shape of 
things to come in the truck field. 
Current registrations show that VW 
wasn’t kidding. 

Virtually all producers of com- 
pact trucks have had to increase 
their production schedules and 
some of them have made more than 
one increase. International has had 
to double production of the Scout 
twice since the unit was introduced 
less than a year ago. 

* * * 

| Kagan in the 1961 model year, 

compact pickups took the larg- 
est percentage of compact sales. 
More recently, sales of vans have 
been picking up as more and more 
operators begin to appreciate the 
convenience, maneuverability and 
other operating advantages of this 
unit. Right now, spot checks show 


Truckers Tackle Problems 
With Efficiency Drive 


ASHINGTON.—By “streamlin- 

ing operations for greater effi- 
ciency,” the trucking industry is 
meeting the twin challenges of a 
levelling off of traffic and rising 
costs, John V. Lawrence, American 
Trucking Assns. managing direc- 
tor, told ATA’s 28th convention 
here. 

In his annual report, Lawrence 
said motor carriers are improv- 
ing their operations “both by fur- 
ther mechanizing of terminals 


IH Notes Growth 
In Sales of Its 
Rebuilt Parts 


HICAGO.—Sales of ReNEWed 

parts for International trucks 
have doubled during the last six 
years, according to J. F. Adams, 
manager of parts and service sales 
for the Motor Truck Division of 
International Harvester Co. 

In reviewing the growth of the 
program, Adams reported that 
sales of IH rebuilt components 
were 7 percent greater in 1960 
than in 1959. 

In addition to increased sales vol- 
ume on its current line, Interna- 
tional predicts that the number of 
parts rebuilt by the company will 
be expanded. The company has 
been in the parts rebuilding field 
since 1946. 

IH operates its own rebuilding 
stations. The company feels the 
quality control achieved through a 
direct company operation has been 
important to the success of the re- 
built parts sales. 

* * & 
AM rebuilding operations must 
meet standards established by 
the company’s manufacturing re- 
(Continued on Page 34, Col. 3) 


and in acquiring more efficient 
equipment.” 

He said that “through better cost 
control, operations which have 
proved unprofitable are coming to 
light, letting the carriers concen- 


trate on the more profitable move-| # 


ments which are less vulnerable to 
competition, particularly from the 
railroads. 

“Carriers which in the past have 
concentrated in a major degree on 
transportation between two points 
are finding it worth while to ex- 
pand their operations to smaller 
points to get the most out of short- 


haul operations.” 
* 
CRIES relief from rising 
costs has come in the form of 
increased truckloadings since June 
and adjustments in rates, Lawrence 
said. 

The convention also was ad- 
dressed by three members of the 
Interstate Commerce Commission 
—John W. Bush, William H. 
Tucker and Charles A. Webb. 

Bush took exception with those 
who urge common ownership as a 
way of aiding some modes of trans- 
portation. 

‘Under the theory of common 


* * 


ownership, I do not believe that] 7 


the public interest would best be 
served because I feel that the pub- 
lic interest needs real competition 
between the modes,” he said. 

He also took exception with those 
who advocate elimination of regu- 
lation over common carriage. 

“In the ‘dog-eat-dog’ competition, 
which elimination of all regulation 
would set upon the transportation 

(Continued on Page 35, Col, 1) 


Truck New Products 


Page 48 





that vans are taking 37 percent of 
total sales of compact trucks, pick- 
ups take another 31 percent and the 
remaining 32 percent are buses. 
The compact vans are bought 
by just about every type of busi- 
ness and vocation but public util- 
ities have been among the lead- 
ers in the swing to vans. This is 
because these units enable utility 
workers to carry the needed load 
under cover and in a position 
where it is safe while the driver 
is away from the truck. 
American Telephone & Telegraph 
Co. has been working for a year 
on developing equipment for com- 
pact vans which will hold the 
equipment needed by telephone in- 
stallation men and other workmen. 
* * * 


A Working Advantage 
MANY divisions of this utility 
have been using the compacts 
as they are produced by the factory 
with slight variations and have 
found them not only to be satis- 
attics: as ag ~ Col. 3) 
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VW "Cherry Picker'— 


Volkswagen's hydraulic lift truck gives 
its operator a maximum reach of about 
25 feet up. Hydraulic pump operated off 
the truck's engine raises and lowers the 
platform's boom and also activates stabil- 
izer jacks located on each side of the ve- 
hicle. All controls for the platform, as well 
as throttle control for truck engine, are 
located inside the basket so one man can 
operate the vehicle alone. When the plat- 
form is lowered, it folds back over the 
truck bed. 


Utility Uses Compacts— 





What’s a Compact? 


MANUFACTURERS of the new 

light trucks that have taken 
the industry by storm in their first 
real year of test are all in a dither 
over the use of the word “com- 
pact” by the press in describing 
them. 

But when asked what other name 
can be used that will be just as 
descriptive and pinpoint them to 
the general public, they can offer 
no substitute. 

One enterprising public rela- 
tions man came up with the 
phrase “short wheelbase” but 

when it was pointed out that the 
White 1500 tractor with a GCW 
rating of 60,000 pounds had a 
wheelbase less than that of any 
of the compacts, he had to agree 
that despite his company’s aver- 
sion to the name compact they 
would have to learn to live with 
it at least until someone came 
up with a better and more de- 
scriptive name. 

I will have to agree with him 
that the name is not all it should 
or could be. For instance, compact 
denotes smaller cargo space and 
most of the vans of the new light 
lines have more cargo space than 
the panels they are being purchas- 
ed to displace. 

Even the pickup has practically 
as much room for cargo as the % 
and % ton standard pickups, al- 
though they are rated much less 
in carrying capacity. 

* * o* 


N CATALOGING the compacts, 
we have followed the R. L. Polk 
designation in the main, though we 
did deviate in one important re- 
spect. Polk includes the Ford Econ- 
oline, Chevrolet Corvair, Interna- 
tional Scout and Metro-mite and 
the GMC Junior van in those light 
units with a GVW rating under 
6,000 pounds in their reporting of 
sales. They do not include the 
Volkswagen, which was the first to 
invade the United States transpor- 
tation field with this type of ve- 
hicle. 
We feel VW should be included in 
any reporting on this size unit. 
And as stated, Polk does in- 
clude the GMC Junior van in the 
separated listings of the under 
6,000’s, although the factory says 
of it that the Junior van “cannot 
be classified as a compact truck, 
as it actually is a high quality, 
(Continued on Page 29, Col. 1) 





Indiana-Michigan Electric Co. is using 14 International Harvester Scouts in its meter 


reading service. The units make an average of 50 stops a day and are used on a sem | 


ice which results in a lot of idling. The utility has found that the Scouts cut fuel com 


sumption by 50 percent. 


















They know they’|] get through, even on this soft, slippery cross-field 
road . . . for their wagon has a limited slip differential. It auto- 
matically shoots the power to the rear wheel with the greater traction 
—keeps you going where an ordinary differential would leave you 
sitting helpless with a spinning wheel. 

Owners feel good about a dealer who sells them on the limited 


great white hunters 
sure of one thing... 


not getting stuck: 








slip differential . . . for no one wants to get stuck, whether the trip 
is pleasure, business or emergency. It’s top-flight sales ammunition 
for any dealer to use with doctors, veterinarians, salesmen, house- 
wives, rural carriers, police, taxi drivers— in fact, everyone who 
drives. And the way to sell ’em is to show ’em—so demonstrate 
limited slip differential! 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS 


Here’s how to demonstrate limited slip differential... 


a Ae <6 





Stop your right rear wheel on a pile of wet leaves which Use your gravel drive or a grassy strip where you can 
you can place at the curb yourself, then demonstrate run one rear wheel off into soft soil. You can put on a 
how limited slip differential lets you start up smoothly powerful demonstration of how easy it is to get going 
and with no wheel spin—because the power goes to instantly—with limited slip differential. 


the wheel with the traction. 


<= DANA 





Dirt really flies when a car with a conventional diffe- In the winter, if you're where the temperature goes 
rential starts with one wheel in the mud. You can below freezing, put one rear wheel on a patch of ice or 
make a mud puddle in your used car lot or in a field— packed down snow and show your customer how 
and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 


clean take-off. 


CORPORATION @®TOLEDO 1, OHIO 


Spicer products available in Canada through Hayes Steel Products Ltd., Merritton, Ontario 








Freezer Favorite— 

Light vans have proved to be a favorite of those serving the home freezer trade. 
Side doors make it easy to load and unload bulky packages which may hold as much 
as 300 pounds of meat. This van replaced a panel. 








FOR THE EXTRA PROFIT PICTURE, WRITE 
Director of Marketing 
J. i. Case Company, Racine, Wisconsin 
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Compact Sales Boom 
Shakes Up Truck Field 





(Continued from Page 26) 


factory and economical but also to 
give these men a measureable 
working advantage. 


Here is a case where racks for 
ladders and bins for storing a 
multitude of small parts must be 


installed. It is understood that . 


the engineering of the bins and 
other racks to hold material has 
now been completed and the lad- 
der racks have been designed so 
as to maintain the proper bal- 
ance. It is said that telephone 
companies all over the nation will 
soon begin to replace their pres- 
ent vehicles used in this service 
with the new light vans. 

Indiana-Michigan Electric Co. re- 


cently purchased 14 Harvester 
Scouts for meter-reading service. 
The utility bought the pickup. 


The basic operating economies 


that are attracting many fleet and 
public utility men to this type of 


Be. 


for that solid feeling, Mr. Dealer— 


BROADEN YOUR BASE! 





J.t. CASE CO. ° 





vehicle are just as evident in the 
pickup as they are in the van. 

Meter reading calls for consider- 
able stop and go service where the 
engine idling time is high and this 
utility company found that it could 
save 50 percent on fuel consumption 
over the vehicles the Scouts were 
replacing. 

+ * 

f poe factors that impress the 

public utilities, especially from 
the standpoint of safety, is the 
greater visibility afforded the driver 
up front, especially when coming 
out of narrow alleys and runways 
in congested areas. The ability to 
negotiate heavy traffic more easily 
and the easy riding features are 
also noted. 

Among the businesses that have 
been large purchasers of the new 
light vehicles are dry cleaners and 
laundries; contractors and builders; 


Dependent on cars alone for income? 


Why stand on one leg—when your existing organization 
can handle high-profit sales and service of Case Utility 
Tractors? Many of your present customers use this 
equipment, need it in their business. New utility 
equipment prospects also buy cars! 

Man, here’s stability AND extra profits! 

Let us tell you the pleasant facts. 


(You’re in an ideal spot to handle this high-profit line 
with your existing organization and with no drain 
on your capital—Case carries floor plan for 6 months.) 


CASE. 


RACINE, wis. 
Ist in Quality for Over 100 Years 





es 


radio, TV and electrical 2ppliance 
servicemen; salesmen; stores which 
use them for general delivery; 
house-to-house food delivery firms: 
plumbing and heating firms, ang 
house decorators. : 

The reasons why these fi 
buy the compact vans are n —_ 
as varied as the vocations them. 
selves, once one gets oui of the 
basic realm of economicai opera. 
tion, ease of handling in traffic 
and comfort for the driver, 

One electrical contractor sa 
buys the vans because thet 7 
more space inside than in a com- 
parable panel, the driver can walk 
right into the truck for the things 
he needs on the job and the sides 
of the van make a good billboard 
for the company. 

ok * a 


For Special Orders 


A LARGE department store uses 

the vans for special order de- 
liveries because the load space ig 
larger than in the one-half-ton 
panel. These units allow workmen 
to handle bulky deliveries with a 
minimum of trouble yet are smaller 
and more maneuverable than the 
larger vans they replace. 

All servicemen who have to carry 
ladders, pipes and long products in 
their work like the lowness of the 
ladder or pipe racks on the roof. 

A firm engaged in diaper sery- 
ice likes the ease of loading from 
either the rear or side doors, the 
lower loading height and the 
driver comfort. This operator 
says his men love the truck and 
fight to take it out on runs. 

A laundry man says that where 
the van does an outstanding job for 
him is on the wholesale runs 
around the city where the driver 
may make as many as 20 calls ona 
run. This man says that, on a half 
day’s run in the city, this job saves 
him up to an hour of time because 
of its ease of handling. And, as he 

(Continued on Page 30, Col, 1) 


Truck Group Sees 
Need for Standard 


Service Records 


WASHINGTON, — Standardiza- 
tion of maintenance records is 
needed before trucking firms can 
determine the efficiency of their 
maintenance operations. 

That was the conclusion drawn 
from Phase Three of a continuing 
study on truck maintenance costs 
and practices being conducted by 
the Department of Research and 
Transport Economics of the Amer- 
ican Trucking Assns. 

A second major conclusion of the 
study was that there is an “increas- 
ing trend” among trucking com- 
panies to favor a “demand repair” 
rather than a “scheduled repair” 
basis for maintaining major vehicle 
components. 

The study explained that firms 
which utilize “scheduled repair” 
maintain their vehicles by repairing 
or overhauling their major compo- 
nents on a mileage or time schedule 
in the belief that such a system 
lessens the chance of a costly road 
failure or extensive damage to an 
entire assembly. 

Advocates of the “demand re- 
pair” school of thought, the report 
said, contend that “through normal 
preventive maintenance and inspec- 
tion procedures, potential failures 
of major components can be detect- 
ed and corrective steps taken be- 
fore the unit suffers a road failure.” 

While not endorsing either view- 
point, the study finds that the “de- 
mand repair’ method “appears to 
be gaining in popularity with 8 
number of fleets reporting that they 
have abandoned ‘scheduled re 
pairs.’ ” 


General Expands Facilities 


For Testing Truck Tires 

AKRON. — Tire-testing facilities 
have been doubled at General Tire 
& Rubber Co.’s 8%-mile oval track 
in Uvalde, Tex., where the firm's 
truck-tire tests are centered. 

General recently added a White 
Freightliner truck-tractor to its 
Uvalde test fleet, which allows it 
to double its testing capacity by 
pulling two instead of one trailer? 
on test runs, the company said. 
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jal purpose delivery vehicle 
commanding a premium price.” 

So unless you want to pick a 
yarrel, you will have to take our 
yersion of what is a compact truck. 
Iam pretty sure, however, that you 
will agree with us in our selection 
of the lines that are beginning to 
explode saleswise in the truck mar- 


ket place. 


Boom Bettors 

GUESS I will have to light a 
I lantern like Diogenes and go out 
seeking a truck man who does not 
see better than a million truck 
gales year next year and who isn’t 
convinced that the last quarter of 
this year will be the highest sales 
quarter of the last two years. 

Everyone I talked to at the Truck 
Body and Equipment and American 
Trucking Assns. convention was 
brimming over with enthusiasm 
over the truck outlook for the next 
year-and-one-quarter, at least. 
Truck manufacturers, dealers, body 
and equipment manufacturers and 
distributors all are convinced by the 
current trends in their markets 
that unless we have a severe down- 
turn in the national economy, the 
industry is in a near-boom era, 

I am speaking of sales, how- 
ever, and not of profits, 

The one bright spot in the profit 
picture seemed to be in the heavy- 
duty and extra-heavy-duty lines. 
Even here I occasionally ran into 
a dealer or maker who could not 
help but be glum about his ability 
to get a reasonable profit from the 
business that was being offered. 

Competition is so keen and so 
many are hungry for business that 
prices are being shaved to the 
bone, especially in fleet sales. 

* oa + 

HERE never has been but one 

absolute cure for a condition 
such as this and that is for the 
seller to sidetrack the “blue print 
and bid” business that is being of- 
fered and go out and sell his ve- 
hicle on its intrinsic merits and 
what it will do for the buyer. 

I have an idea that far too many 
of us are getting in a rut and are 
allowing our so-called salesmen to 
talk us out of cold approach selling. 

I am reminded of a good deal- 
er friend of mine who spent about 
15 minutes raking me over the 
coals for writing a piece uphold- 
ing the complaints, as he said, of 
“those chiselers” who were shop- 
ping cars in several dealerships 
before they bought at the low 
price. 

I had to remind him that those 
chiselers he was speaking about 
were the customers who kept him 
in business and that they didn’t 
learn the habit of shopping from 
among themselves, but from the 
lack of selling and the emphasis 
on buying old iron by many dealers 
who had done the educational job. 

Well, my friend is still wheeling 
and dealing and damning the chise- 
lers and complaining about lack of 
profits, even though he is still in 
business and doesn’t seem to be suf- 
as from the lack of high calorie 
ood. 


have dug a “no profit” well so deep 
that it is going to take almost a 
volcanic eruption to get them level- 
led off and back on a sound and 
level basis. 


ish and unnecessary that I just 
don’t seem to be able to keep 
from bursting out in a spasm of 
tirade the practice and 
habit every once in a while, al- 


* * 


Three Distributors Named 


To Handle Daybrook 


BOWLING GREEN, O. — Three 
new distributors for Daybrook 
truck equipment have been ap- 
pointed by Young Spring & Wire 
Corp. 

They are Fallsway Equipment 
Co., Munroe Falls, O.; Gaines W. 
Harrison & Sons, Inc., Columbia, 
S. C., and Felts Trailer & Equip- 
ment Co., Inc., Dothan, Ala. 


Hardest Sales of All 


S EVERYONE who has had sell- 

ing experience knows, selling 
against habit is the hardest selling 
that can be done. 

Yet every highly successful deal- 
er and most successful manufac- 
turers prove day after day and 
year after year that sound selling 
combined with proper service in- 
variably results in profitable busi- 
ness. 

I will have to admit that in the 
truck business there are at least 
two vocational markets where the 
hungry manufacturers and dealers 


Two Branch Managers 


Appointed by Mack 


PLAINFIELD, N. J.—Mack 
Trucks has announced the appoint- 
ment of two branch managers. 

They are Ralph R. Holmdohl in 
St. Louis and George A. Berndt jr. 
in Albuquerque. Holmdohl succeeds 
E. O. Kampmeier, who has resign- 
ed. Berndt was promoted from sales 
ee eontative to succeed Holm- 
onl, 
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though I know my screeching 
has about as much effect as it 
would if I were to spit in the 
Atlantic Ocean. 

Fortunately, I see indications of 
forces that are in action in various 
quarters that have all the earmarks 
of bringing some sanity back to 
what is now a chaotic condition. 

And again, fortunately, these 
forces are being motivated by the 
larger manufacturers with the 
greatest number of dealers. 

+ * * 


I CONFIDENTLY expect to see 
the truck business back on a 
basis that I once knew—when truck 
salesmen in the main were trans- 
portation engineers, who went out 
and analyzed the prospects trans- 
portation needs and made sugges- 
tions (that included his products 
naturally) that would benefit the 
operator. 

I knew a truck dealer some time 
ago who got at least 50 percent of 
his business over the telephone. His 
men did not have to go out and bid 
in the iron or even pre-price the 
job down to the last penny. The 
customers had confidence in that 
dealer, in his honesty and integrity, 
and they would get a full dollar or 
more in value for every dollar they 
spent with him. 

I know a dealer today who isn’t 


Northwest Railroads 


Offer Piggyback Service 


PORTLAND, Ore. — Pacific 
Northwest railroads, in a bid to 
recapture auto-freight business 
from truckers, are offering piggy- 
back service to and from the 
Midwest and Southwest at rates 
now applying for box-car service. 

Two railroad-owned trailers 
will be loaded at the shippers’ 
place of business. The rate for 
to the city of destination, then 
towed by truck to consignee’s 
place of business, hauled by rail 
the two trailers mounted on flat 
car will be the same as for a 
single box, depending on the class 
of freight, it was said. 





afraid to build up three to five 
heavy-duty tractor-trailer refrig- 
erated jobs without an order or a 
that 
He 
customer’s lot so that when the 
customer needs a unit in a hurry, 
all he needs to put a new job to 
work ig to issue a purchase order 
and get the keys to one or more 
of these new jobs. 

And this dealer today brags that 


stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing like 
stainless steel for 
THE AUTOMOTIVE INDUSTRY 


McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 
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he was over “$30,000 worse than 
being broke” one year after he had 
gone into business for himself. 


These are thousands of dealers 
whose principles are as high as 
these and who I believe have just 
as much integrity but seem to be 
afraid to let their integrity and in- 
nate honesty show through their 
protective armor, 

I know men at the top of leading 
manufacturers in the two vocations 
I spoke about whose own integrity 
and honesty couldn’t be questioned 
but who, in the face of desperation 
and a declining market for their 
wares, let their men lead them 
down a path that has practically 
ruined their industry. I hope they 
have the fortitude to retrace their 
steps and get on sound ground. 

* * * 


Truck Masterpiece 


I WANT to compliment whoever 
in Chevrolet got out the “1962 
Chevrolet Truck Engineering Fea- 
tures” booklet. It is not only well 
prepared but also to me is one of 
the best truck line catalogs it has 
ever been my privilege to look 
through. 

I don’t see how anyone interested 
in trucks can’t help but read 
through this booklet if it comes to 
his desk. 





Look for the STEELMARK 
on the products you buy. 


MICLOUTH STAINLESS STEEL 
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After First Year on Market... 





Compacts Shake Up Truck Field 


(Continued from Page 28) 
says, “in this business, time is 
money.” 
ed ok ce 

MEAT-MARKET operator says 

that it has the space to load 
many orders at one time and, when 
the driver has to make deliveries 
for home freezers, the ease of load- 
ing and unloading heavy packages 
is of prime importance. 

One baker tried out one of the 
new vans primarily for building 
new routes. He fitted it up with 
special sliding racks on which they 
could put samples of all of the prod- 
ucts of the bakery. 

“Two men are assigned to the 
truck and sent into a new area,” 
he said. “They drive slowly up 
each street, making house-to- 
house solicitations for business 
as they go. At each stop, the 
side doors are opened and the 
customers are able to view the 
selection of baked goods as the 
drawers are pulled out.” 
Vending - machine operators find 
the new vans an answer to their 





problems of carrying fragile glass 
bottles, keeping the load protected 
and still have the advantage of ease 
of getting at the various products 
in the load. i 

* 


Tools Protected 


ONTRACTORS find both the 

van and the pickup advantag- 
eous. The van protects the tools 
and supplies their men take out to 
the job and also provides cover for 
them during sudden storms. The 
pickup also enables them to load 





Buyer Pays for New Car 


With Bucket of Dollars 


CENTERVILLE, S. D.—An out- 
of-town visitor walked into Hansen 
Motor Co, here and told Dealer 
Julius Hansen he liked the new 
Ford in the window and would be 
back with the money. 

The visitor wasn’t kidding. He re- 
turned with a bucket full of silver 
dollars, counted them out and drove 
away with the new car. 


and unload heavy pieces of equip- 
ment or supplies easily. 
Florists are finding the vans ideal 


for their deliveries as they can.take ® 


the tallest potted plants and palms 
in the units and still get at any part 
of the load with ease due to the 
wide side door. 

Not only is the new light truck 
finding many surprising niches in 
the transportation of products 
but it is also taking the place of 
the station wagon or the small 
bus in passenger transportation. 
Pupil-transportation applications, 
especially for special schools or 
areas of sparse population, are 
constantly increasing. 

Another tremendous market for 
these van units has been pointed 

out by Dynamic Center Engineering 
Co., Inc., Norcross, Ga., which has 
put six of these units in the field 
as demonstration units equipped 
with the company’s service tools 
and which will go around from 
jobber to jobber to demonstrate “on 
the job’ how Dynamic Center’s 









*Use of registered trademark permitted 


A Time Saver— 





Department stores have found that compact vans are time savers. The time spent 
loading furniture and appliances is reduced by the side doors. It is a double saving— 


once at the warehouse and once at the place of delivery. 
* 


tools will do a better job for the 
service shop. 
ok aa ” 


EALERS should not overlook 

the recreation field either as 
these small units are finding favor 
with families who like to go camp- 
ing but do not wish to invest in 
a special unit for this activity. The 
vans offer many advantages and 
several camping outfitters are in 


THEY'LL SELL BIG IN '62!— what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
fo stock up! J Pictured here is one of 
Hickok's beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
ent colors to match car interiors. The webbing 
is of super-strong Du Pont nylon—so you get 
the extra sales power of the Du Pont name, a 
recognized symbol of quality. Make sure you're 
ready for the big rush by ordering now! Write to 
American Safety Equipment Cor- 
poration, 261 Madison Avenue, 
New York 16, N. Y. for more 
details on “Hickok” seat belts. 


8E6.y. 5. par Ort 
Better Things for Better Living 
+ +» through Chemistry 


* * 


the market with equipment that 
can be easily put in and taken out 
of the units for weekend trips. 

When a compact is demon- 

strated, the prospect becomes the 
salesman in many instances, deal- 
ers have found. The prospect 
points out to the salesman where 
the unit overcomes certain ob- 
jectionable features in his present 
form of transportation. 

These smaller units seem to be 
filling a part in the product trans- 
portation picture that has been a 
void until the compacts were put 
on the market. 

In fact, the growth in sales of 
this unit has been so fast that no 
factory sales department has yet 
caught up with the reasons why 
many vocations are switching to 
these units. 

And dealers and their salesmen 
will only find out by making calls 
and demonstrations. 










Defective Trucks 
Put Off Road in 
Turnpike Check 


WASHINGTON. — A five-day 
check by inspectors of the Inter- 
state Commerce Commission dis- 
closed that one of every 10 trucks 
using the Pennsylvania Turnpike 
was seriously defective. 

The Federal inspectors checked 
1,619 vehicles and ruled 163 of them 
off the road for repairs. Many other 
tractor-trailers and trucks were 
found to have minor violations. 
They were put on report, but per- 
mitted to continue en route. 

The testing was undertaken by 
the Federal agency at the invita- 
tion of the Pennsylvania Turnpike 
Commission. It was the second such 
invitation. 

Last year, ICC inspectors made a 
similar check on the turnpike, the 
first such inspection of any toll road 
in the nation. The Federal inspec- 
tors since then have been invited 
to the Ohio and New York State 
toll roads. The inspectors normally 
are restricted to nontoll roads. 

One inspector said many of the 
drivers halted for examination ex- 
pressed gratitude for the tests. 

Inspectors said most violations 
were found in owner-operated rigs. 
The 163 vehicles found with serl- 
ous violations were ordered off the 
highway until the defects were cor- 
rected. Of the total, 142 had faulty 
brakes, eight had steering defects, 
two had faulty lights, five had 
faulty couplings, six had bad tires, 
two had fuel leaks and one had 4 
bad wheel. 


U.S. Bureau Notes 
Rise in Shipments 


Of Truck Trailers 


WASHINGTON. — Factory ship- 
ments of all types of complete truck 
trailers during August amounted 
to 4,815 units valued at $26.3 mil- 
lion, according to the Census Bu- 
reau. 

Shipments were 22 percent ahead 
of July’s 3,955 units and 24 percent 
ahead of July’s dollar value of $21.1 
million. 

The latest figures also were well 
above the August, 1960, totals of 
4,142 units valued at $23.8 million. 

In August of this year, shipments 
of trailer chassis sold separately 
amounted to 176 units valued at 
$462,000. The July totals were 298 
units valued at $724,000. 

Complete truck trailers include 
trailers produced on purchased 
chassis. 
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Mt Flect Executives’ Meeting... 


Maintenance Termed 
Key to Lower Costs 


(Continued from Page 26) 


excessive road service expense, 
gnavailability of vehicles, reduc- 
tio in driver productive time 
and increase in vehicle replace- 
ment cost may be the penalty 
for trimming the maintenance 
cost too severely. 

“On the other hand, an elaborate 
maintenance program designed sev- 
eral years before may be expensive 
put accepted as a necessary evil. 
This program may actually account 
for more than a reasonable share 
of the total operating expense.” 

* ok * 

MMEDIATELY following the 
I opening general session, the con- 
ference broke up into several semi- 
nars, workshops and problem clin- 
ies to explore such subjects as the 
effect of sustained high speeds on 
motor vehicles, problems in meeting 
safety requirements, parts stocking 
and control and recruiting and 
training mechanics. 

Much of the ability of frozen 
foods to retain their original taste 
and quality long enough to reach 
the dining table rests with the na- 
tion’s motor fleet industry. 

And the reason, according to 
Dr. Helmut Charles Diehl, chair- 
man of the Frozen Foods All- 
Industry Coordinating Commit- 
tee, and nationally recognized 
authority is that: 

“Frozen foods have a memory 
when they are abused in transit by 
temperatures that are above their 
optimal requirements. They remem- 
ber their ride to market.” 

Dr. Diehl pointed out that refrig- 
eration is one of the “great tech- 
nical developments of this century” 
and that its “widest and most ef- 
fective practical application” is in 
the protection of perishable com- 
modities. 

“We know positively today that, 
if one desires to maintain the 
unique properties of frozen foods, 
it is not enough to keep them 
frozen, so that the packages will 
resist squeezing with the hands or 
the fingers. For it has been shown 
that if frozen foods are held at 
temperatures above their optimal 
requirements, their desirable prod- 
uct quality may be lost. The higher 
the freezing temperature, the faster 
the rate of quality loss.” 

A feature of the exposition was 
the presence of research engi- 
neers and designers responsible 
for the products and services that 
are keeping the nation’s motor 
fleets on the road. 

Many of the exhibits are staffed 
by research engineers and design- 
ers, rather than sales personnel, 
and according to James D. Mann, 
managing director of the Private 
Truck Council of America, “this is 
really unusual.” 

* ok * 
R R. NOBLE, chief engineer— 

* Dodge truck design and devel- 
opment, called attention to the vital 
and—‘“in too many instances” — 
neglected role that brake systems 
play in the trucking industry. 

Speaking before a maintenance 





McHale’s New Firm to Handle 


Truck and Trailer Supplies 


SACRAMENTO, Calif.—Art Mc- 
Hale, manager of Truck Parts & 
Equipment Co., 400 N. 16th St., for 
13 years, has established a new 
business, Truck & Trailer Supplies 
Co., 414 N. 16th St., with E. S. Mc- 
Kenzie and C, A, Joyner. 

The company will specialize in 
brake and exhaust systems for 
heavy-duty trucks, McHale said. 

Harvey Powell, a salesman, has 
Succeeded McHale as manager of 
Truck Parts & Equipment Co. 
Truck Parts & Equipment is a dis- 
tributor of wheel oil seals, truck 
accessories and parts. 


U-Haul Turns to Trucks 


PORTLAND, Ore.— U-Haul Co., 
which has its headquarters here, 
has announced it will enter the 
truck rental business on a one-way 
basis and provide for public par- 
ticipation. According to Officials 
here, the plan is similar to the well 
rn U-Haul trailer rental busi- 
ess. 





problems clinic, the Dodge truck 
engineer said: 

“In other words, the brakes are 
doing about 10 times the amount 
of work that the engine does. For 
normal stops the brakes usually 
work at about 30 percent or less 
of this maximum capability. But 
when needed for maximum per- 
formance, they must not fail.” 

Noble called attention to the fact 
that brake systems are subjected to 
adverse elements such as mud, 
water, salt and dirt and frequently 
do not receive the periodic exami- 
nations that the engine gets but are 
still required to out-perform the en- 
gines 10 times over. 

* * ca 
= said brake systems are 
probably the hardest working 


require periodic inspection and 
maintenance to do their job. 

“If we treated the brake system 
to the same ‘tender loving care’ we 
give the engine, our vehicle braking 
problems would be reduced to an 
absolute minimum,” he said. 


Noble lauded the progress of 
brake producers, automotive 
manufacturers and technical 
groups in developing brake sys- 
tems that are safe, dependable, 
durable, relatively simple in de- 
sign and economical. 

“We can expect developments 
which will minimize the problems 
of adequately maintaining the 
braking system,” he said, “but I 
know of no developments which 
will eliminate the requirement for 
a good maintenance program. 


“A good maintenance program 
must be supplemented by drivers 
who do not abuse the brakes 
through carelessness or lack of 
proper training. 

“Drivers must be trained in the 
proper method of using the brakes 
and must promptly report unsatis- 
factory operation. With prompt cor- 
rection of deficiencies reported by 
the drivers and regular inspection 
and adjustment, brake systems can 
be maintained in safe operating 


component on a vehicle and they! condition.” 


TBEA Draws Exhibitors— 
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This year's truck body and equipment exposition of allied products was held con- 
currently with the annual Truck Body & Equipment Assn. Convention had an increase 
of nearly 75 percent more exhibitors and spaces sold than in any of the previous 
shows held during the 14-year life of the association. The big increase in exhibits 
and exhibitors is being hailed as evidence in the growing appreciation of many 
suppliers of the importance of this branch of the truck industry. The exhibition was 


held in the Sherman Hotel, Chicago. 
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THE SUN F.Z. TACHOMETER 


Whether on rugged winding mountain grades or sleek 
international speedways, the Sun FZ Tachometer de- 
livers a steady, precise reading that lets you drive with 
confidence. One piece construction, Zener circuity and 
99% accuracy, plus Sun’s famous “BUILT IN QUALITY” 
combine to give the FZ Tachometer unmatched de- 
pendability under all driving conditions. For Trucks, 
Passenger, Sports and Racing Cars, Tractors, Busses 
and Marine inboard engines, Sun FZ Tachs are Tops 
for Dependability. 


THE SUN VAC-O-METER 


The Sun VAC-O-METER lets you drive with an eye on 
economy. When you keep the pointer in the Green 
economy band, you cruise at gas saving speeds, and 
you reduce engine and tire wear. The VAC-O-METER 
also lets you keep an eye on your engine condition— 
steady gage readings at idle speed indicate a satis- 
factory running condition—erratic pointer action indi- 
cates the need for engine adjustment. Install a Sun 
quality VAC-O-METER and enjoy new driving economy. 


ft Protciiow 


THE SUN BAT-O-METER 


Electrical ignition failures are costly, inconvenient and 
avoidable. The Sun BAT-O-METER shows you the applied 
voltage of your electrical system, actually indicates the 
electrical condition throughout the entire starting through 
charging cycle. Any ignition failure is quickly and posi- 
tively indicated on the BAT-O-METER. You catch failures 
before they become serious breakdowns, saving time 
and money. For complete protection and top economy, 
do as thousands of wise drivers have done—install a 
Sun top quality BAT-O-METER, 


For unmatched dependability ...economy ...and protection...use the 
best—Install famous SUN quality instruments and Know What's Happening. 





See your nearest distributor or write... 


Uk ELECTRIC CORPORATION 


TACHOMETER DIVISION 
. CHICAGO 31, ILLINOIS, US.A 


HARLEM AND AVONDALE 
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EXCLUSIVELY YOURS 


FoMoCo Genuine Parts for 18,000,000 | pomemenapar i 
Ford-built Cars and Trucks 


Over 18-million registered Ford-built cars and trucks are on the American for the Ford Family of Fine Cans 


Road today. This assures Ford Motor Company dealers of a constant demand 
for service parts. You have two profitable parts businesses under one roof— 
retail and wholesale—with just one inventory. And, as a parts jobber, Ford pays 
you a jobbing incentive. ; 3 7 — 2 A F 
Sales around the country attest to the great advantage our dealers enjoy over 
major competition in the parts replacement field. And our dealers agree, it’s 
because Ford backs them up all the way with this four-point parts service program: 


1. Broad coverage. Over 125,000 FoMoCo part numbers are carried in stock. 
This large supply of parts covers not only the recent models but also older 
model Ford-built cars and trucks that are still in operation on the roads 
today! Included in this coverage is a line of Authorized Reconditioned 
Parts. Many Ford Motor Company parts also are applicable to a wide 
variety of other-make cars and trucks. 


. Ready availability. FoMoCo part stocks are maintained in 25 regional depots 
around the country backed by the National Parts Depot in Livonia, 
Michigan, which in itself stocks 100,000 parts. In the event dealers need 
parts not in stock, efficient systems provide for rushing the items to them. 
One such system is the 24-hour-a-day, 7-day-a-week automatic order-taking 
service which records parts orders electronically. Another is the TWX 
system-teletypewriter exchange service which makes possible direct written 
orders to the national and regional parts depots. for the Fond Fomul 


. A high, uniform standard of quality. FoMoCo genuine parts are engineered FORD THUNDERBIRD MERCURY 
and closely controlled during manufacture to the highest quality standards . dail daha 
right from the start. They are engineered and tested to work as a team Fr a NY) i) 
for best performance and longest life. In addition, a parts inspection facility 
is maintained at the National Parts Depot which constantly checks the 
quality of parts shipped from Company plants or outside vendors. 

. Competitively priced. FoMoCo's Parts Pricing Board eliminates non- 
competitive prices and keeps your stocks competitive with up-to-the-minute 
price changes. 

These and many other advantages belong to dealers with the Ford Motor 
Company franchise. Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 
Ford: Falcon, Galaxie; Thunderbird « Mercury: Comet, Monterey; Lincoln Continental ¢ English Ford Linee 
Ford Trucks e Industrial Engines e Farm and Industrial Tractors and Equipment e Special Military Vehicles « 
Autolite Spark Plugs, Batteries and Ignition Parts e Aeronutronic—Products for the Space Age « FORD MERCURY THUNDERGIAD 
The American Road Insurance Company e Ford Motor Credit Company Ps vt 
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Dimmitt Opens New Headquarters— 


New truck headquarters has been opened by Larry Dimmitt, Inc. (Chevrolet), 909 
Park St., Clearwater, Fla. The property has 120 feet frontage and runs 100 feet deep 
with paved area to display up to 45 trucks. Truck service will be carried out at 
Dimmitt’s downtown location. Sales at the new location during the first month's 
operation nearly doubled previous months’ sales, it was reported. 


Van Chevrolet Moves in Kansas City 


KANSAS CITY.— Van Chevrolet | rolet. Cecil Van Tuyl, president, has 
has moved from 2900 Truman Rd.| appointed E. E. Massengill general 
to 6300 Johnson Dr., Mission, for-| manager. Massengill formerly was 
merly occupied by Hoehn Chev-/ manager of Hoehn Chevrolet. 
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Doubled in 6 Years, IH Says... 


Rebuilt Parts Sales Up 


(Continued from Page 26) 


search and engineering staffs to as-| parts represent a growing potential, 


sure quality comparable to original- 
equipment parts. 

To meet its growing demand for' 
rebuilt parts, IH has developed a 
network of nine centers throughout 
the nation. These are staffed by 
specialists whose only activity is 
rebuilt parts production. Twelve IH 
parts depots handle distribution of 
both rebuilt and new parts. 

All company rebuilding centers 
are in cities where parts depots 
are located. This facilitates place- 
ment of finished goods into dis- 
tribution channels and assures 
prompt availability of new indi- 
vidual parts required for the re- 
building process. 

Truck operators, both fleet and 
individual owners, are buying re- 
built parts. While new parts con- 
tinue to account for the largest 
volume of IH parts sales, rebuilt 


the company believes, 
* cd * 


“re experience, truck op- 
erators have learned that they 
can obtain new part performance at 
substantial cost reductions with IH 
ReNEWed parts,” Adams said. To- 
ward this end, the company has 
conducted an aggressive program 
of sales and merchandising activi- 
ties. 

The main advantage IH stresses 
for its rebuilt parts is that they 


Divco Picks Mid-Atlantic 


DETROIT.—Divco Truck has ap- 
pointed Mid-Atlantic Warehousing, 
Inc., Newark, N. J., as its world- 
wide export distributor. Philip L. 
Zuckerman, vice-president of Mid- 
Atlantic, wil] supervise overseas 
sales of Divco trucks and genuine 
Divco parts and accessories. 





Sell the World’s Most Complete Line 








Dump Truck Bodies and Hoists 
Steel and Aluminum 
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Off-Highway Dump Bodies 
with Hydraulic Dumping 
Mechanisms 


Heavy-Duty Dump Bodies and 
Heavy-Duty Hoists 









Load Lugger and Huge Haul 


Hydraulic Elevating Tailgates 
Detachable Container Systems 


2,000, 3,000, 4,000-Ib Capacities 





MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee, Wis.; Hillside, N. J.; Lancaster, Pa.; 
Cleveland, Ohio; Modesto, Calif. 








Dump Trailers 
(Patented Hy-Spill type shown above) 
Steel and Aluminum 






Colectomatic Refuse 
Collection Bodies 








Milk Transports 


Plastic and Stainless Steel 


Sales Offices: Hillside, N. J.; Washington, D. C.; Atlanta, Ga.; Cleveland, Ohio; 
Chicago, IIl.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
Los Angeles, Calif.; Seattle, Wash. 


of Hauling Equipment-FJ BIL 


The Heil line is unmatched both for range of products and quality of 
design, engineering and performance, Your Heil distributor has the 
complete story on any or all equipment listed here... see him soon 
and be sure your trucks are equipped with the finest you can buy. 
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Hydraulic Hoists for Stake Bodies. 


Twin-arm, Head-mount Telescopic, 
Twin Telescopic 





Petroleum, Chemical and 
Liquid Food Transports 





Cement and Bulk Transports 








= a 
cost approximately one-third less 
than new parts. Further eco iOmieg 
to the customer can be a\ ailable 
through salvage value of parts 
turned in. 


Another factor in the SUCCess of 
the IH program, according to 
Adams, is the Selectivity with 
which the company operates in 
the rebuilding business Only 
parts than can be restored to or- 
iginal equipment standards are 
rebuilt, he said. 

At present the IH lineup o " 
NEWed parts includes: Crea 
shafts, clutch pressure plate assem- 
blies, clutch lined disk assemblies 
carburetors, hydrovacs, generators, 
starting motors, water pumps, shut- 
terstats, windshield wiper motors 
and, recently introduced, a com- 
plete line of parts for the IH air- 
brake system, 

* * * 
5 pre IH rebuilding process in- 
cludes seven basic steps for 
each part handled. These are: 


1. Inspection. Visual and machine 
testing are conducted on all Parts 
before they are accepted for re- 
building. 

2. Dismantling, Units are torn 
down. As this takes place, further 
testing is carried out to assure ac- 
ceptability for rebuilding. 

3. Cleaning. Dirt, foreign matter 
and grease are removed from all] 
parts. 

4. Replacement of individual 
parts, Many new parts go into the 
rebuilding process, Evaluation by 
specialists determines when these 
new parts are needed. 

5. Assembly. Each part is reas- 
sembled according to factory spe- 
cifications. All rebuilding stations 
have the same blueprints and spe- 
cifications that are used in original- 
equipment production, 

6. Inspection and testing. Each 
part is tested for proper operation 
after reassembly. 

7. Packaging. Each part is then 
packaged in a carton designed to 
protect it during shipment and 
storage. Before packaging, all inlet 
and outlet openings are sealed, and 
rust preventative is used when nec- 
essary. 


Truck Leasers 
Convene, Hold 


Panel Sessions 


CHICAGO. — Workshops on the 
operation of a truck-leasing busi- 
ness highlighted the 17th annual 
meeting here of the National Truck 
Leasing System. 

Among the general sessions was 
a panel on the utilization of private 
carriage in the distribution of prod- 
ucts. 

New officers are: Nathan Katz- 
man, New York City, president; 
W. C. Warren, Rochester, N. Y, 
vice-president; Carl Carson, Mem- 
phis, treasurer; C. L. Baker jr., Dal- 
las, secretary, and James Trainor, 
Halifax, N. S., vice-president for 
Canada. 

Elected to serve on the Executive 
Committee were Ben Spina, Read- 
ing, Pa.; John Bartol, Bridgeport, 
Conn.; Sheldon Ackerman, Lima, 
O.; William Harvey, Salt Lake 
City; F. R. Gaylord, New Orleans; 
W. Howard Amor, Cleveland, and 
past-president Frank Max jr., Bal- 
timore, ex officio. Martha Dunlap 
continues as executive director. 

Delegated to serve on 4 newly 
formed Regional Council were Rob- 
ert Bush, St. Louis, Central region; 
R. J. Soulen, Hartford, Eastern re- 
gion; Charles Harris, Tulsa, South- 
west region; P. N. Ludowissi, Mil- 
waukee, North Central region; 
Frank Boyd jr., Birmingham, Ala, 
Southeastern region; Robert Wil- 
helm, Portland, Ore., West Coast 
region, and Hirschel C, Samit, Mon- 
treal, for Canada. 





ATA Official Deplores Use 
Of Unregulated Carriers 

CEDAR RAPIDS, Ia.—A truck- 
ing industry spokesman has de- 
plored the use by shippers of un- 
regulated trucking firms, whose il- 
legal activities, he said, have cost 
railroads and regulated trucking 
companies “several billions of dol- 
las annually in freight revenues. 

The attack on the socalled “gray 
area” trucking operators, whose 
services are available to shippers 
at wildcat rates evading state an 
Federal regulation, came from Ray 
G. Atherton, Washington, general 
manager of the American Trucking 
Assns. 
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fhallenges Met, ATA Chief Says... 


—_—_— 


Truckers Improve Efficiency 


(Continued from Page 26) 


industry, much of the industry 
would die and only the biggest, 
most powerful, most ferocious dogs 
would survive,” he said. 

Tucker warned that oblitera- 
tion of distinctions between com- 
mon and contract carriage could 
result in a rise in “gray area” 

rations that would weaken 
poth types of service. 

Webb said the ICC has no plans 
“9 interfere in any way, shape or 
form with the safe conduct of 
private trucking operations.” But 
he added that Federal regulation 
of private carriers is not “unthink- 


” 
able. eae 


— Kennedy, president of 
ATA’s Local and Short-Haul 
Conference, called for stronger 
measures to curb operations of 
“gray-area” companies. 

The burden of investigation of 
suspected ICC violations and the 
fling of complaints with the Bu- 
reau of Motor Carriers should not 
rest on the carrier which operates 
within the law but should be the 
responsibility of the government 
pody charged with policing the in- 
dustry, he said. 

Welby Frantz, ATA chairman, 
predicted a more cooperative at- 
titude among all common carriers 
aimed at the solution of mutual 
problems. He called for an end to 
“feuding in the transportation busi- 
ness,” urging all carriers to squeeze 
emotions out of their dealings with 
one another. 

Firestone Tire & Rubber Co. 
announced a new truck tire at a 
press conference in connection 
with the convention. It was de- 
scribed as a six-ply tire with a 
12-ply rating. 

Nearly twice as much tread wear 


Allison to Add 
TC-400 Model to 


Converter Line 


INDIANAPOLIS. — Allison Divi- 
sion of General Motors soon will 
begin production of a new heavy- 
duty Torqmatic Converter for use 
in oil field and industrial applica- 
tions in the 150-250 horsepower 
range, it was announced by R, E. 
Lynch, manager of transmissions 
operations. 

Designated Model TC-400, the 
converter is designed to handle 600 
net foot pounds of engine torque 
at engine speeds up to 3,000 revo- 
lutions per minute. The TC-400, 
newest addition to the Allison Torgq- 
matic converter line which includes 
the TC-300 and the TC-500, was de- 
signed to meet the expanding need 
for flexibility of power application 
in the 150-250 horsepower class. 

The new three-element converter, 
which features torque multiplication 
ratios up to 3.6:1, incorporates fluid 
coupling range as standard with 
field-proved “freewheeling” for in- 
creased operating efficiency. 
_Optional features include automo- 
tive and industrial-type outputs, 
governor control drive, and over- 
center input disconnect clutch with 
overspeed lockup for applications 
such as cranes and shovels utilizing 
power load-lowering. 

The TC-400 can be made avail- 
able with a rear disconnect adapta- 
tion so that the converter can be 


installed with a variety of trans- 
missions. 








3-Wheel Vehicles Save 


Time, Money, User Says 


PHILADELPHIA. — Use of two 
Cushman three-wheel utility ve- 
hicles equipped with special van 
bodies for restocking vending ma- 
chines is paying off in a number 
of money-saving ways, according 
to Glenn A. Baldwin, a Lincoln 
ae.) candy and tobacco distrib- 

or. 


Baldwin, owner of General To- 
bacco & Candy Co., said a conven- 
tional delivery truck he had used | 
for distribution lacked the ability 
to park and maneuver easily while 
Making deliveries in crowded or 
confined areas. 





over current tires was predicted by 
Raymond C. Firestone, company 
president. Impact resistance has 
been increased by 72 percent and 
the tires run 65 degrees cooler, he 
added. 

The new tire also was said to 
provide a 6 to 8 percent reduction 
in weight, as much as 50 pounds 
per axle, and give more uniform 
wear across the tread surface. No 
change in wheel or rim is necessary 
to use the tire, the spokesman said. 

The need for a national transpor- 
tation census was debated by rep- 
resentatives of the trucking. indus- 
try, truck manufacturers and the 
Federal government. 

It was said that a military cen- 
sus of trucks now is being made 
by the National Defense Transpor- 
tation Assn., a nongovernment 
agency, and that the information 
will be classified and available only 
to the military. 

Those involved feel a national 
census is necessary, but say the 
information obtained should be 


available to anyone in the indus- 
try, especially the truck manu- 
facturers and others who have to 
forecast truck needs. 

Clarence A. Kelley, president of 
Dixie Ohio Express, Inc., Akron, 
was elected president of the ATA, 
succeeding John J. Gill, the first 
private carrier to head the associ- 
ation. 

* * OK 


ENRY E. MANKER, Proto Tool 

Co., Los Angeles, was reelected 
president of the association’s Pri- 
vate Carrier Conference, and A. E. 
Greene jr., Johnson Freight Lines, 
Inc., was named chairman of the 
Regular Common Carrier Confer- 
ence. 

It was announced that Allstate 
Insurance Cos. has become the 
33rd member of the ATA Founda- 
tion, the first insurance company 
to affiliate with the organization. 

The Irregular Route Common 
Carrier Conference announced pub- 
lication of a comprehensive study 
of truck-leasing regulations. 

Henry A. S. van Daalen jr., con- 





One of a Family— 


This is one of 12 engines in Detroit 
Diesel Division's series of multifuel en- 
gines ranging from 20 to 650 horsepower. 
Above is the 6V-53 commercial truck en- 
gine, developing 195 horsepower on diesel 
fuel. The engine has a 23:1 compression 
ratio and can operate efficiently without 
modification while using either diesel oil, 
kerosene, jet fuel, compression ignition 
fuel or combat gasoline. 


ference executive director, said the 
book is the only compilation of ICC 
rules on motor-carrier leasing ever 
published. 


L-M to Expand 
Program to Cite 


Top Salesmen 


DEARBORN.—An expanded 
program to provide recognition for 
outstanding retail automobile sales- 
men has been announced by Lin- 
coln-Mercury Division. 

The new sales award program to 
be carried out by the division’s 
sales council will provide recogni- 
tion in five award categories with 
incentives to include savings bonds 
and expense-paid vacations. 

Additionally, the award program 
provides salesmen with information 
to encourage and aid their partici- 
pation in community affairs, said 
Delbert Johnson, L-M training op- 
erations manager. The expanded 
program also will include several 
forms of special recognition for 
outstanding dealership sales man- 


Galion Names Distributor 

SEATTLE.—Allied Body Works, 
Inc., has been appointed distributor 
for Galion Allsteel Body Co., Galion, 
O., according to C. W. Bull, Allied 
president. 
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the most famous name in Heavy-Duty Service 


here’s why the profit 
opportunities are so great: 


20% of all U.S. vehicles 
are trucks and commercial 


Present truck service facil- 
ities cannot take care of the 


Per-unit sales on truck 
service are much larger, 
more profitable than pas- 


Shops equipped with truck 
service keep operators and 
equipment busy more of 


Truck owners are more 
service conscious than pri- 
vate Car owners. 
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In the new Bear Truck Service GUIDE 
BOOK, you'll find equipment like the 
Truckster Service shown on the cover 
of this Book. It fits in a space 1314’ x 
1414’ and enables you to handle aline- 
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this GUIDE shows 










BEAR MFG. CO., Dept. A-10, Rock Island, Illinois 


Without cost or obligation, send my FREE Truck 
® Service GUIDE BOOK. 


(Write Name and Address in Margin Below) 


a you how to meet your 


EYSPACE and BUDGET 
S\ REQUIREMENTS! 


ment, front axle and rear housing cor- 
rection on all cars, trucks, buses and 
tractors. The GUIDE also covers Heavy- 
Duty Wheel Balancing, Frame and Body 
Services as well as Axle Presses. Mail 
the coupon for your FREE copy TODAY! 
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Dealer Can Cure Errors, Make Friends .. . 


Truck-Body Mismatches Scored 


By Jack Weed 
Truck Editor 


HICAGO.—T wo fleet managers 

pleaded for better cooperation 
and communications between chas- 
sis manufacturers, body builders 
and equipment manufacturers at 
the recent Truck Body and Equip- 
ment Exposition here. 

Because, to a greater or lesser 
degree, the same conditions they 
were bringing out in the open 
also exist in the furnishing of 
transportation equipment to the 
individual buyers, the points 
brought out by these two opera- 
tors of national repute should be 
of more than passing interest to 
the truck dealer and his sales- 
men. 

H. G. Steigerwalt, Division Trans- 
portation Director, Sealtest Foods, 
Eastern Division, was frank in his 
criticism of the “vast amount of 
buck-passing and general breach 
of communications and individual 
responsibilities, which exists be- 
tween truck chassis manufacturers, 
body builders and equipment. sup- 
pliers.” 

“All too often,” he said, “this con- 
dition has resulted in costly delays 
in the production of completed ve- 
hicles and in some cases to more 
costly modification before the vehi- 
cles are serviceable.” 

os +* * 

DWARD J. SCHMIDT, automo- 

tive superintendent, REA Ex- 

press, Chicago, said, “Generally, it 
is the accumulation of a lot of little 
things, which are easily overlooked, 
that causes trouble.” 

After enumerating a number of 
the things that have caused REA 
unnecessary trouble and expense, 
Schmidt said, “It is taken for 
granted there will always be a 
certain amount of human failure 
that goes into the building of any 
equipment. 

“I have tried to cover items 
that are not attributable to this 
cause, but we know that it is 
necessary to have good supervi- 
sion throughout the various steps 
in assembly to obtain good re- 
sults. There must be an overall 
supervision that will coordinate 
all these functions to prevent 
many of the conditions.” 

This seems to be the role the 
truck dealer or his salesman should 
perform for his customers. The 
dealer is in a better position to 
make certain many of the annoying 
and costly errors that are made do 
not go uncorrected on the jobs he 
sells, 

Among many of the things 
Schmidt pointed out were to make 
certain that gas tanks were prop- 
erly installed to eliminate any pos- 
sibility that the gauge does not 
function due to lack of proper 
ground and make sure that the 
battery is positioned to obtain the 
best accessibility and not be buried 
in places that cause loss of time 
in servicing. 

of * * 

E URGED the same for air 

cleaners and oil filters, and sug- 

gested proper radiator mounting 
on walk-in units for easy engine 
changes without removing a large 
number of brackets and supports 
from the chassis and body. These 
brackets should be mounted so that 
they can be easily removed through 
the front rather than having to lift 
them up through the cab compart- 
ment. 

Grille, front panel and bumper 
assemblies should be designed so 
they can be removed with a nor- 
mal amount of effort to give full 
access to the radiator and engine 
compartment, he said. 

Hand-hole covers should be pro- 
vided for easy access to batteries, 
gasoline tank gauge units and mas- 
ter cylinders, as the original cost is 
not too significant compared to the 
continuous labor servicing costs, 
Schmidt said. : 

These are but a few of the points 
which Schmidt enumerated. He 
wound up by saying these criti- 
cisms were given “to improve our 
transportation equipment to meet 
the everyday requirements so they 
can be maintained more economic- 
ally to offset the ever-increasing 
costs,” 











































* * 8 


TEIGERWALT was a little more 
harsh in some of his criticism. 


Speaking of the chassis manufac- 
turer, he said, “Despite the fact 
that the truck manufacturer must 
realize that in some obscure way 
his chassis must mount a body 
before it can carry an armful of 
groceries, he persists in assem- 
bling his product just as though 
it could be disassembled and serv- 
iced free of a truck body at all 
times. About all he tells you is not 
to drill holes in his frame.” 

He suggested the preparation 
of more meaningful, timely and 
informative layout drawings 
which would show the location 
and size of optional equipment 
as well as standard equipment 
and show alternate mounting lo- 
cations for such items as fuel 
tanks, battery boxes, air tanks, 
etc.—items that frequently re- 
quire relocation. 

The body builder, like the chas- 


sis manufacturer, said Steigerwalt, 
is primarily interested in assem- 
bling a body with the least cost 


Braking plate for washing machine metal infiltrated and oi! hardened for high strength and hardness. 


Power steering pump thrust plate requiring no secondary machining. 


and the greatest convenience to 
himself. 

As a consequence, he said, the 
fleet operator may find it neces- 
sary to cut holes in the body to 
gain access to a spring shackle pin 
or remove a cross member to rer 
place a transmission. On certain 
forward control type trucks access 
to many engine components requir- 
ing frequent servicing igs difficult 
and the replacement of an engine 
or a radiator is a major disman- 
tling operation. 

“Much of the auxiliary power 
equipment and communications 
equipment is comparatively new 
while other items like power lift 
gates and truck refrigerating sys- 
tems have been around for some 
time,” he said. “Despite the poten- 
tial boon that some of this stuff 
offers, when it works, I am often 
forced to wonder why the user is 
so consistently cast in the role of 
the proverbial guinea pig. 

* + * 


‘oe on first-hand experience, 
I am positive that some of 





© 
eS 


Truck with eight wheels, each 
of which automatically sought its 
own level and carried its own 
share of load in rough travel, 
was used by the British Army i 
1938. ; 





these manufacturers have convinced 
themselves by some dubious process 
of logic that they have dispatched 
their obligation to society when 





their agency prepared the glo 
handout extolling the virtues of the 
miracle in the crate which is ship- 
ped to you. Of course, they have 
left themselves a natural out. If the 
damn thing does not work, it’s the 
fellow who made the installation 
who is at fault, usually the body 
builder.” 

Fleet operators the size of Seal- 
test and REA Express really do 
not have to worry too much over 
the many things they point out 
in these two talks. They have the 
power of purchase and prestige to 
cause even the largest companies 
to heed when they complain, 

But the buyer of one or two 
trucks must rely on his dealer to 
make certain that he gets the type 
of transportation unit he purchases, 
The dealer or salesman who follows 
through on the sale to see that he 
does get it makes friends and builds 
customers, 

This is why most money- 
truck dealers make an effort ta 
the bodies and equipment with the 
trucks they merchandise. They then 
have full control of the truck right 
up to delivery to the customer and 
are entitled to the commission they 
receive for making the sale, 





LOOK WHAT YOU CAN GET FROM 


Lever support hardened and oi! impregnated for lifetime self-lubrication. 


Shock absorber rod guide steam treated for wear resistance. 


Gear and pin assembly brazed together during metal infiltration. 


Automotive front suspension bearing carbonitrided for wear resistance. 
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Capacity House at Reception— 


Five truck manufacturers joined hands to put on what the officers of the Truck 
Body & Equipment Assn. claimed was the finest industry reception and get-together 
hour that the membership has ever enjoyed. The truck men played to a capacity house 
ot the TBEA convention in Chicago. The reception was sponsored by Chevrolet, Dodge, 
ford, GMC Truck and International Harvester in the main ballroom of the Sherman Hotel.| take up less room. Plain carbon 








What Are Cars Made Of? eae 





New Materials Growing 


DETROIT.—Although steel and 
cast iron are still the master metals 
of the car industry, engineers are 
finding more and more uses for 
other metals and chemical products. 
Chrysler Corp. feels that the diver- 
sity and variety of these new-com- 
ers has never been better shown 
than in its 1962 automobiles. 


For instance, plastics unheard 
of in the car of five years ago 
are now specified in more than 
50 parts and add up to over 20 
pounds of the total weight. Plas- 
tics are used today for instrument 
housings, interior knobs and han- 
dles and dial faces. 

Polyethylene serves as kick pan- 
els beneath the instrument panel. 
Nylon is fashioned into door-lock 
parts and into breaker points while 
acetal resin is used exclusively in 
the Valiant instrument housings. 

Alloys in steel and aluminum are 
making rapid strides because they 
are tougher, have lower weight and 


steel, which once dominated the 
weight of a car, has been reduced 
more than 400 pounds in just a few 
years. 

Stainless steel — unmentionable 
five years ago because of cost — 
together with galvanized steel 
and such exotic metals as mag- 
nesium are making steady in- 
roads. 


For instance, the sills of Chrysler 
Corp. cars in 1962 are made of gal- 
vanized steel. Stainless steel is used 
in wheel covers, hub caps, exterior 
body moldings and other areas. 

The steels — aluminized, alloyed, 
stainless and galvanized—total 197 
pounds, This is about 40 pounds 
more in specialized steels than the 
same car had five years ago. 

Zinc, which zoomed in use during 
the late ’50s, is now holding its own 
with copper, brass and bronze and 
its total weight is 37 pounds. The 
balance of the car weight is made 
up of lead, glass, rubber, body 


DELCO MORAINE SINTERED METALS NOW: 








Characteristics peculiar to sintered metal place it in a unique 
position in the metal forming industry. It provides a way to form 
shapes which are impractical to form by any other means. It 
permits combination of metals and non-metals which cannot be 
combined by other processes. It makes possible controlled density 
er controlled porosity, a fact significant in certain applications. 
Sintered iron and steel lend themselves to special processes if 
the application requires special hardness or strength. 


Which of these will make sintered metal useful to you? 


OIL HARDENED PARTS 

Ferrous sintered metal with sufficient combined carbon can 

be oil hardened to a particle hardness of RcSS minimum. In 
addition to the increased wear resistance obtained by hardening, 
controlled porosity and self-lubrication are retained. 


& STEAM TREATED PARTS 

Iron base materials may be subjected to steam at an elevated 
temperature to effect controlled surface hardening and sealing. 
The surface is economically coated with a hard, tight film of wear- 
resistant black iron oxide. 


ey METAL INFILTRATED PARTS 

Certain parts are infiltrated with a copper base alloy to 
obtain high tensile and compressive strength. Machinability and 
modulus of elasticity are improved. Separate pieces may be brazed 
together during this process. 


©) CARBONITRIDED PARTS 
Iron base materials may be case hardened by the carbo- 


nitriding process. This results in a particle hardness of RcGO 
minimum that provides maximum wear resistance. The full im- 
pact strength of the core is retained. 


or PRECISION PARTS WITHOUT MACHINING 

5’ When the design recommendations of Deico Moraine engi- 
neers are followed, many complicated structural parts may be 
readily manufactured in large quantities to exacting specifica- 
tions without secondary machining operations. Reliability and 
consistency of the parts are inherent. 


Cy METAL INFIL TRATED AND HARDENED PARTS 

Parts which have been infiltrated may be oil hardened for 
those applications requiring extremely high strength, hardness, 
and wear characteristics. 


Our engineers are available to consult with you at any time and 
place about new developments and new applications for this basic 
process. Ask them to explain to you the economies of 
complex parts made from sintered metals. 


DELCO MORAINE 


Division of General Motors, Dayton, Ohio 


solder, paint, sound deadeners and 
lubricants. 

There are 26 different alumi- 
num alloys specified for 1,541 sep- 
arate parts — the majority of 
which are fabricated by casting, 
stamping or extrusions. Some 64 
percent of the aluminum castings 
used in 1962 Chrysler Corp. cars 
are die castings. 

Permanent mold castings are 
being used only where some form 

of heat treatment is desired, such 
as the casting of high-strength pis- 
tons. 

The majority of the castings nor- 
mally employ one of the copper- 
silicon-aluminum alloys. Alloys of 
this group are more than ade- 
quate with respect to machinability, 
castability, strength, availability 
and base price, Chrysler engineers 
say. 

While 90 percent, by weight, of 
the aluminum appearing in Chrys- 
ler Corp. cars is in the cast form, 
a great many parts are stamped 
and extruded. Grilles and sill plates 
are typical parts in this category. 


Some typical aluminum parts 
are the radiator grille, manual 
Steering gear housing, pistons, 
head light frames, brake cylinder 
pistons, transmission and torque 
converter housings, alternator 
housing, scuff plates, rear clutch 
piston and many others. 


There are a total of 1,668 parts 
made of zinc in all Chrysler Corp. 
cars. Zinc-base die castings are 
probably most often used for so- 
called hardware items. They are 
either finished with chrome plating 
or a painted surface and are used 
as decorative parts. Sometimes, 
zinc-base die castings are used 
where volume requirements are not 
high. 

Typical items using this material 
are the carburetor body, window 
handles, fender medallions, license 
frame, housings for instrument 
clusters, door handles, locks and 
latches. 

While aluminum is one third the 
weight of zinc, magnesium is only 
two thirds the weight of aluminum, 
It is very machinable and, like alu- 
minum, possesses consistent me- 
chanical properties. 

Magnesium is used in two 
major parts of the 1962 Plymouth 
and Dodge cars—both of them in 
the jet heater blower. However, 
it is specified as an alternate ma- 
terial in 74 other parts, providing 
it is competitive in price. 

Copper and brass are used ex- 
tensively in automotive radiators, 
heater cores and related parts. 
Brass, an alloy of copper and zinc, 
is used for the radiator top and 
bottom tanks as well as the radia- 
tor core tubes. Copper, in very thin 
sheets, is used for the radiator fins. 
Brass is also used in the engine 
coolant thermostat. 

Copper finds additional use in 
electrical components such as the 
starter, alternator, and accessory 
motor windings. It is also used 
throughout the car in wiring ex- 
cept in the spark plug wires 
which have semimetallic conduc- 
tors. Bronze, an alloy of copper 
and tin, finds its biggest applica- 
tion in Oilite sintered-metal bear- 
ings. 

Lead is used principally in stor- 
age batteries and battery terminals. 
Additional lead, appearing in alloys, 
is used in body solder and bearing 
inserts. 


“The Automobile Dealer" 
By Martin H. Bury 

Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the deal- 
er's business. Con- 

tains answers to most dealer 

problems. 

Revised Third Edition has been 
updated and enlarged to cover 
current conditions. 320 pages, 
$6.30 postpaid; discount of 25% 
in lots of ten or more. 


Order Your Copy Now! 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 
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Sparton Automotive Division,, man with the International Division 
Sparton Corp., Jackson, Mich., has} for the last year. 


appointed Carl E. Johnson sales 
manager. 

Prior to his new assignment, 
Johnson was serving as sales man- 
ager of automotive original equip- 
ment. He was appointed to that post 
in 1958 after 10 years of marketing 
experience with Sparton Automo- 
tive. 

* * * 
Division of Borg-Warner 
Names 2 Vice-Presidents 


Appointment of Claude W. Mason 
as vice-president and assistant gen- 
eral manager and Frank J. Hoyne 
as sales vice-president has been 
announced by Mechanics Universal 


d 7 Hoyne 


Claude W. Mason Frank 
Joint Division of Borg-Warner 
Corp., Rockford, Ill. In other 
changes, Roy McCaslin jr. was 
named secretary-treasurer, and 
James Peterson was chosen assist- 
ant general sales Manager. 

Mason has been with Mechanics 
14 years and had been secretary- 
treasurer of the division since 1957. 
Hoyne joined Mechanics in 1959, 
serving first as West Coast district 
sales manager and later as gen- 


eral sales Manager. 
* * oS 


Electric Autolite Names 5 
In Sales and Advertising 


Five appointments in sales and 
advertising have been announced 
by Electric Autolite Co, 

Louis N. Ollier and Robert M. 
Worth have been named original 
equipment account executives, Ol- 
lier will supervise sales to Stude- 
baker-Packard, Willys and Mack 
Trucks; Worth will be in charge 
of sales relations with Internation- 
al Harvester, White and Checker 
Motors. 

Richard D. Kelly has been ap- 
pointed manager of national ac- 
count sales and will direct sales to 
national marketers in the automo- 
tive replacement market. 

Earl F. Wonacott has been 
named corporate advertising man- 
ager, and Phillip A. Sinclair has 
been appointed sales promotion 
manager. 





* * 


CCC Names Jones, Tuthill 


Executive Vice-Presidents 
Donald S. Jones and John E. Tut- 
hill have been elected executive 
vice-presidents of Commercial 
Credit Corp., principal finance sub- 
sidiary of Commercial Credit Co. 
Jones, formerly vice-president in 





Donald S. Jones John E. Tuthill 


charge of Midwest finance and loan 
operations, will direct operations in 
the South. Operations in the North 
will be supervised by Tuthill, who 
had been president of Commercial 
Credit Corp., Ltd., Toronto. He has 
been succeeded in that post by 


Kenneth C. Armstrong. 
os cS * 


Ford Promotes Bennett 


Jerome Bennett has been named 
assistant genera] finance manager, 
Ford International staff. He for- 
merly was assistant to the vice- 


president, Ford International staff. 
* * + 


Goodrich Names Spinney 


Mark E. Spinney has been named 
Alaska field sales representative for 
International B. F. Goodrich Co. He 
joined Goodrich in 1959 in Detroit 
and has been a sales promotion 


* * * 
Mack Appoints Walker 


To New Sales Position 
John Walker, long-time manager 


of sales engineering for Mack] 7 


Trucks, has been appointed to a 
new position, product manager- 
sales. 

Earl W. Brunner, formerly as- 
sistant manager, sales engineering, 


has been appointed manager, suc-|, 


ceeding Walker, and Henry G. 
Wheeler has been named assistant 
product manager-sales. 

* ed ¥* 


Dodge Names Etchison 
Harley I. Etchison has been ap- 
pointed Dodge service representa- 

tive for the San Diego district. 

* * o 

Goodrich Names Madill 
J. M. Madill has been appointed 
manufacturer’s sales representa- 
tive, original-equipment tire sales, 
Western Canada, for B, F. Good- 





rich Canada, Ltd. A 15-year Good- 
rich veteran, he will make his 
headquarters in Calgary, Alta, 

+ * od 


Dayco Rubber Products Unit 


Names Conlon Sales V-P 


Joseph A, Conlon has been named 
sales vice-president of Dayco 
Corp.’s Rubber Products Division. 
He succeeds Rob- 
ert G, Burson, 
who resigned to 
accept another 
position. 

Conlonjoined 
Dayco as market- 
ing manager of 
the Rubber Prod- 
ucts Division. He 
began his career 
in 1933 as an in- 

ak dustrial sales en- 
Joseph A. Conlon gineer with U, S. 
Rubber Co. He was a vice-president 
of one of the firm’s subsidiaries be- 
fore joining the Dayco Division. 
* * * 


CIT Names Mosley to Head 


Los Angeles Division 
Lee R,. Mosley, vice-president, 
Universal CIT Credit Corp., has 
been placed in charge of the com- 
pany’s Los Angeles Division. 
Mosley succeeds John J, Tice, 








vice-president, who is retiring after 
more than 30 years with the finance 
company. Tice had been in charge 
of the Los Angeles Division since 
May 1, 1947. 

* * 
Cooper Promotes Hicks 


In Passenger Tire Sales 


William Hicks has been named 
manager of passenger tire sales for 
Cooper Tire & 
Rubber Co. 

Since joining 
the company in 
1952, Hicks has 
held various po- 
sitions in Cooper’s 
advertising and 
sales depart- 
ments. Prior to 
his new promo- 
4 tion, he was sales 

me order supervisor 

William Hicks and has been 
budget sales manager since 1959. 

* * * 


Bobrow Joins Cole National 


As Signa-Craft Sales Chief 

A. D. Bobrow has joined Cole 
National Corp., Cleveland, as sales 
director for Automotive Accessories 
produced by the firm’s Signa-Craft 
Division. 

Bobrow will be responsible for 


DelcoW 


Start-O-Pak 


INSTANT 


crapring SERVICE FOR BOR 12 WOKT CARS 


the administration of the 
operations of Signa-Craft’s auto; 
tive products and the cr ation “a 
new automotive products 

* * * 


PPG Names O’N vil 


Appointment of Frank 8B, O'Neil 
as assistant to the vice-president 
and general manager of the Mer- 
See Gee Division of Pittsburgh 
Plate Glass Co. has b ar 

2 a. mn inounced, 

Sarkesian Joins Ford Credit 


Jean Sarkesian has been appoint. 
ed manager of Ford Motor Credit 
Co.’s Omaha branch office. Sarkes. 
ian had been associated with Uni- 
versal CIT Credit Corp. for nine 
years. 

* * * 


Chrysler Advances O'Keefe 
Brian T. O’Keefe has been ap- 
pointed manager of Chrysler Corp.'s 
tax department. He had been as- 
sistant manager of the department 
since 1959. 
+ * * 


Ford Shifts Murphy 


J. G. Murphy has been appointed 
traffic manager, Tractor and Imple- 
ment Division, Ford Motor (Co, 
Murphy succeeds R. J. Stodart, who 
is on medical leave. Murphy has 

(Continued on Page 39, Col. 3) 


simply say Delco 


AND BUILD BIGGER BATTERY BUSINESS WITH 4 BIG BONUS PACKAGES 


There's no business like battery 
business in the winter months to 
come. Get ready to cash in on 
the selling season with special 
Delco service equipment that 
helps you check batteries FAST, 
EASILY and ACCURATELY. Get 
set for road service calls with the new, improved 
Delco Start-O-Pak. Check the four Delco Battery 
Winter Promotion Packages in this ad... then ask 
your Delco Battery supplier for details. 


1. DELCO-TRONIC BONUS PACKAGE. Right now 
many Delco Battery wholesalers are offering the new 
pocket size, fully transistorized Delco-tronic Battery 
Checker at a special low price with a qualifying order 
of Delco Batteries. With the Delco-tronic you can 
check batteries faster than you check the oil. 


2. ELECTRO-CHECK BONUS PACKAGE. Natural 
partner to the Delco-tronic Checker, this light load 


DELCO 


DRY CHARGE 


BATTERY 





tester tells you whether the battery should be replaced 
or recharged. Spot 'em with the Delco-tronic—test 
‘em with your Electro-Check meter and watch your 
battery charging, battery sales profits climb. Like the 
Delco-tronic Checker, the Electro-Check meter is 
being offered by many Delco Battery.wholesalers now 
at a real saving with a qualifying order of Delco 
batteries. 


3. START-O-PAK BONUS PACKAGE. Here’s the 
perfect partner for road service calls or starting the 
tough ones that get pushed into your driveway. The 
new Delco Start-O-Pak has built-in polarity protec- 
tion, built-in charger, spotlight and safety remote 
switch. The Start-O-Pak is being offered by many 
Delco Battery suppliers at bargain prices with a 
qualifying order of Delco Batteries. 


4. SPORTS PAK BONUS PACKAGE. The new 


Delco Sports Pak provides portable power for camp- 
ers, boatmen ... and a wide variety of farm or indus- 
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BMW Returns to Big-Car Field— 


Making its first appearance at the Frankfurt Auto Show was this luxurious BMW 
3200-CS with a Bertone body. The car is powered by the 160-horsepower V-8 formerly 
used on the expensive BMW 507. The car features luxury equipment, including leather 





upholstery, electrically operated windows and disk brakes. 


GMAC Appoints 
8 Branch Chiefs 


Three new branch Managers 
have been appointed by General 
Motors Acceptance Corp. Kyran D. 
McCloskey has been named Cin- 
cinnati branch manager, succeed- 
ing Henry M. Little, who died June 
22. McCloskey formerly was assist- 
ant manager in Cincinnati. Samuel 


C. Prime is GMAC’s new branch 
chief in Abilene, Tex., succeeding 
Homer L. Scallorn, who retired 
after 33 years with the company. 
Prime had been assistant manager 
in San Antonio. 

Billy C. Johnson has been ap- 
pointed manager of GMAC’s Odes- 
sa (Tex.) branch, succeeding Tom 
Hobson, who has been transferred 
to San Antonio. Johnson formerly 
was credit manager in El Paso, 
Tex. 
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(Continued from Page 38) 


been supervisor of traffic for Ford | tact industrial accounts for the di- 


Motor Co.’s Lima (O.) engine plant. 
* * * 


Chevrolet Ups O’Rourke 


vision. 
* * cd 


Pittsburgh Plate’s Paffard 


Edward J, O’Rourke has been| Given Added Sales Duties 


appointed city manager for Chevro- 
let wholesale operations in Minne- 
apolis and St. Paul, succeeding 
E. D. Mitchell. O’Rourke formerly 
was Green Bay (Wis.) assistant 
zone manager, 

* * * 


DiMizio, Siminoff Upped 
By Autolite on West Coast 


James A, DiMizio has been ap- 
pointed manager of Electric Auto- 
lite Co.’s Los Angeles wire plant, 
and Irving P. Siminoff has been 
named national accounts manager 
for the firm’s West Coast district. 

DiMizio had been production su- 
perintendent of Autolite’s wire and 
cable plant in Hazleton, Pa. Simin- 
off, who had been Western District 
manager for the Electrica] Prod- 
ucts Division, will continue to con- 


\ 





Pittsburgh Plate Glass Co.’s Mer- 
chandising Division has appointed 
F. C. Paffard jr. 
market manager 
of automotive re- 
placement glass. 

Paffard will 
continue as man- 
ager of safety 
glass sales. He 
also had been as- 
sociated in Mer- 
chandising Divi- 
sion sales posi- 





F. C. Paffard Jr. apolis and Cin- 
cinnati since joining the company 
in 1937. 


* * * 


SBA Names Brown 
Appointment of Harold D. Brown 


—-NET BIGGER PROFIT PER SALE WITH SPRING-RING BATTERY CABLE 


trial needs. Get it now at a special price from most 
Delco Battery suppliers when you buy a qualifying 
order of fast-moving Delco batteries. The Sports 
Pak includes a plug-in light with 6-foot cable, a built-in 
charger and comes in a new corrosion-resistant 


plastic case. 


AND, you can win one of 58 trips to the NASCAR 
Races at Daytona Beach. Attend one of the service 
Clinics being sponsored by many Delco Battery 
wholesalers and you're eligible to enter the contest. 
Delco Batteries are distributed nationally 
through United Delco. 


DELCO PACKARD SPRING-RING battery cables 
mean more profit for you on battery sales. All it takes 
is two more seconds to check the cable when you 
check a battery. And two seconds plus a pair of 
pliers is all it takes to connect SPRING-RING terminal. 


Just squeeze the tangs and it’s on. Squeeze again, 


United Delco. 





and it’s off. The SPRING-RING terminal is universally 
designed for both positive and negative posts. 
SPRING-RING battery cables are original equipment 
for all General Motors divisions. Delco Packard 
automotive wiring is distributed nationally through 


UNITED MOTORS SERVICE, Division of General Motors 


tions in Minne-| 
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las a special assistant to coordinate 
functions the Small Business Ad- 
ministration will perform for the 
Area Redevelopment Administra- 
tion has been announced. 

* * * 


King-Seeley Thermos 


Names Drury V-P 


Robert E. Drury has been named 
administration vice-president of 
King-Seeley Ther- 
mos Co., Ann Ar- 
bor, Mich. He 
succeeds William 
E. Bandemer, who 
retired after 39 
years with King- 
Seeley Thermos 
and its predeces- 
sor, King-Seeley 
Corp. 

For the last 
eight years, Drury 
has been manu- 








Robert E. Drury 
facturing vice-president for Red- 


mond Co., Inc., Owosso, Mich., a 
| subsidiary of Controls Co. of Amer- 
ica. 


* * + 
Olson and Nordell Shifted 


In Firestone’s Field Setup 


Donald W. Olson has been named 
manager of Firestone Tire & Rub- 
ber Co.’s Omaha sales district. 

R. P. Nordell has been appointed 
Olson’s replacement as manager of 
| the Fargo (N. D.) sales district, 


* * * 


Bendix Unit Picks Phillips 


George W, Phillips has been 
elected president of Bendix do Bra- 
sil Equipamentos Para Autoveicu- 
los, S. A., it was announced by Ben- 
dix Corp. and Bendix-Westinghouse 
| Automotive Air Brake Co. Bendix 
|do Brasil is owned jointly by the 
two American firms. 

* * * 


Ford Credit Names Colcock 


Seaborn J, Colcock has been ap- 
pointed manager of Ford Motor 
Credit Co.’s Charlotte (N. C.) office. 
Prior to joining Ford Motor Credit, 
he was with Universal CIT Credit 


Corp as a district manager. 
* + Bo 





Sinclair Research Ups 


Hamilton; Ainsley Retires 


M. L. Hamilton has been named 
to succeed Walter G. Ainsley as au- 
tomotive research coordinator of 
Sinclair Research, Inc. Ainsley has 








2 


Walter G. Ainsley M. L. Hamilton 


resigned after 35 years with the oil 
company. 

Hamilton, who has been with the 
company for 27 years, had served 
as Ainsley’s assistant director of 
engine laboratories. For 16 years 
he has been a member of the tech- 
nical committee of the Indianapolis 
500 Mile Race. 








$1024.00 
Plus Gross 
Profit Monthly 


In each two stall area of your service 
department, large or small, with no add- 
ed fixed expense. Give your customers 
what they now are demanding. 


SERVICE WHILE 
YOU WAIT 


Recover 85% of your service business now 
in the hands of independents and gas 
stations. 





We have been in the business of improv- 
ing service operations since 1938. Our bro- 
chure covers in detail the practical appli- 
cation of service while you wait, and pro- 
cedure time study, how to work mechanics 
as a team, advantage of salary with profit 
sharing as against flat rate, unit repair 
department, a complete concise explana- 
tion your service manager can apply. 


BROCHURE $15.00 


Send Check and Order to 


I. C. S. A. DIVISION 


2170 S. Canalport Ave., Chicago 8, Ill. 
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Godseipentions George L. Glaser Writes . . . 
Auto Letter from Europe 


weg tetc Germany, — The 
first annual meeting of Volks- 
wagen is a thing of the past, with 
attendance far lower than had been 
expected. 

A good number of embarrassing 
questions were asked, such as, 
“Why hasn’t the old quarrel with 
prewar holders of VW savings 
accounts been settled?” It wasn’t 
too long after the meeting that 
this tiff was settled. 

General Manager Heinz Nordhoff 
dealt with all questions (those he 
deemed not worthy of reply, he ig- 
nored) and the deal went over 
smoothly, all in all. 

ok * * 
Shining Example 

Swedish engineers, in answer 
to questions by car owners, have 
figured that a Volkswagen made 
of stainless steel would sell for 
about $4,000. | 


* 

Italian Panhard 
A” AGREEMENT has been sign- 
ed between Panhard, an Italian 
financial group and the city man- 
agement of Triente, Italy, for the 
manufacture of the Panhard P-17 
and other Panhard products | 


* 


Italy. 

The body, differing from original 
styling, will be Italian. Other con- 
tent will be Panhard. 

ok ok * 
. Alfa Expanding 
LFA-ROMEO has increased its 
capital from 16 to 24 billion lire 
and plans to build a new factory 
at Arese, near Milan. It will also 
enlarge its plant at Naples, 

Licensed Alfa-Romeo trucks 
are to be produced in Spain, Bra- 
zil and South Africa, Jet engines, 
under license from Renault, will 
be produced in Italy. 

Total Alfa-Romeo production of 
cars in 1960 was 40,751, including 
about 20,000 Dauphines built under 
license from Renault. 

Skoda is planning to assembly 
about 4,000 cars a year in Austria 
and is hunting a plant near the 
Czech border. 

* * * 


Village Factories 


> tetegpr wet BOSCH of Stuttgart, in 
a further expansion move, is 
planning to go into small new 
plants as village industries, since 
it feels that only in this way can it 
find an adequate amount of addi- 
tional workers. 

Employment at Bosch has gone 
up from 58,000 to 70,000 in just the 
last few years. 

* * * 


Changes at Fiat 
Fiat is changing its six-cylinder 
cars and an improved 1800-B and 
a heavier 2300 are now going into 
production. 
* * 


More Wankel Licenses 


NS? has given Wankel engine li- 
censes to two Japanese firms, 
Togyo Co., Ltd., Hiroshima, and 
Yanmar Diesel Engine Co., Ltd., 
Osaka. 

K * * 
Million-Engine Milestone 


5 pA BENS has produced 
its millionth postwar passenger- 
car engine. Of these, 41.8 percent 
were four-cylinder diesels, 31.9 per- 


ae SNOW PLOWS PRE 
3 - 





@ Can be installed on all trucks up to 
and including 1|'/2 tons. 
@ Complete kits include hydraulic power 
control and installation brackets. 
@ Snow Plows for Jeeps also are manu- 
factured. 
Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone TR 6-8772 
Kenmore 17, New York 


cent were four-cylinder gasoline en- 
gines and 26.3 percent were gaso- 


line sixes. 
+ * 


* 
Leyland in Portug 
ee the British maker, has 
formed in cooperation with 
Francisco Garcia et Cia, Ltd. a 
new firm called Leyland Portu- 
guese, Ltd, 

It will begin with assembly of 
Leyland trucks and buses. Later it 
will manufacture some of these 
units locally in Setubal, 20 miles 
south of Lisbon, 

* oe + 
German Supermarket 


UTO-BECKER of Duesseldorf, 

said to be the largest used-car 
dealership in Germany as well as 
the distributor for 16 makes, has 
converted an old factory into a 
dealership, 

The showroom has space for 
1,000 cars and is staffed by 25 
salesmen. The service department 
employs 100 mechanics. 

The firm recently tried an ad in 
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Poland and received 14,000 inquiries 
by letter. It urged the Poles to ask 
their relatives in the United States 
or Canada to mail the money to 
Auto-Becker so that the dealership 
could ship a used car to them. 
Polish money cannot be converted 
for such a purpose, 

Another Auto-Becker idea is a 
tough used-car warranty which 
really protects the buyer. 

+ * 


Porsche Output Sets Mark 


ORSCHE broke all records in 
July, when better than 600 of 
the custom-made sports cars were 
produced, However, even at this 
rate Porsche has orders for 12 
months on hand. 
* 


* * 

Singer Vogue Tops 80 
‘1. Singer Vogue is slightly 

larger than the Singer Gazelle, 
a four-door sedan powered by a 
1.6-liter engine of 66.25 horsepower, 
which gives the car a maximum 
speed of over 80 miles per hour. 

The car has coil-sprung, inde- 
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pendently suspended front wheels 
and wide leaf springs at rear. 
Large drum brakes and 121 
square inches of lining area are 
featured. Rear door locks are 
child-proof against accidental 
opening while driving. 

The Vogue can be had with 
either overdrive or automatic trans- 
mission. The Gazelle will be con- 
tinued, however, only with the new, 
larger 1.6-liter engine. Both types 
of manually shifted transmission 
controls are available, the stick 
shift, or the shift underneath the 
steering wheel. 

* 


VW Eyes Canadian Plant 


OLKSWAGEN is considering 
production of some parts in 
Canada in order to reduce import 
difficulties in that country. 
*~ * * 


Overdrive Sells Well 


fy Laycock-de-Normanville 
Type D overdrive is selling well. 
It will appear on the new Fiat sixes, 
Ferrari, Sunbeam Rapier, Singer 
Gazelle and Volvo. 

Volvo is shopping around for 
more markets, reportedly concen- 
trating on the countries in the 
Communist-block. British Motor 
Corp. is pushing sales on the 
Continent by training additional 


not ready for production. 


personnel and improvyi lg the 
parts and service setup. 

Perkins diesels are bein tested 
in taxicabs by Janeway Engineerin 
Co. of Detroit and satisfa; tory rs 
ports are being received by Perkins, 
Some improvements sugs: sted by 
Janeway have been made. 

J * + 


New Dauphine Due in °62 


HE new Renault Da iphine jg 

not scheduled for release before 
the middle of 1962. The regular 1962 
Dauphine will have an improved 
transmission with first speed " 
chronized. One also can expect 
larger engine for the Caravelle, 

* x +o 


Citroen to Convert Plant 


Fee which owns a good 

part of Panhard, will convert 
the Panhard plant to additional 
production of the new Ami 699 
which has gotten more orders than 
Citroen could handle. This may 
mean less Panhard production, 
Citroen’s plant in Rennes still jg 


es 


The back pages of every issue of AUTO. 
MOTIVE NEWS contains the WANT ap 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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AND POWERFUL UNITED DELCO 


When you simply say Delco you're identified by hard- 
hitting advertising that ties in directly with your own 
point-of-sale merchandising material from Delco... 
pulling in more customers for more business. This 
advertising goes to work for you everywhere! In 
Magazines: Look, Reader’s Digest, and Post... 
CBS TV with the National Football League Game of 
the Week, and the big bowl games . . . NBC Radio 
with network ‘“‘News on the Hour,” “‘News of the 
World,” “Emphasis,” “‘Monitor” . . . On Billboards 
where people are constantly reminded to simply say 
Delco. 


@ DELCO ADVERTISING WORKS FOR YOU EVERY- 
WHERE wherever they go, car owners in your 
neighborhood can't miss being reminded of the service 
you offer and the UNITED DELCO LINES you handle... 





UNITED DELCO? WHAT'S IN IT FOR ME? 


simply say Delco 





ADVERTISING HELPS YOU SELL! 


all famous products, manufactured by many General 
Motors Divisions and distributed through United Delco: 
Delco Remy Electrical System Parts « Delco Batteries ° 
Delco Rochester Carburetors, Repair Kits and Chemicals 
¢ Delco Packard Wire and Cable « Delco Products Shock 
Absorbers « Delco Harrison Thermostats « Delco Hyatt 
Bearings * Delco New Departure Bearings « Delco Guide 
Automotive Lamps and Lamp Parts e Delco Moraine Brake 
Fluid and Brake Parts « Delco Appliance Windshield 
Wiper Systems, Heater, Defroster and Accessory Motors 
e Delco Radio Automotive Radios and Electro-Mechanical 
Devices « AC Service Parts « Hydra-Matic Transmissions. 
And Delco backing includes more: 

@ FREE SERVICE TRAINING for you and your employees 
through your United Delco supplier... practical, scientific 
schooling at a nearby GM Training Center. 


















25,000th Scout 


City officials in Fort Wayne, Ind., join International Harvester executives in observ- 
ing production of the 25,000th Scout at IH'’s Fort Wayne Works. The two-wheel-drive 
model was purchased by Fort Wayne City Utilities. Shown with the 25,000th unit are, 
from left, Paul MacNamara, assistant superintendent of Scout assembly; P. F. Roembke, 
chairman of Fort Wayne’s Board of Works; Mayor Paul Burns; H. A. Torgersen, Fort 
Wayne Works manager, and George Gear, Fort Wayne branch manager. 


Japan Car Production 
Runs at 400,000 Rate 





By Stuart Griffin 
Special Correspondent 

TOKYO. — Japanese car and 
truck production reached 199,331 
units in the first six months of 
this year, according to the All- 
Japan Automobile Industrial Assn. 
Auto makers now predict that pro- 
duction will exceed 400,000 units 
for the whole year. 

Although Toyoto retained in 
top position in overall produc- 
tion, Nissan took the lead in the 
car department, manufacturing 
25,802 units to 17,561 by Toyota. 
Between them, the Big Two ac- 
counted for 70 percent of the in- 
dustry’s total output, clocked at 
61,076 units, 

Truck production amounted to 
134,216 units, including 38,426 in 
heavy and medium models and 95,- 
790 in light types. The trend to- 
ward diesels in the heavy and me- 
dium category of both buses and 
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trucks continued. Over 60 percent 
of all such units were powered by 
diesels. 

The Japanese industry, mean- 
while, is moving toward production 
of economy cars in an effort to 
manufacture a people’s car that 
will be between $800 and $1,000 or 
even below $750, judged to be the 
price that will enable the indus- 
try to attract the advancing num- 
bers of white-collar workers who 
are potential owner-drivers, 

At present, car registrations in 
this country are lagging far be- 
hind those of major Western na- 
tions. In the United Kingdom, the 
ratio of the population to the num- 
ber of the cars is 11.2, in France 
10, in West Germany 18.1, in the 
Netherlands 25.3 and in Italy 34.2. 
In Japan, this ratio is 346.6 people 
per car registered. 

A chief barrier to the sales of 
cars in this Asian country ig the 





@ UNITED DELCO CABINETS to fit your needs... with 
well organized drawers and shelves, clearly marked for 
efficient parts storage. 

@ DELCO INVENTORY CONTROL CARDS checked peri- 
odically by your United Delco supplier. These cards come 


easier 
information. Call your United Delco supplier and find out 
what's in it for you from CWJmited Delco. 


with your cabinets, help simplify every inventory problem. 
@ DELCO CATALOG INFORMATION makes your job 


. . » cuts guesswork with the latest application 


UNITED MOTORS SERVICE, Division of General Motors 
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relatively high price of the cars 
in the home market. Many in 
the fast-moving industry are of 
the opinion that should the im- 
port restrictions on foreign-made 
cars be lifted, these overseas 
models would sell in Japan’s own 
market at prices far cheaper 
than Japanese cars. 

Reasons behind the relatively 
high price structure may be traced 
back to the lack of true mass pro- 
duction facilities here. Whereas 
West Germany has an annual pro- 
duction capacity for its popular 
Volkswagen of about half a million 
units and Italy’s Fiat is turned out 
at a rate of about 300,000 units a 
year, Nissan Motor Car Co., which 
is Japan’s greatest car’ producer, 
barely reached the 60,000-unit level 
and Toyota lags even further be- 
hind. 

It is estimated by automotive en- 
gineers that doubling of Japanese 
production would slash production 
costs by 20 percent, Hampering 
further production economies is the 
high cost of automobile parts used 
by the nation’s leading manufac- 
turing concerns. Japanese parts- 
making firms are principally small 
or medium sized concerns. Their 
facilities are often obsolete and 
their production costs are nonethe- 
less high. 

For these reasons, the industry 
is centering on economy-size cars 
like the Datsun Bluebird and the 
Toyopet Tiara and Publica models, 
or even smaller cars. At present, 
the Japanese do make some other 
rather inferior cars. Firms like 
Toyota, Toyo Industrial, and a 
motorcycle firm, Honda Giken, are 
reported to be ready to introduce, 
later on this year, small cars that 
are sturdy, well-built and well- 
powered, and yet which are in the 
low-price range. 

An agreement to assemble Toy- 
ota cars and trucks in Mexico 
has been reached between Toyota 
and Planta Reo de Mexico, S. A. 
The Japanese enterprise will sup- 
ply all parts and components for 
assembly in a plant at Monterrey. 
The annual volume is expected 
to build up to 4,000 units, The 
initial delivery will consist of 50 
Toyopet Land Cruisers. 


In the meantime, Toyota plans 
to export its cars and some trucks 
under a complete knockdown sys- 
tem to a number of Southeast 
Asian countries. Talks have been 
concluded to promote joint firms 
for assembling the vehicles in 
Burma, Thailand, the Philippines, 
Malaya, Taiwan and Hong Kong, 
the company stated. 


National Organization 


Formed for Car Salesmen 


TULSA, Okla.—A move to bring 
the nation’s car salesmen into a 
nonprofit organization has started 
here with the formation of the 
Automobile Salesmen’s Club of 
America. Francis White and L. A. 
Young, both of Fred Jones Lin- 
coln-Mercury, are the organizers. 
White is president and Young, 
secretary -treasurer. Raymond 
Cates, a used-car dealer, is vice- 
president. 


White said he has placed adver- 
tisements in the largest newspapers 
in the country announcing the 
club’s organization. 


He said the club’s purpose will 
be to improve the public image of 
car salesmen and to work on ethics 
within the field. 




























Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 


Also Other Promotion Plans 


LICENSE PLATE HOLDERS 
PENNANTS 


Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 
Scotchlite Car Signs 
Many other needed forms for the 
Auto Dealers 
Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 






Financial Front 


compared with $5,944,654 for the 
third quarter of 1960, an increase 
of 34.7 percent. 

OK 


Sealed Power Corp., Muskegon, 
Mich., reported net earnings of 
$1,072,000 in the first nine months 
of this year on sales of $19,210,000. 


In the 1960 period, earnings 
amounted to $812,000 on sales of 
$18,950,000. Third-quarter sales vol- 
ume of $6,639,000 compared with 
$6,315,000 last year, but earnings de- 
clined to $406,000 from $426,000. The 
setback in earnings was laid to 
non-recurring expenses connected 
with expansion and diversification. 

Sealed Power also reported an ex- 
tension of labor contracts at its 
main plant. The agreement expires 
March 1, 1963, and provides a four- 
cent wage increase effective March 
1, 1962. 





































aa * 
Ford Transaction Boosts 


Electric Autolite Earnings 


Robert H. Davies, president, Elec- 
tric Autolite Co., reported that net 
earnings of $1,812,131 and a special 
credit of $14,850,000, resulting from 
the sale of two plants and other 
assets to Ford Motor Co. in the 
first nine months of this year 
amounted to $16,662,131, compared 
with earnings of $5,064,669 for the 
corresponding 1960 period. 

Consolidated net sales for the 
nine-month period amounted to 
$119,172,647, compared with $171,- 
102,870 for the period a year ago, 
Davies said. 


* * * 
Earnings Decline Slightly 


For Libbey-Owens-F ord 

Libbey-Owens-Ford Co, reported 
earnings of $6,167,110 in the third 
quarter and $23,084,115 in the first 
nine months of this year. 

President George P. MacNichol 
jr. said that last year earnings 
amounted to $6,300,365 in the third 
quarter and $31,825,275 in the first 
nine months. 

* * * 


Parker-Hannifin 


Parker-Hannifin Corp., Cleveland, 
third-quarter report, 1961 vs. 1960: 
Net profit, $690,580 and $393,520; 
consolidated net sales, $13,414,304 
and $10,778,180. 

* 


* * * 
Earnings and Sales Decline 
At Pittsburgh Plate Glass 
Pittsburgh Plate Glass Co. sales 


for the third quarter were $155,331,- 
592, compared with $158,246,036 for 


* * 


Donaldson Co. Reports 
Higher Profit, Lower Sales 


Donaldson Co., Inc., St. Paul, re- 
ported a profit of $469,000 on sales 
of $9,079,000 in its fiscal year which 
ended July 31. 

While sales were off slightly from 
the previous fiscal year, earnings 
were up from $448,000. 


* * * 


Bliss & Laughlin Notes 
Gains in Sales, Profit 

Bliss & Laughlin, Inc., reported 
that third-quarter sales amounted 
to $11,125,912, up about 10 percent 
from last year’s third-quarter sales 
of $10,047,989, Earnings for the 1961 
third quarter were $343,715, more 
than double the 1960 third-quarter 
earnings of $169,575. 

For first nine months, Bliss & 
Laughlin reported sales of $32,995,- 
430 and earnings of $939,963. This 
compares with sales of $42,301,320 
during the like 1960 period and 
earnings of $1,610,565. 

+ * * 


Perfect Circle’s 
Sales, Profit Gain 


Perfect Circle Corp. reported that 
its sales in the first nine months D-106P IGNITION 
Were $28,814,128, up 5 percent from 1931988 oe 


the corresponding 1960 figure. Nine- 
month profit was up nearly 36 per- 
cent to $2,194,500. 

Third-quarter sales were $10,896,- 
216 this year and $8,870,061 last 
year. Earnings in the third quarter 
this year were $758,636, up from the 
$481,692 earned in the 1960 period. 


* * 
. 


Sales, Earnings 


Dip for Goodrich 


Net sales for the first nine 
months of 1961 amounted to $559,- 
690,620, compared with $587,602,200 
for the like period of 1960, a de- 
crease of 4.8 percent, J. W. Keener, 
president, B. F. Goodrich Co., re- 
ported. 

Net income amounted to $23,077,- 
760, compared with $24,121,747 for 
the first nine months of 1960, a de- 
crease of 4.3 percent. 

Net sales for the third quarter 
amounted to $189,334,014, compared 
with $183,781,369 for the third quar- 
ter of 1960, an increase of 3.0 per- 
cent. Net income for the third 
quarter amounted to $8,004,860, 
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CONTACT SET 


WANT TO TUNE UP MORE CARS WITH FEWER 


simply say Delco 


extra 
profit 
broader 


coverage 
iess 
investment 


Delco 














the third quarter of 1960. Net earn- 
ings for the third quarter were 
$10,166,587, compared with $12,378,-|% 
077 a year earlier. 

Sales for the first nine months 
were $439,172,025, compared with 
$482,217,227 for the like period of 
1960. Net earnings during the nine- 
month period were $23,317,134 this 
year and $38,101,121 last year. 

* ok ok 


National Lead 


National Lead Co., first nine 
months, 1961 vs. 1960: Profit, $36,- 
194,726 and $37,543,384; sales, $379,- 
312,473 and $401,426,438. 

7” + * 


Stewart-W arner 


Notes Sales Dip 


Stewart-W arner Corp. reported 
that sales in the first nine months | # 
totalled $81,137,198, off slightly from 
sales of $82,264,260 in the like period | j 
of last year. 

Nine-month profit was $4,570,266 
this year and $4,781,574 last year. 


4 
re, oo se kamaat in thc tale Volkswagen in Student Driving Program— 


quarter. The company said earnings W. H. Mahan, left, Mahan Motors, Inc., Houston, delivers four Volkswagens to 
were up 16 percent and sales in-|E. C. Gates, driver education director in Houston high schools. Mahan says these are 
creased by 10 percent over the third | the first Volkswagens to be loaned for this purpose in Texas. Looking on, from left, 
quarter of last year. are instructors Hulen Haley, Charles Olson and Gilbert Hamric. 
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Delco Remy and Delco Rochester and Delco Packard. Put this popular team of 
Delco parts up-front in your modern Tune-Up Center . .. and watch your inventory and 
overhead problems melt before a sunnier profit picture. Why? Because Delco Remy 
Ignition Parts, Delco Rochester Carburetor OK Kits and Delco Packard Ignition 
Leads are fast turnover items. m Delco is a brand name that customers know and trust. 
And these quality lines are long on coverage, short on inventory. Take, for example, 
just 16 Delco Remy contact sets. That's all you need to service 97% of all cars regis- 
tered. For a quick, quality carburetor tune-up of popular U.S. cars and trucks 
Delco Rochester Carburetor OK Kits fill the bill with gaskets, needle and seats, 
pump plungers. It’s the same story with the new Delco Packard individual ignition 
leads. From only 12 TVRS leads or seven 440 copper core cable leads, you give 
service coverage to nearly all American cars. # The United Delco tune-up ‘Pattern 
For Profits” has this whole money-making story . . . efficient coverage, impressive 
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Auto Dealer Changes 


TOWSON, Md.—Towson Valley 
Motors, Inc, (Volkswagen), has 
opened at 801 N. York Rd. 

Cd 


* * 
Johnson Heads GM Outlet 
OXFORD, N. C.—Harry Johnson 
been named manager of Elliott 
r Co, (Oldsmobile-P ontiac- 
Rambler), which will continue to 
be operated by the estate of the 
jate Lee Page Royster. 
* * * 


Johnson Sells to Toon 
DRIA, Minn, — Toon 
Pontiac, headed by Hulan D. Toon, 
hag bought out Johnson Pontiac, 
formerly owned by Egner O, John- 
gon, who retired. 
ok * + 


Deal Adds Pontiac 
BRITTON, S. D.—Thorp Auto 
Co., Inc. (Chevrolet-Buick), has 
the Pontiac franchise 
formerly held by Clifford Vander- 
Vorst of VanderVorst Pontiac 
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here. Officers of Thorp Auto are 
James A, Miles, president, and 
Henry F. Prchal, secretary-treas- 
urer. 

* * 


a 
Bitzer Adds Rambler 


SALEM, Ill.—Bitzer Auto Sales 
has added a Rambler franchise. 
Art Bitzer, owner, said the firm will 
continue to handle Dodge, 

a * +. 


Byer to Handle Volvo 
SYRACUSE. — Allen Byer Auto 
Sales, Inc., 944 W. Genesee St., has 
been appointed a Volvo dealership. 
* * * 


Oldsmobile for Allee 


GARLAND, Tex.—Jim Allee has 
opened Jim Allee Olds Co. (Oldsmo- 
bile) here at 2009 S. Garland Ave. 

* + 


* 
Herff Changes Hands 
MEMPHIS. — Herbert Herff and 


Motor Co. (Ford) here for 30 years, 
have sold the firm to a corporation 
headed by the latter’s son, Law- 
rence Lewis. The new firm is Herff 
Motor Co., Inc. 

a * + 


Hawkinson Opens Deal 
OAK LAWN, Ill—Bob Hawkin 
son has opened Hawkinson Ford 
here at 5600 W. 95th St, 
* * * 


Atamian Rambler Moves 
BOSTON.—Atamian Rambler has 
moved to 930 Commonwealth Ave. 
* * * 


Rekstein Opens 


FAIRFAX, Minn. — Rekstein 
Chevrolet-Oldsmobile Co. is a new 
dealership here, Partners in the 
firm are Stewart OC, Rekstein and 
Donald K. Sell. 

* * 


* 
Miller Buys Dealership 


LONG PRAIRIE, Minn. — Miller 
Motor Co., headed by Wilbur A. 
Miller, has bought out Griep Ga- 
rage (Chevrolet-Pontiac-Buick- 
Opel) here. Arnold Griep has re- 
tired. 

* * ® 


S-P Names Dealer 
WILLMAR, Minn. — Fladeboe 


Joseph Lewis, who operated Herff! Motors, Inc., is the new Stude- 





MOTOR SALES 





“Here comes that prospect that 
I was telling you was so hard to 
deal with.” 





baker dealership here. Oliver Fla- 
deboe is president of the firm, 
and his son, Charles O., is sec- 
retary-treasurer. 

= * * 


Alfa Adds Volvo Line 


CLEARWATER, Fia.—Alfa Sales 
& Service has been appointed a 
dealer for Volvo. The firm also 
handles Alfa-Romeo, Fiat and Lan- 








PARTS FROM A SINGLE QUALITY SOURCE? 


advertising, training, application and service information. Ask your United Delco Supplier for details. = 
Better yet, take 15 minutes and let him show you the substantial profit opportunity you have in the tune-up busi- 
hess when you simply say Delco. Delco Remy Electrical and Ignition Parts, the complete line of 
Delco Rochester carburetor service and replacement parts, and Delco Packard 
Ignition Leads are distributed nationally through United Delco. 





UNITED DELCO, Products of General Motors 
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cia, It is operated by Ross Durant 
jr. H. J. Ludlow and Herbert 
Trenka, 


2 * 2 
Renault for Hembrough 


ROCKFORD, Ill.—Bill Hem- 
brough Motor Sales, 717 W. State 
St., is the new Renault dealership 
here. - 

CJ + 


Snyder Switches to Ford 
CLEVELAND, — Phil Snyder, a 
veteran Rambler dealer, has 
switched to the Ford line. His 
dealership at 13829 Euclid Ave., 
East Cleveland, now is called Phil 
Snyder Ford Sales, Inc. 
* . ” 


Rambler for Kirk-Hodgson 


KANSAS CITY. — Kirk-Hodgson 
Rambler, Inc., has been opened in 
Overland Park by Ward Kirk and 
George Hodgson. 


Studebaker S igns 
20 New Dealers 


SOUTH BEN D.—Studebaker- 
Packard has signed 20 new dealer- 
ships. They are: 

Oasis Motors, Tucson, Ariz.; Sal- 
yer’s Garage, Mansfield, O.; Jack 
Ingram Motors, Montgomery, Ala.; 
Village Motors, Long Beach, Calif.; 
Jeep-Co. of Kearny, Kearny, N. J.; 
Jerry McLeod, Inc., Royal Oak, 
Mich.; Felz Motor Sales, Chicago; 
Plaza Motors, Fort Worth; Beshara 
Motors, Deadwood, S. D., and Cald- 
well’s, Inc., Compton, Calif. 

Higgins Mercury, Inc., Washing- 
ton, Ind.; Economy Truck Sales & 
Service, Inc., Waukegan, Ill.; Tom 
Brown Motor Co., Dothan, Ala.; 
Michaelson Service, Norfolk, Neb.; 
Brash Garage, Hilltop, W. Va.; 
Fladeboe Motors, Inc., Willmar, 
Minn.; Dzak Motors, Lockport, IIl.; 
Richbourg, St. Augustine, Fla.; 
West Side Motors, Jefferson, Wis., 
and Pop’s Merchandising Corp., 
Monticello, N. Y. 

cd * 


Renault-Peugeot Outlet 


DENVER.—Carl Bartz Motors, 
3198 N. Speer Blvd., has been ap- 
pointed a dealer for Renault and 
Peugeot. 

* a ¥* 


Stevens Ford Opens 


CHATFIELD, Minn. — Stevens 
Motor Co., headed by Lyle Stev- 
ens, is the new Ford dealership 
here. Stevens formerly was a 
salesman at O & J Motors, St. 
Charles, Minn. 


* * * 


Seifert Names Woodhams 


DENVER.—Robert L. Woodhams 
has been appointed secretary- 
treasurer of the Seifert Pontiac- 
Cadillac-Tempest dealership at 6300 
E. Colfax Ave. Woodhams will han- . 
dle credit and financial manage- 
ment. 

* * * 


Tansky Increases Line 


LOGAN, O. — Tansky Motors 
(Dodge-Plymouth) has added 
Chrysler and Imperial to its line, 
according to James E. Tansky, co- 
owner. 

* * oe 


Rotolo Returns 


NEW ORLEANS.—Charles Ro- 
tolo, who retired in 1957 after 24 
years as a Dodge dealer, has re- 
turned to the auto business. He 
has been awarded a Dodge fran- 
chise for Rotolo Motor Co., Inc., 
629 Second St., Gretna, his former 
location. 

t * 


Neale, Silva Acquire Deal 

KANSAS CITY. — William O. 
Neale is president and Smiles Silva 
is vice-president of the newly form- 
ed Downtown Chrysler-Plymouth, 
Inc., 16th St. and Baltimore Ave. 
The firm formerly operated as Al- 
lied Motors. Neale and Silva pre- 
viously were with a Chrysler-Plym- 
outh outlet in Los Angeles, 
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More run for 
your Money! 
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for all 4-WHEEL DRIVES 


Everybody gets more of everything 
with Warn Hubs: more value, more 
dependability, more mileage, more 
satisfaction. And as a dealer, you 
also get more sales, more sales help, 
more satisfied customers, more net 
profits, more referrals. In fact, you 
sell more 4-wheel drives because of 
Warn Hubs, as well as more Warn 
Hubs. It’s a happy circle because of 
Warn’s overwhelming popularity 
with everybody concerned! 

















Fastest selling accessory made 
for 4-wheel Drives! 

The Original 

“Selective Drive”’ 


WARN MFG. CO., INC. 
Riverton Box 6064 AN2, Seattle 88, Wash. 





THE WRAPS ARE OFF 


THE NEW YORK 
NEW CAR MARKET FOR '62 


It’s all pinned down for you in the World- 
Telegram’s new automotive study, “Who 
Buys New Passenger Cars in the New York 
Market.” At your fingertips are the “who,” 
the how-many, the how-to-sell-them. Fact: 
75% of the new cars are bought by the top 
third in income. Fact: the newspaper that 
gets home, gets action, gets results in these 
top-third households isthe World-Telegram. 
Fact: the World-Telegram gives you the 
heaviest concentration of new car buyers 
per dollar in the entire market. Suggestion: 
contact your Scripps-Howard representa- 
tive today. 


You’re really selling the market when you're in the 


New YorkWorld-Telegram 


NEW YORK’S 
QUALITY EVENING NEWSPAPER 






Scripps-Howard General Advertising Offices: 
General Motors Bldg., Detroit * NewYork * Chicago « San 
Francisco « Cincinnati ¢ Philadelphia « Dallas * Los Angeles 
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a 
and a multiple promotion Program 
will be directed at 2,000 jobbers and 
some 30,000 retail outlets i; Illinois, 
Indiana, Iowa, Michigan ang Wis. 
consin. 

In addition, the committee is fur- 
P+ mg a information ads to 
: jobber, fleet and dealer-t, 

1962 line of cars and trucks to | cations, booster clubs an d ota 
dealers and the Dodge marketing magazines er 
organization. : ye 

Produced by Alexander Film 
Co., Colorado Springs, Colo., the 
102-minute full-color picture, 
“The Wheel of Dodge,” was film- 
ed in Colorado Springs, Detroit 
and California and used a two- 
screen aspect ratio on a single 
385-mm base. 

K 









Direct Mail Men Meet... 


Auto Advertising 



























More than 1,500 national advertis- 
ers from the United States, Canada 
and at least 10 other countries at- 
tended the 44th annual convention 
of the Direct Mail Advertising Assn. 

in New York. ’ 
One of the highlights of the 
three-day meeting was a presenta- 
tion on “Group Persuasion in the 
United States and Russia” by John 
Scott, assistant to the publisher of 
Time magazine. : 
* 

















Hopkins, Campbell Merge 
T. F. Campbell & Co., Ann A 
(Mich.) advertising agency, = 
Hopkins Agency, Detroit, are com- 
pleting plans to merge operations 
in a new corporation to be known 
as Hopkins-Campbell, Inc. 
Organization details wil] a 
2 News Bureaus for Chrysler | nounced later. . hea 
Establishment of public rela- o5..- 
tions news bureau offices in New P 1 Ch 
York and Hollywood, Calif., has ersonne anges 
been announced by Chrysler- David R. Allen, formerly sales 
and advertising vice-president for 


Plymouth Division. d-T 
Don E. Hopkins jr, former | Standard-Triumph Motor Co, 
on opkins jr., advertising director of Car ¢ Drive 


Ss Sie ee | caekeine. ;. denen W. Worthing: 
_ eae e W. - 
manager of the Plymouth news | 7 from 0. 8. Tyson & Co. New 


eau, been named division 
a yp ha York advertising agency, to pub- 


Eastern news bureau manager, ve ; 

and Robert L. Norwood, of the | licity writer for the Chemical Spe- 

Chrysler-Plymouth public rela- cialties Manufacturers Assn., New 

tions staff, has been promoted to York . .. Don Silver, one-time auto- 
motive editor of the Cleveland 


* * 
+ 


New Auto Book Planned 


Automobile Quarterly, a luxury 
magazine covering all types of cars, 
has been announced by Publishers 
L. Scott Bailey and Clarence P. 
Hornung. The first issue is sched- 
uled for: Feb. 1. 

Bailey said the magazine will 
seek no advertising of any kind. 
Printed in color, one third of its 
pages in full color, the magazine 
will be bound between gold-em- 
bossed, linen, pictorial covers, 


Bailey said. a Western news bureau manager. 

















Milestone for Safran 


A Chevrolet direct-mail booklet 
helped Safran Printing Co., De- 
troit, reach its one billionth web 
color impression. It occurred dur- 
ing the press run of 5% million 
Chevrolet 12-page booklets, “It’s 
50 Years for Chevrolet.” 

The company installed its first 
web press in 1958, It took eight 
years to achieve a billion impres- 
sions, but Safran sees the second 
billion mark within sight by 1964. 

* * of 





IASI Show to Pound Drum 


The 1962 International Automo- 
tive Service Industries Show, sched- 
uled Feb, 28-March 3 at Navy Pier, 
Chicago, will receive the heaviest 
program of publicity and direct 
mail ever directed nationally and 
locally to wholesalers, warehouses 
and retailers, according to Joseph 
Fischer, chairman of the Publicity 
Committee. 

Mailing pieces will be sent to 
15,000 jobbers in the United States, 


Press, to business editor of the 
paper. 

Henry Eisenhauer, former ex- 
ecutive vice-president of the Brook- 
lyn-Long Island Automobile Deal- 
ers Assn., to sales agent for Fair- 
mount Press and Red Book maga- 
zine . . . Robert S. Edwards from 
senior writer in the agency’s copy 
group to group creative supervisor 
at D. P. Brother & Co... . Lynn 
Ruester from editor of the Buick 
Magazine, printed by Evans-Win- 
ter-Hebb, Inc., Detroit, to Buick 


public relations staff in Flint. 





Sapozink Gets Soap Box Post 


Ira C. Sapozink, promotion man- 
ager of the Rochester (N. Y.) 
Times-Union, has been selected 
chairman of the National Sponsors 
Committee for the 1962 event. 

The Silver Anniversary All- 
American championship will be 
held Aug. 19 at Akron, following 

















New Building, New Franchise... 


Scarritt Motors Expands 







































several foreign countries. 


the contest. Sapozink succeeds O. T. 


man of the control committee. 
of * ” 


Agency for Auto Associates 


Auto Associates, Inc., King of 
Prussia, Pa., has appointed H, I. 
Monaghan Associates, Hatboro, 
Pa., to handle public relations 
and publicity. 

Auto Associates, Inc., is the 
Volkswagen distributor for Penn- 
sylvania and Delaware. 

* * * 


Dodge Saturates Detroit 


A saturation newspaper campaign 
was used by the Detroit Area 
Dodge Dealers Retail Selling Assn. 
to achieve maximum impact dur- 
ing the new-model] introduction 
period. 

The dealers scheduled 12,000 lines 
in the Detroit Free Press and De- 
troit News from Oct. 16 through 
Oct. 27. The dealer advertising was 
supported by a strong Dodge Divi- 
sion advertising schedule in the 
same newspapers during the same 
period. 


* * * 
Dodge Film Sets Record 


The longest 35mm motion pic- 
ture ever produced for the auto- 
motive industry was used by 
Dodge in 28 cities to introduce its 


local elimination races in commu- 
nities in the United States and 


Sapozink has served for almost 
two decades on the control com- 
mittee, which formulates rules for 


Gaston, manager of radio station 
WKZO, Kalamazoo, Mich., as chair- 


By Evelyn C. Bash 
Staff Correspondent 

ST. PETERSBURG, Fla. — Two 
important events are keeping 
things humming at Scarritt Motors, 
Inc. (Lincoln-Mercury-Comet), here. 

One is the appointment of 
Scarritt Motors as sales and serv- 
ice representative for Rolls-Royce 
in the Tampa Bay area, The 
other is the beginning of con- 
struction of the firm’s new build- 
ing. 

Scarritt Motors is now located at 
141 Second Ave. South, where it has 
been since F. M. Scarritt sr. was 
awarded the dealership in 1946. The 
new building is being erected at 
34th St. (U. S. 19), between Fifth 
and Sixth Sts., South, almost in the 
geographical center of the city. 
Scarritt now operates a branch 
service department on the prop- 
erty. 

Scarritt’s new facility will have 
42 service stalls, Practically every 
mechanic will have a hydraulic lift 
or other means to properly inspect 
and work on vehicles. 

There also will be separate de- 
partments for lubrication, diag- 
nosis, wheel alignment and balance, 
tuneup, paint and body. shop. A new 
feature to this area will be a quick- 
service department and an air-con- 
ditioned lounge for customers. 

Since 1958, Scarritt Motors’ 
penetration of the available new- 
car market has almost tripled, 
with the result that one of every 
10-car purchases in this area is 
from Scarritt. 

“We fast approached the point 
* * 





New Facilities for Scarrit# Motors— 

This is an architect's drawing of the new facilities for Scarritt Motors, Inc. (Lincoln- 
Mercury-Comet), now under construction in St. Petersburg, Fla. Service facilities will 
feature 42 stalls and a quick-service department. 


that our present facilities were ad- 
versely affecting our growth po- 
tential,” Scarritt, president, said. 
“We expect this new building pro- 
gram will result in even greater 
growth in the next three years than 
we enjoyed in the past three years,” 

Managing the new facility will 
be Frank Scarritt jr., who has been 
active in the automobile business 
with his father since 1956. 

Scarritt sr. is one of the oldest 
automobile dealers in Florida in 
point of service. He started in busi- 
ness with his late brother in 1919 
selling Hudson, Essex and Pack- 
ards. He also held a Packard fran- 
chise in his own name at the age 
of 19. 

Scarritt joined the Ford dealer 
organization in Pensacola in 1928, 
the year the Model A was intro- 
duced, and probably has sold 
more cars to naval aviators than 
any other dealer. 

In 1939, Scarritt was the first to 
convince the Navy that rubber 
could be saved by retreading air- 
plane tires. After evaluation tests, 
a company managed by Scarritt 
was given the first outside contract 
to retread Naval airplane tires, well 
ahead of Pearl Harbor. 

In 1944, over 10,000 naval aviators 
were trained in Pensacola, and 80 
percent of the planes used retreads 
by Scarritt’s firm. Scarritt also op- 
erated a bomber tire plant in Live 
Oak, Fla., during World War IL. 

The slogan of the Scarritt new 
dealership here is Home of the 
World’s Most Satisfied Automobile 
Customers. Both Scarritts expect to 
make this slogan even more mean 
ingful when the new facilities are 
in operation this fall. 


Seat-Belt Lane. 
Urged in F lorida 


MIAMI BEACH.—A law requir- 
ing the installation of seat belts im 
every new car sold in Florida was 
proposed to the Legislative Com- 
mittee on Traffic Safety during its 
meeting here. 

The proposal, submitted by Char 
les W. Seifert of the American S0- 
ciety of Safety Engineers, called 
for passage of the law during the 
next session of the Legislature. 
Wisconsin is the only state with 
such a law. 
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What's New ... 


_—_—_ 


ANTONIO. — Wayne Bull, 

Antonio, was elected president 
of the Automotive Wholesalers of 
Texas at 2 three-day annual meet- 
ing held here. 

Other officers are James Wilson, 
Houston, and O. D. Reed, Lubbock, 
yice-presidents; Joe McClure, Fort 
worth, secretary; Poncho Boat- 

Austin, treasurer, and G. C. 
Morris, Austin, executive director. 


kers on the program includ- 
od Lloyd L. Lott, Kansas City; John 
W. Nerlinger jr., Detroit, execu- 
tive secretary of the Retail Gas 
Dealers’ Assn.; J. A. Bryant, Bowl- 
ing Green, Ky., president of the 
Automotive Service Industries 
Assn., and J. J. Pickle, Austin, Tex., 
a member of the Texas Unemploy- 
ment Compensation Commission. 
Norman P. Cohen, Erie, Pa., an 
automotive parts dealer who last 
ar did a $2-million business, told 
wholesalers that he offers free 
classes to automobile mechanics 
and then publishes their photo- 
graphs in half-page advertisements, 
congratulating them on having 
completed the courses. 
Some 600 wholesalers from all 
of the state attended the 


meeting. im, te 


Firm Takes New Name 


LOS ANGELES.—In order to 
better identify its interests, Brake 
Parts Specialty has changed its 
name to Better Part Specialties. 

* * * 


Gatke Shifts Farrell 


CHICAGO.—James E. Farrell has 
been transferred-from Gatke 
Corp.’s general office to the Chicago 


Florida Dealers 
Elect Directors 
By Mail Ballot 


ORLANDO, Fla.—The new board 
of directors of the Florida Auto- 
mobile Dealers Assn., elected by 
mail ballot to serve until October, 
1962, has been announced by Wal- 
ter C. Mallory, general manager. 

New directors are: R. L. Demp- 
sey, Tampa; W. J. Grant sr., St. 
Petersburg; Donald E. Davidson, 
Jacksonville; Q. I. Roberts, Green 
Cove Springs; Fred O. Drake jr., 
Tallahassee; Howard W. Mitchell, 
Pensacola, and Marion G. Nelson, 
Panama City. 

Burton S. Kahn, Miami; Stacy I. 
Rowell, Key West; Charles B. 
Tutan, Miami; H. L, Butler, Lees- 
burg; Emmett Gardner, St. Augus- 
tine; Roger W. Holler, Orlando; 
Wilson P. Turnipseed, Ocala. 

Joe Blank, West Palm Beach; 
Harold C. Case, Fort Myers; E. J. 
Lovern jr., Ft. Lauderdale; Edward 
G. Cooke, Sarasota; M. P. Tomlin- 
son, Lakeland; E. Ray Wells, Avon 
Park; J. T. Brasington, Gainsville; 
Waid D. Philips, Palatka, and 
Ralph Powers, Lake City. 

William H. Terry sr., Jackson- 
ville, National Automobile Dealers 
Assn, director, was chosen director- 
at-large. 

Elected honorary directors are: 
W. Theo Proctor, Tallahassee; J. 
Saxton Lloyd, Daytona Beach; Wil- 
liam Catlin, Jacksonville, and New- 
man C. Brackin, Crestview. 


Dealer, Wife in Court 
On Bad-Check Charges 


BOSTON.—A Wareham (Mass.) 
auto dealer and his wife surrend- 
ered in Suffolk Superior Court 
here, and pleaded innocent after 
being secretly indicted on charges 
of larceny of $25,000 by means of 
bad checks from the National 
Shawmut Bank of Boston. 

Albert E. Smith, 62, was held for 
trial in $4,000 bond. His wife, who 
is bookkeeper and cashier of the 
dealership, was freed on her own 
recognizance. The indictment 
charged the pair obtained 14 auto- 
mobiles th rough presentation of 
checks not backed by funds in the 
banks on which they were drawn. 

e court was told the couple has 

m forced into involuntary .bank- 
ruptcy. 
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In Parts and Accessory Distribution 





sales department. He will be sales 
representative for the Automotive 
Division. 

* * * 
Lee Filter Distributors 


Win Trip to Paris 

EDISON, N. J.—Lee Filter Corp. 
sent 119 distributors and their 
wives on a 10-day, all-expense-paid 
trip to Paris. 

To qualify for the trip, distribu- 
tors had to produce a $10,000 in- 
crease in sales over last year for 
each seat, making a total of $1,190,- 
000 for the entire planeload. 


* * * 


Indiana Wholesalers 


Put Perkins in Charge 
INDIANAPOLIS.—The newly or- 
ganized Indiana Automotive Whole- 
salers Assn. has named George R. 
Perkins executive secretary. 
Perkins, who has been associated 














with the industry for 20 years, 
previously was with Gates Rubber 
Co., Hastings Mfg. Co., Arvin In- 
dustries and Merit Muffler Co. 

* * * 


Ark. Wholesalers Elect 


LITTLE ROCK. — New officers 
of the Automotive Wholesalers of 
Arkansas were elected at the an- 
nual meeting at Hot Springs. W. P. 
Hutton, Little Rock, is president; 
John Bueker, Stuttgart, vice-presi- 
dent; Ed Smitherman, Hot Springs, 
secretary-treasurer, and Bill Tuck- 
er, Malvern, executive secretary. 

* * og 


Gatke Names Distributor 


YORK, Pa:—York Tool Ware- 
house, 1901 W. Market St., has been 
appointed a distributor for Gatke 
Corp., maker of brake-lining prod- 
ucts for trucks, buses, tractors and 
trailers. York Tool is owned by 
Charles Brenneman. 


Engine Rebuilders Pick Officers— 


Leo Breithaupt, second from left, newly elected president of the Western Engine 
Rebuilders Assn., is congratulated by Thomas Turk, outgoing president, at the associa- 
tion's 16th annual convention in Palm Springs, Calif. At the far left and right are 
Ted Goeppert, new secretary-treasurer, and Clyde Wright, vice-president. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Give the All-American Christmas Bonus! 


Here’s the one Christmas Gift for your employees 
that helps all America. 


Series “E”’ U.S. Savings Bonds encourage em- 
ployee thrift and patriotism . . 
insurance policy in your community . . . get more 
valuable with each passing day. It’s the one Christmas 
bonus for your employees that contributes to Amer- 
ica’s strength and the peaceful future of mankind. 


To the company treasurer: How about a Savings 
Bond bonus for the company, too? Invest surplus 
‘funds in Series ‘‘E”’ and ‘tH” Bonds. Each has an 
annual limit of $10,000 face value. Bonds are safe 


208%, 
5, 20% 
(AAUITERSARY 


. act as an economic 


and sure. Their value is guaranteed. 
They don’t fluctuate with the market. 
Both yield 324%, when held to maturity. 





U.S. SAVINGS BONDS 


20 Years of Service to America 


The U. S. Government does not pay for this advertisement. The Treasury Department thanks, for their patriotism, The Advertising Council and this Magazine, 
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Polland’s HEAT-SWEEP De-lIcer 
Heats Swipe, Melts Snow and Ice 


Here’s a hot idea for ‘'Volksmasters’’. . . or 
owners of any little car with a flat windshield. 
Snap on a HEAT-SWEEP De-Icer. It heats the 
blade to melt away snow, sleet or freezing rain 
for safe, clear seeing. Prevents build-up of slush 
and ice so the wiper blade remains free to 

work efficiently . . . adds blade life. Ideal for 
Volkswagen cars, vans, and panels. With 
easy-to-follow instructions, anyone can install 
the HEAT-SWEEP De-Icer in 15 minutes. 







Patent 
Pending 









telah ay a «) 


INC. 


15805 S.E. 24th St., Bellevue, Washington * SHerwood 6-2306 


plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California ® Philadelphia 45, Pa. 
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PRODUCTION 
ay 
GREY IRON CASTINGS 


*K 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


* 


ESTABLISHED 1866 


THE WHELAND FOUNDRY 


DIVISION OF GORDON STREET, INC. 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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Volvo’s Engellau Sees 
Best U.S. Auto Year 


yy E BELIEVE 1962 will be the 
best year yet for your automo- 

tive industry, and I’m sure there 
will be a place for European cars 
in this market,” Gunnar Engellau, 
president of A/B Volvo, Goteborg, 
Sweden, told newsmen in Log An- 
geles. ; 
Engellau said there is an 11- 
month waiting list for the new 

P-1800 coupe in Sweden. The 

English firm that builds the 

P-1800 body is turning out about 

100 a week, 

Between 3,000 and 4,000 are sched- 
uled to be built in 1962, with about 
half of them slated for the United 
States. Some 200 to 300 units have 
arrived in the U.S. to date. 

The P-1800 with four-speed trans- 
mission has a port-of-entry price of 
$3,995 in the East and Southwest 
and $4,080 in the West. Overdrive is 
$145 extra. The figures are about 
$200 higher than “anticipated 
prices’ which were posted last 
spring before shipments to the U.S. 
began. 

Asked about restyling the rather 
old-fashioned Volvo 544 two-door, 
Engellau said: “We are always 
considering styling changes. When 
Wwe come to cost, the consideration 
stops. 

“We spend $10 million a year to 
build better cars, not just to make 
them better looking. Even in the 
U.S., styling is becoming less im- 
portant. It is very much that way 
in Europe.” 

Volvo announced that Sam C. 
Mitchell has been named executive 
vice - president of 
Volvo Western 
Distributing, Inc., 
which distributes 
the car in 13 


Mitchell joined 
Volvo Western as 
general manager 


up to take over 
the territory that 
formerly had 
been served by Eugene V. Klein, 
an independent distributor. 





Sam C. Mitchell 




















last May when H 
the firm was set]: 


from Baltimore, East Coast port 
of entry. 

Shipments to Monroe via the St. 
Lawrence Seaway will be resumed 
in the spring, according to Renault- 
Great Lakes, Inc., Midwest distrib- 


utor. 
a a + 


Kramer Tractor 


PPOINTMENT of three dealers 

was announced by Libby Inter- 
national Corp., distributor of the 
West German-made Kramer farm 
tractor. 

The dealers are B. Heckerman & 
Sons, La Fayette, N. Y.; Kreiger 
Chevrolet & Oldsmobile, Inc., 
Woodridge, N. Y., and Mueller’s 
Machinery & Motor Maintenance, 
Montclair, N. J. 

* + * 


Jaguar 
AGUAR cars have scored three 
major successes in three differ- 
ent countries, according to Jaguar 
Cars, Inc. 

The first victory came in the 
Tour de France in which Jaguar 
3.8 sedans finished in the first four 
places, winning the category out- 
right for the third year in succes- 
sion. In addition to a tightly con- 
trolled road section of 3,500 miles 
over some of the most difficult ter- 
rain in Europe, the event includes 
eight hours of racing on seven dif- 
ferent circuits, including those of 








Le Ma 3 

ns, Rheims, Rouen «an 
sels. Eight hillclimb ev = ae 
were included in the route, again 
using international venucs. 

Victory No. 2 occurre 
many, where a 3.4 sedar 
German touring-car char 
The championship is awarded on 
the results of several races held 
during the season on various cir- 
cuits, including the Nurburgring 
regarded as the most difficult cir. 
cuit in the world. 

Victory No. 3 came in Britain 
where 3.8 sedans finished first, seo. 
ond and third in the touring-car 


in Ger. 
won the 
pionship, 


race at the International Gold Cup 
meeting. 
+ * + 
Volkswagen 


UTO ASSOCIATES, INC., King 
of Prussia, Pa. Volkswagen 
distributor for Pennsylvania and 
Delaware, has announced the ap- 
pointment of Wil- 
liam J. Magarity 
as general sales 
manager. 

Magarity will 
direct sales and 
merchandising ac- 
tivities for Volks- 
wagen in Penn- 
sylvania and Del- 
aware. These 
activities wil] in- 
clude: Advertis- eA) 
ing, public rela- W. J. Magarity 
tions, dealer selection and develop- 
ment, sales promotion, overseas de- 
liveries, new car distribution and 
market analysis. 

Magarity formerly served as na- 
tional sales promotion and train- 
ing manager for the Packard Mo- 
tor Car Co. He also served as a 
district manager with one of the 
divisions of Ford Motor Co. 








Western states.| } 


A veteran of 28 years in the auto 4 


industry, Mitchell formerly was 

with Renault, Chrysler Corp. and 

International Harvester. 
* OK * 
Rootes 


| pean this year, Rootes Mo- 
tors, Inc., launched an intensive 
program to expand its overseas de- 
livery sales business and became 
the first imported car company to 
carry its message direct to travel 
agents in a series of briefing ses- 
sions, 

Recently, Rootes announced two 
more moves designed to woo travel 
agents into setting up more over- 
seas sales for its dealers. 

First, the company will send Sid- 
ney Friedman, overseas sales Man- 
ager, to the American Society of 
Travel Agents annual meeting in 
Cannes, France, to participate in 
@ panel discussion of overseas car 
plans. 

Secondly, the firm will extend 
its travel agent briefing sessions 
in this country to the West Coast. 

In East Caast meetings, over 200 
agents and airline tour desk spe- 
cialists attended eight meetings in 
Washington, Baltimore, Boston and 
New York to hear Rootes repre- 
sentatives explain the company’s 
facilities and overseas sales proced- 
ures, according to Friedman. 

Although Rootes has worked 
closely with travel agents for a 
number of years, the briefings were 
the first phase of the program 
designed to make agency counter 
personnel aware that Rootes’ over- 
seas delivery is not a complicated 
matter. Rootes is urging dealers to 
set up their own overseas briefing 
sessions for travel agents. 

* * * 


Renault 


Li halalag the Great Lakes shipping 
season drawing to a close, 
Renault, Inc., now is moving cars 
to the Port of Monroe, Mich., by 
rail. 

Seven railroad cars, each carry- 
ing 12 of the French-built autos, 
already have arrived in Monroe 


Dumper for Big Jobs— 


Truck Ideas from Europe 













This huge dump truck has been introduced by Faun of Germany. Note the sliding 


doors in the driver's compartment. 






Wrecker with Front-Wheel Drive— 


A new type of wrecker with front-wheel 
at the 40th Frankfurt Auto Show in West 


| SPEDITION mG 





Designed for Transporting Cars— 


These truck-trailer combinations were designed for transporting automobiles. Roofs 
can be raised to accommodate four cars in each vehicle. Note the truck cf 


with raised roof. 


drive was one of the vehicles on exhibit 
Germany. 
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In the Letterbox 


(Continued from Page 14) 


and what not to wear. Only once 
did I see him unbend, and I think 
he was rather tricked into it then, 
at a dealer get-together. 

He was a stern, polished, heel- 


ing an ad executive checking 
oepevrolet ad which was described 
as “the first newspaper color ad- 
yertising to announce its 1962 mod- 
) 
ot you mean that Chevrolet ran 
the first color advertising in the in- 
dustry, or by your account was “its 
Chevrolet’s first color ad? To our 
knowledge Studebaker ran the first 
color advertising on new cars Sept. 
92, 1961.— Jack Dittmer, L. D. Ditt- 
mer Motor Co. (Studebaker), 200 N. 
Main, Elkader, Ia. 
Eprror’s Note: It was Chevro- 
let’s first newspaper color adver- 
tising to announce its new mod- 


els. 





Improper Inspection 


Charged in Buffalo 


BUFFALO.—A service manager 
of a Main St. auto dealership was 
given a summons by State Police 
charging he issued an inspection 
sticker without making a proper 
inspection of an auto. Joseph 
Gottlieb, 33, employed by Auto- 
Land, Inc., 1081 Main St., is to 
appear in City Court on Oct, 23. 

Troopers Edward F. Stillwell 
and John D. Steinmetz, of the ga- 
rage inspection detail, said it was 
the third summons handed out 
during the day in a new crack- 
down on inspection stations. 


2 2 


Youngest of the Oldest? 


I have read the letters you've re- 
ceived about dealers 22 years old, 
and I wonder if anyone can top this 
one: 

I signed with Chrysler in the win- 
ter of 1923 when I was 22 years old, 
and I am one of the few original 
dealers still with Chrysler Corp. 

Is there anyone else under 60 
years of age who has had the same 
franchise for 39 years? —T, R. 
Becker, Becker’s Garage (Chrysler- 
Plymouth), Main St., Greenwich, 


Ri. X. 





* * * 


Van de Kamp Started It 


I read with interest, and some 
amusement, your story by David 
Wilkie in the Oct. 16 issue head- 
lined, “Hahn Sparks VW Surge.” 

Let’s not be too quick to give 
Carl Hahn the credit for Volks- 
wagen’s success in the United 
States. True, he is rather a phe- 
nomenal person with such attain- 
ments to his credit at such a young 
age. But let’s not forget the pio- 
neering efforts of Will W. van de 
Kamp who virtually single-hand- 
edly built a strong, healthy dealer 
and distributor organization here 
from scratch. 

“Uncle Will,” as the under- 
lings fondly (or, neot-so-fondly!) 
called him, was certainly not one 
for publicity and didn’t even have 
a public relations man on his 
staff until late in the game. 

Thus, he had no staff to pump 
press releases to newspapers and 
magazines and build up him and 
his organization as VOA now has. 
In fact, he rather shunned pub- 
licity and his name is conspicuously 
missing from most AUTOMOTIVE 
News and other articles and refer- 
ences to Volkswagen in the United 
States prior to 1960. If memory 
serves me right his name wasn’t 
in the Almanac until 1959 or so. 
Van de Kamp came to this coun- 
tty and tackled the Volkswagen 
situation head-on ... Uncle Will 
had to battle a complex of nega- 
tive thinking and create the notion 
that Volkswagen was here to stay 
and wags a product on which dealer 
and distributor alike could build 
a future. 

He cracked a mean whip. It was 
said that he had been a Luftwaffe 
officer in the war and indeed he 
tan his American organization 
along strict lines. I’ve heard it said 

no male employe in the Engle- 
wood Cliffs headquarters office was 
allowed to remove his coat, even 
on the muggiest summer day, and 
that he told his secretaries what 





Coming Events 


(Continued from Page 14) 


1962 

Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan, 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan, 25-26 — National Forum on Auto- 
Motive Air Conditioning, Statler Hotel, 
allas. 

+ 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 

icago. 

i. 1-2—Private Truck Council of Amer- 
Ica, Statler Hilton, Detroit. 

» 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 
cago, 

March 12-16—Society of Automotive Engi- 
neers, Passenger Car and Body, Shera- 
ton-Cadillac Hotel, Detroit. 
larch 21-25— Pacific Automotive Show, 

emorial Coliseum, Portland. 

pril 11-i13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

May 21-23—Automotive Engine Rebuilders 
Assh.. Sheraton Cadillac Hotel, Detroit. 














































Every amount key on the NCR De Luxe 
Adding Machine operates the motor. saving features. 
Result: You can forget the Motor Bar! 
Eliminates back-and-forth hand motion 
from keys to Motor Bar. Think of the 
time and effort this single NCR feature 
saves! All keys are instantly adjustable 
to each operator’s preferred touch! It 
is no wonder operators are so enthusi- 
astic about the NCR De Luxe Adding 
Machine. They do their work faster — 
with up to 50% less effort! 


clicking “Kadett Offizier” type who 
literally forced dealers and distrib- 
utorg to buy more cars, take truck 
until they were drowning in trucks 
(later they sold like hot-cakes), 
build new buildings and, above all, 
adhere to the designated price. 
In fact, it was this last that 
supposedly resulted in the inves- 
tigation and subsequent court ac- 
tion against VOA by the Depart- 
ment of Justice. Uncle Will was 
a firm believer in territorial se- 
curity and controlled prices. 


Today there are a lot of Volks- 
wagen dealers and distributors who 
appreciate the efforts Will van de 
Kamp put forth, appreciate his un- 
swerving devotion to VW and, 
above all, appreciate his hard-sell 
methods. 

Carl Hahn may be responsible 
for VW’s largest non-German mar- 
ket, as Wilkie said in his article, 
but only in the sense that he has 
its problems, duties and headaches 
to contend with. He is in no way 
responsible for it in the sense of 
causing it to be the biggest market. 

Death came early to Will van 
de Kamp and—significantly—at the 
wheel of an automobile. If any one 
man did, he sparked the VW surge. 
—B. A. McItHany, 1611 Steele Drive 
N.W., Atlanta, Ga. 





or 


New Piggyback Unit— 


The Auto-Porter, loaded with Chevy Ils, is shown on the rear of the Baltimore and 
Ohio Railroad's National Limited passenger train, as it passed over historic Thomas 
Viaduct in Maryland, approaching Baltimore. The automobiles were loaded the previ- 
ous day at the Chevrolet assembly plant in Norwood, O., a suburb of Cincinnati. The 
loaded ‘‘Auto-Porter"’ was then attached to the National on its arrival in Cincinnati for 
the experimental run to Baltimore. The ‘‘Auto-Porter,” specially designed car for the 
transportation of automobiles by rail, is being tested by the B & O. 








Increase Accuracy 


while simplifying figure work 


with 


Cut hand motion and effort up to 50% 
with the exclusive National “Live” Keyboard! the many time- and money-saving fea- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ¢ 77 YEARS OF HELPING BUSINESS SAVE MONEY 


the NCR DELUXE 
ADDING 
> MACHINE 





with “Live” Keyboard 


Your business, too, can benefit from 


tures of an NCR adding machine. 
NCR’s pay for themselves quickly 


Only NCR has 14 time- and money- through savings, then continue to re- 


turn a regular yearly profit. For more 


“Live” Keyboard and Adjustable information, call nearest NCR branch 
keytouch are just two of the 14 time- office or dealer, See phone book yellow 
and effort-saving features which you get Pages. 
in the NCR De Luxe Adding Machine. 


STRUCTION—NEW STYLING— 
NEW QUIETNESS—NEW BEAUTY. 


to give you a demonstration and tell you 
about all 14 features. Call him today. 


MACHINES 


You will also like its RUGGED CON- Stenetnaen——ane, 4.0. Par. Or. 
Your NCR representative will be glad Wialional’ 

















PORTABLE LIFT — Watervliet Tool Co., 
Inc., Albany 1, N, Y., has announced the 
Watco Liftmaster 700. The portable, air- 
operated lift is designed to raise most 
vehicles. It lifts 7,000 pounds as high as 
52 inches and will reach as far as 55 
inches. 





BRAKE BLOCKS—Expansion of its Velve- 
touch Feramic truck brake block line to 
include Y, ¥% and %%4-inch thicknesses, as 
well as those of the previously available 
%,-inch size, has been announced by S. K. 
Wellman Co., 200 Egbert Rd., Bedford, O. 
The blocks are especially recommended 
for light and medium trucks of 2 to 5-ton 
capacities. They are offered in oversize as 
well as standard units. Blocks are made 
of sintered ferrous metals. They are claim- 
ed to be unaffected by oil, grease and 
moisture. 





REFRIGERATION UNIT—Arctic Traveler, 
P. O. Box 989, Montgomery 2, Ala., has 
announced an addition to its Leader Series 
of mechanical refrigeration units, designed 
for delivery trucks, which boasts a 25 
percent increase in cooling capacity. 
Caled the Super Leader, this unit features 
hermetic-type, extended-shaft, high-capac- 
ity compressor which is linked to the 
power take-off by an automotive-type, 
tubular drive shaft. This assembly mounts 
on a bracket on the truck chassis and 
supplies the refrigerant for the nose 
mounted Leader refrigeration package. 
The compressor and three horsepower, 
220-volt alternating current motor are on 
the same shaft thus eliminating the need 
for cumbersome belts and pulleys, it is 
said. 





CAMPING UNIT—Production of a self- 
powered travel home which combines liv- 
ing accommodations with the convenience 
of an automobile has been announced by 
Traville Corp., 615 Griswold St., Detroit 
26, Mich. Mounted on a one-ton chassis 
by Chevrolet, the unit, called the Traville, 
features a completely equipped kitchen, 
lounge with sleeping accommodations for 
four adults, toilet facilities and wardrobe 
and storage closets. The Traville is one 
of five travel and camping units produced 
by Traville. Other models include the 
Campside, which is mounted on a Corvair 
Rampside; the Vista Camper, a conversion 
unit for the Corvair Greenbrier, and two 
units fitted on Chevrolet pickups, the 
Traveler and Weekender. All units, plus 
a wide variety of optional equipment, 
will be retailed through Chevrolet dealers. 

* 2 * 


AC Offers Radiotelephone 


For Common Carrier Use 

AC Spark Plug Division, Milwau- 
kee, Wis., has announced a four- 
channel, 150 Mc, mobile radio-tele- 
phone designed specifically for 
common carrier use. 

Called “AChieverfone,” it has 
been designed and packaged into 
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TRUCK NEW PRODUCTS 


two compact units—the control 
head and the receiver-transmitter 
(R-T) unit. Compactness has been 
achieved by designing the decoder 
to operate at the environments of 
the R-T unit, and making it a part 
of this package,'and by combining 
the ringer box, junction box, chan- 
nel selector, and handset mount 
into a single control head, AC said. 


* * * 























REFUSE HANDLER — A refuse-handling 
unit, offered by Dow Packer Corp., 115 S. 
Main St., Fairview, Okla., can be auto- 
matically dumped in nine seconds, accord- 
ing to the makers. This feature, together 
with a single-cylinder hydraulic actuator 
which performs all loading-packing-dump- 
ing operations, gives the Dow unit econ- 
in maintenance 
costs, say the manufacturers. It fits on most 
regular two-ton truck chassis and current- 
ly is available in 14, 16 and 21-cubic-yard 


omy in operation and 


sizes. 
* * * 


Heavy-Duty Battery 


A line of heavy-duty batteries, 
DC-250, has been introduced by 
United Delco. United Motors Serv- 
ice, General Motors Building, De- 


troit 2, Mich. 





CAPSTAN — A vertical capstan that 
weighs 80 pounds, yet produces a line 


pull capacity of 500 pounds at 25 feet 


per minute is available from Ideal Wind- 
lass Co., Inc., P. O. Box 430, East Green- 
wich, R. |. Called the Model AA, this unit 
may be ordered to operate on every 
standard electrical system: Six, 12, 24, 32 
and 115-volt direct current; 110/1/60 and 
220/440/3/60 alternating current. Capstan 
diameter is 3% inches. Base is 11%, by 
15 inches, height is 12 inches. A foot 


switch is available to free both hands for 


line handling. 
ie ee 


Paint Stock Cabinet 


A paint cabinet designed to hold 
70 quarts or 90 pints or a com- 
bination of pints and quarts, has 
been made available by Ditzler 
Color Division, Pittsburgh Plate 
Glass Co., 8000 W. Chicago Ave., 
Detroit 4, Mich. 





TRAILER SUSPENSION—Rogers Brothers 
Corp., Albion, Pa., has announced an in- 


novation in trailer suspensions on high 
flat trailers. The Pneu-Magic ride is de- 
signed to permit heavier payloads in 
those states which base the maximum 
gross load on the number of axles and 
their arrangement in the combination. 
Payload possibilities of the trailer are 
78,000* pounds. The Yota! cost factor of 
tractor and trailer can also be reduced 
since a less expensive single rear-axle 
tractor can be used with the Pneu-Magic 
trailer, it is said. A key feature of the 
trailer is the air actuated axle which 
raises and lowers by use of a switch in 
the tractor cab. Rogers Pneu-Magic ride 
is said to make possible a tractor-trailer 
combination capable in most instances of 
mechanically and legally transporting up 
to three tons more payload with a sizable 
decrease in total dollar investment. 











DUAL TREADLE VALVE—A safety de- 
vice for buses and trucks has been an- 
nounced by Williams Power Brake Equip- 
ment Co., Portland, Ore. The device is de- 
signed to protect single unit vehicles from 
runaway in case of failure of any part of 
the air system, it is said. Called a Dual 
Treadle Valve, it is basically two applica- 
tion valves mounted side-by-side and fed 
by two separate air storage reservoirs 
with a check valve mounted on each feed 
line so if air is lost from one system or 
axle the other tank will still provide air 
for the other axle or axles, A single pedal 
applies force to the two application units 
through a compensating lever actuating 
the two independent air systems so that 
the vehicle's brake system can be control- 
led axle by axle, it is claimed. 

ag 





TRANSMISSION—A five-speed, heavy- 
duty truck transmission with an unusual 
pressure lubrication system, has been in- 
troduced by Clark Equipment Co., Auto- 
motive Division, Falahee Rd., Jackson, 


Mich. Positive lubrication of the top or 


main shaft of the transmission is provided 
by the pressure system. Designated the 
400V Series, and available in six models, 
the transmission is designed for use with 
diesel or gasoline engines of approximate- 
ly 400 to 550 pounds foot of torque out- 
put. 
> ae, 


TRUCK BODY—All-aluminum truck body 
telescopes upward in the plant yard of 
Hockensmith Corp., Penn, Pa., designers 


and builders of the moisture-proof rig. 
Load capacity is 35 cubic yards. Auxiliary 
hatch covers are builtin for easy loading. 
Cover section keeps load dry and protect- 
ed from weather, it is said, 

ae 


Arctic Traveler Offers 


Literature on Products 


Arctic Traveler, P. O. Box 989, 
Montgomery 2, Ala., is offering a 
number of illustrated literature 
pieces presenting the features of 
various lines of electric and me- 
chanical refrigeration systems for 








trucks, trailers and route delivery 
trucks. 

An eight-page brochure describes 
the Arctic Traveler Super Trail- 
master line, and goes into a detail- 
ed explanation of the advantages of 
Arctic Traveler’s all-electric sys- 
tem, 





TOOL CABINET —A portable tool cabi- 
net designed to meet the needs of service 
station mechanics has been announced by 
Huot Mfg. Co., 500 N. Wheeler St., St. 
Paul 4, Minn, Called the Model 707 Station 
Wagon, the cabinet has wheels in back 
and steel feet in front. It is easily tilted 
back and rolled from stall to stall on its 
six-inch rubber-tired wheels. A_ special 
back-stop guard panel at the top rear of 
the chest prevents tools from slipping off 
when the chest is tilted back. The cabinet 
has four large drawers and storage space 
below. The top drawer has moveable di- 
viders. Overall dimensions are 32 inches 
high by 26 inches wide by 12 inches deep. 

orn 


bis 





FEED BODY—A bulk feed truck body 
which transports bulk feed and unloads 
it by air pressure to heights up to 100 
feet has been developed by Baughman 
Mfg. Co., Inc., Jerseyville, Ill. Known as 
the New-Matic PF-7, this pneumatic body 
is fully pressurized, and material is forced 
by a Miehle-Dexter blower through the 
delivery hose, discharging at the rate of 
800 to 1,000 pounds per minute. Jet 
stream delivery is steady and uniform, 
preventing clogging or blocking of the 
hose during discharge, it is said. Blower 
is operated from power take-off on the 
truck. 





CLAMP—The Compton Clamp, a hand- 
operated, locking-type C clamp, has been 
introduced by Price & Rutzebeck, P, O. 
Box 30, Hayward, Calif. The clamp is de- 
signed to lock around two pieces of angle 
with a firm grip, even on non-parallel sur- 
faces. The clamp opens to 2% inches and 
will clamp to a thickness of 34-inch, Other 
features claimed for the new clamp are its 
replaceable self-aligning pads and its no- 
slip adjustment mechanism. 


DRIVER'S SEAT—Freedman Seating Co,, 
1825 W. Newport Ave., Chicago 13, I, 
has introduced the Shockfree Glide-Ride 
Suspension Seat. The complete unit has 
been fully fleet tested, according to Freed- 
man. Special shockfree seat suspension is 
built to eliminate “back slap," to elimi- 
nate all metal-on-metal contact, and to 
provide a life-time floating-on-rubber sus- 
pension ride, Freedman said. 


* * * 


Visual Traffic Controls 


A visual control system for trans- 
portation, traffic and trucking op- 
erations, with instantly changeable 
magnetic devices, has been an- 
nounced by Methods Research 
Corp., 105 Willow Ave., Staten Is- 
land 5, N. Y. The unit is called 
Magnetic Control Board. 





WHEEL BALANCER — Dayton-Tandem 
Mfg. Co., P, O. Box 2671, Denver 1, Colo,, 
has announced its Savage Truck-O-Matic 
wheel balancer. The unit consists of a ring 
which is fastened on the wheel by five of 
the truck wheel nuts, and two weights 
which can be moved around in the cir- 
cular track and secured in place after the 
wheel is balanced. It incorporates the prin- 
cipal of triangulation balance close to the 
center of the wheel. This is said to create 
a gyroscopic action, keep the wheel on the 
ground, reduce bouncing and weaving 
when driving over rough or irregular 
roads. 





CAB HEATER—A crew cab heater which 
installs beneath the seat of standard crew 
cab bodies has been marketed by Mor 
rison-Pelsue Co., 2001 S. Bannock St., Det 
ver 23, Colo. The MoPeCo Model CC Heal 
er is thermostatically controlled. A stand- 
ard propane gas bottle furnishes fuel 
permitting the heater to operate when 
vehicle is stopped. As a safety feature, al 
gas immediately cuts off to the heater ) 
case of battery failure or power shutoff, 
it is claimed. The unit installs in 13% 
by 13 by 7-inch space, weighs 27 pounds, 
and has a 12,000 BTU input. Toggle 
switches turn heater and burner ignition 
on and off. 
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Average Price of Used Cars Sold at Auction 

















"60 =(*61 
Nov. 
to Date 


"60 =+’61 
Oct. 


"60°61 
Sept. 


*Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. By 
WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 

eery Thursday. Prices are for sale of 

Oct, 26. Consignment was up this week 

with good, clean units being offered. Prices 

stayed firm on good cars as 69 percent 
sold. 

BUICK —'59 Invicta 2-dr. hardtop, $1,610* 
(ps); conv., $1,450* (ps); Electra 225 
conv., $1,500* (ps); LeSabre 4-dr. 
hardtop, $1,405* (ps); Electra 2-dr. 
hardtop, $1,385*. (ps). 

58 Limited 4-dr. hardtop, $1,010* 
57 Century Estate Wagon, $725* (ps); 
conv., $690* (ps); Special Estate Wag- 
on, 3 at $625, $550* (ps); 4-dr. Rivi- 
era, $575* (ps); Special 2-dr. Riviera, 
$495* (ps). 

56 RM 2-dr. Riviera, $460* (ps); Spe- 
cial 2-dr. Riviera, $310. 

‘55 Special 2-dr. Riviera, $410* 
$320*, 3 at $165. 

(ADILLAC—’61 (62) 4-dr. hardtop, 
400* (ps), 2 at $4,375* (ps); 
hardtop, $4,150* (ps). 

60 (62) conv., 2 at $3,575* (ps), $3,400* 

1s). 

+50 (62) conv., $2,850* (ps); 4-dr. hard- 
top, $2,515* (ps); 2-dr. hardtop, $2,- 
500* (ps); de Ville 2-dr. hardtop, $2,- 
790* (ps); Eldorado conv., $2,350* 


(ps). 

"58 (62) Coupe de Ville, $1,840* (ps), 2 
at $1,810* (ps); conv., $1,450* (ps). 
"57 (62) 4-dr. hardtop, $1,240* (ps); Se- 
dan de Ville, $1,200* (ps), $1,150* 

(ps); conv., $1,150* (ps). 

"56 (62) Sedan de Ville, $680* (ps). 

55 (62) 2-dr. hardtop, $575* (ps). 

'b4 (62) 4-dr., $305* (ps). 

"52 (60) Special 4-dr., $150*. 

51 (62) 4-dr., $190*. 

50 (62) 2-dr. hardtop, $230*, 

CHEVROLET—’61 Impala (8) sport sedan, 
2 at $2,225* (ps), $2,175* (ps); Cor- 
vair Monza (6) 2-dr., $1,840; Corvair 
700 (6) 4-dr., $1,785. 

’60 Impala (8) sport sedan, $1,750* (ps); 
Brookwood (6) 4-dr., $1,475*; Biscayne 
(8) 2-dr., $1,400* (ps); Biscayne (6) 
2-dr., $1,070; Corvair 700 (6) 2-dr., 
$1,050*. 

’59 Impala (8) sport sedan, $1,400* (ps), 
2 at $1,275* (ps); 4-dr., 2 at $1,290, 
$1,125*; Impala (6) sport coupe, $1,- 
225* (ps); Brookwood (8) 4-dr., $1,- 
175* (ps); Brookwood (6) 4-dr., $950*; 
2-dr., $940; Bel Air (8) sport sedan, 
$1,070* (ps). 

‘58 Impala (8) sport coupe, $990* (ps); 
conv., $820*; Brookwood (8) 4-dr., 
$865*, 2 at $695* (ps); Bel Air (6) 
sport sedan, $850*; Biscayne (8) 2-dr., 
$690*; Yeoman (6) 2-dr., $500. 

‘57 Nomad (8) 2-dr., $840* (ps), $600* 
(ps); Two-ten (8) station wagon, 
$805*, 3 at $760*, $635* (ps); Two-ten 
(6) 4-dr., $705*; Bel Air (8) conv., 
$740*; station wagon 4-dr., $725* (ps); 
One-fifty (6) station wagon 2-dr., $585. 

‘56 Bel Air (8) conv., $605* (ps); Bel 
Air (6) 4-dr., $495*; Two-ten (6) 2- 
dr., $475* (ps). 

"55 Bel Air (8) 4-dr., $360* (ps). 

"53 Bel Air 2-dr., $275; 4-dr., $200* (ps); 
Two-ten 2-dr., $195. 
"52 Deluxe 4-dr., $170; 

$105. 

OHRYSLER—’57 NY 4-dr., $825* (ps). 

’55 NY 2-dr. hardtop, $395* (ps); 4-dr., 
$325* (ps). 

O—’57 Fireflite 4-dr., $560* (ps). 

54 Power Master 4-dr., $175*; Firedome 
4-dr., $160* (ps). 

DODGE—'60 Seneca (8) 4-dr., $875*. 

ma Coronet (8) 4-dr., $560*, 2 at $290* 
Ps). 

*57 Sierra (8) 4-dr., $625*; Custom Royal 
(8) 4-dr., $545* (ps); Coronet (8) 4- 
dr,, $390*. 

FORD—'61 Country Sedan (8) 4-dr., $1,- 
950*; Falcon (6) station wagon, $1,650; 
a" $1,350; Fairlane (6) 2-dr., $1,- 


(ps). 


(ps), 


$4,- 
2-dr. 


2-dr, hardtop, 


’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
300*; Galaxie (8) 4-dr, Victoria, 2 at 
$1,575* (ps), $1,475* (ps); conv., $1,- 
445* (ps), 2 at $1,430* (ps); Galaxie 
(6) 4-dr., $1,275*; Country Sedan (8) 
4-dr., $1,335*; Falcon (6) station wag- 


on, $1,350; 4-dr., $1,200*; Fairlane 
: 500 (6) 2-dr., $1,050 (ps). 
59 Thunderbird (8) 2-dr. hardtop, $2,- 


115* (ps); Galaxie (8) 4-dr. Victoria, 
2 at $1,295, $1,275* (ps), $1,150* (ps); 
Country Sedan (8) 4-dr., $1,160; Fair- 
lane 500 (8) 2-dr., $1,015* (ps); 2-dr. 
Victor $1,000* (ps); Fairlane (8) 4- 
dr., $835* (ps); Custom 300 (6) 2-dr., 

1.9910; 4-dr., $725* (ps). 

58 Thunderbird (8) 2-dr. hardtop, $1,- 
550* (ps); Fairlane 500 (8) conv., 2 at 
$830* (ps), $735* (ps); 4-dr. Victoria, 
$710* (ps); 2-dr. Victoria, $475* (ps); 
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Country Sedan (8) 4-dr., $745* (ps). 

’57 Thunderbird (8) conv., $1,800* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $700*; 
4-dr. Victoria, $675* (ps); conv., $450* 
(ps); Fairlane (8) 2-dr. Victoria, 2 at 
$565*; Custom 300 (6) 2-dr., $540*; 
Country Sedan (8) 4-dr., $525; Custom 
(8) 2-dr., $270*. 

’56 Fairlane (8) conv., $510*; 2-dr. Vic- 
toria, $500; Main (8) 2-dr., $410*; 4- 
dr., $190*; Country Sedan (8) 4-dr., 
$350*; Custom (6) 4-dr., $280. 

’55 Fairlane (8) 2-dr. Victoria, 2 at $395* 
(ps), $300*; Custom (8) 4-dr., 2 at 
$285*, $280*, $250*; Country Sedan 
(8) 4-dr., $230*. 

’54 Crest (8) conv., $180*; Country Se- 
dan (8) 4-dr., $160*, $140*. 

IMPERIAL—’58 Crown 4-dr., $1,550* (ps). 
’55 Imperial 2-dr. hardtop, $285* (ps). 
’54 Imperial 4-dr., $200. 

LINCOLN — ’'60 Premiere 4-dr. 

$2,525* (ps). 

’59 Premiere 4-dr. hardtop, $1,850* (ps), 
2 at $1,770* (ps). 

’57 Premiere 2-dr. hardtop, $910* 

’56 Capri 2-dr, hardtop, $505* (ps). 


hardtop, 


(ps). 


MERCURY—’61 Meteor 600 4-dr., $1,500"; 
Comet (6) 4-dr., $1,430*. 
’59 Monterey conv., $1,260* (ps); Park 
Lane conv., $1,225* (ps). 
’58 Monterey 4-dr. hardtop, $575* (ps). 
’57 Monterey 4-dr. hardtop, $610* (ps). 
56 Custom station wagon, $465*. 


OLDSMOBILE—’61 (88) 4-dr., $2,160*; 
Fiesta 4-dr., $1,600*. 

"60 (88) 4-dr. Holiday, $2,125* (ps); 
Fiesta 4-dr., $1,825*. 

"59 (88) 4-dr. Holiday, $1,550; 2-dr. 
Holiday, $1,460* (ps), 2 at $1,450* 
(ps); 4-dr., $1,225. 

"58 (88) 4-dr., $920. 

’57 (88) 4-dr., $745* (ps), 2 at $650* 
(ps); 2-dr. Holiday, $535* (ps); (98) 


2-dr. Holiday, $650* (ps). 

’56 (88) Super 2-dr. Holiday, $500* (ps); 
(88) 4-dr., $450*. 

’55 (98) 2-dr. Holiday, $360* (ps); 4-dr. 
Holiday, $300* (ps). 

’54 (88) Super conv., $205* (ps). 

’53 (88) 2-dr., $135. 

PACKARD—’56 Clipper 4-dr., $150* (ps), 

$115. 

’54 Patrician 4-dr., $235* (ps), 
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PLYMOUTH—’60 Suburban (8) 
dr., $1,300*. 

’57 Belvedere (8) 4-dr. hardtop, $560; 2- 
dr. hardtop, $525* (ps); Plaza (6) 4- 
dr,, $310. 

’56 Suburban (8) Custom 4-dr., $340*; 
Belvedere (8) conv., $300*. 

’54 Belvedere 2-dr. hardtop, $110*, 


PONTIAC—’60 Bonneville conv., $2,140* 
(ps); Catalina 4-dr., $1,735* (ps), 

*59 Catalina 4-dr. Vista, $1,465* (ps), 2 
at $1,325* (ps); Star Chief 4-dr. Vista, 
$1,265* (ps). 

’58 Chieftain 2-dr. Catalina, $765*, 

"57 Super Safari 4-dr., $685* (ps). 

’56 Star Chief Safari 2-dr., $520* (ps), 
$405* (ps); Chieftain 2-dr., $340. 

’54 Star Chief conv., $180* (ps); Chief- 
tain 4-dr., $125*. 

RAMBLER—’60 Ambassador (8) Super 
station wagon, $1,525* (ps); Super (6) 
4-dr., $1,080; American (6) 2-dr., $800. 

"57 Super (6) 4-dr., $560*. 

’55 Custom Cross Country, $330*, 

’53 Custom station wagon, $210. 

STUDEBAKER—’59 Lark (6) 4-dr., $900. 

’55 Commander (8) 4-dr., $250, $225* 


Deluxe 4- 





(ps). 
MISCELLANEOUS—’61 Ford (6) Ranch- 
- $1,205; (6) Falcon Ranchero, $1,- 
0. 
’58 Ford (8) %-ton, $625. 
’57 Chevrolet (6) pickup, $485. 
’56 GMC (6) stake, $515. 
’55 Chevrolet (4) panel, $350. 


SACRAMENTO 


Sacramento Auto Auction, Sale every 
Thursday. Prices: are for sale of Oct, 26, 


BUICK—’60 Invicta 2-dr. hardtop, $2,115* 


(ps). 

*59 LeSabre 4-dr. hardtop, -$1,400* (ps). 

’58 Special 2-dr. Riviera, $770, 

’56 Super 4-dr. Riviera, $550* (ps); Cen- 
tury 4-dr. Riviera, $370* (ps); 2-dr. 
Riviera, $360* (ps), 

’55 Special 2-dr, Riviera, $400* (ps); 2- 
dr., $335. 

’54 Super 2-dr. Riviera, $235*, 

CADILLAC—’60 de Ville 4-dr. 
$3,795* (ps). 

’59 (62) 4-dr. hardtop, $2,870* (ps). 

’58 (62) conv., $1,725* (ps). 

’57 (62) Sedan de Ville, $1,480* (ps). 

’55 (62) Coupe de Ville, $810* (ps), 
poms (ps); (60) Special 4-dr., $780* 
Ps). 

*50 (61) 2-dr., $190*. 

OCHEVROLET—’61 Impala (8) sport sedan, 
$2,100* (ps); Corvair (6) Monza 2-dr., 
$1,765*. 


hardtop, 


’60 Impala (8) 4-dr., $1,990* (ps); sport 
coupe, $1,965* (ps); Bel Air (8) 2-dr., 
$1,640*; Bel Air (6) 4-dr., $1,295*; 
Corvair (6) 4-dr., $1,055. 

’59 Impala (8) sport coupe, $1,575, $1,- 
550*; Parkwood (8) 4-dr., $1,500*; Bel 
Air (8) 4-dr., $1,210; Biscayne (8), 
$1,090*, $1,000. 

’58 Bel Air (8) sport coupe, $1,245* (ps); 
Impala (8) sport coupe, $1,180*; 
Brookwood (8) 4-dr., $1,060*, 

’57 Bel Air (8) sport sedan, $960*; conv., 
$950* (ps); Two-ten (8) station wag- 
on 4-dr., $680* (ps); Two-ten (6) 4- 
dr., $540*; One-fifty (6) 2-dr., $560. 

’56 Bel Air (8) 4-dr., $690* (ps), $610*; 
Two-ten (8) station wagon 4-dr., 
$670*; 2-dr., $540*; 4-dr., $520*, $490*, 
$450*, $400*, 

’55 Two-ten (6) 4-dr., $320*; Two-ten 
(8) 4-dr., $300*, 

’54 Bel Air (6) 4-dr., $250; One-fifty (6) 
2-dr., $185; Two-ten (6) 4-dr., $145*. 

’53 Bel Air (6) 2-dr., $275. 

CHRYSLER—'58 NY 4-dr., $1,150* 

’57 Windsor 4-dr., $695* (ps). 

’55 Windsor 2-dr. hardtop, $425* (ps). 

DeSOTO—’58 Firedome 2-dr. hardtop, 
$750* (ps). 

’57 Firedome 4-dr., $525* (ps). 

’55 Firedome 2-dr, hardtop, $450, $345* 
(ps); 4-dr., $410* (ps), 

DODGE—’ 57 Sierra (8) 4-dr., $805* (ps). 

’56 Suburban (8) 2-dr., $325*. 

’55 Suburban (8) 2-dr., $300*. 

FORD—’61 Ranch Wagon (6) 4-dr., 


(Continued on Page 50, Col, 1) 


(ps). 


$1,- 


EO LT 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY TUESDAY 
11:00 A.M. 





Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [5th Year of 


Continuous Operation. 


DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. as poe. 
ed. Thur., 12 noon. Established 1947 














For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 





MICHIGAN 





ptco erro 


now 


DUAL 


ptco in: 


Ptco TvEspAY 





NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


NEW JERSEY 


N-A:-D-E 
7p ds) 
OVER 


600 CARS|... 


EVERY WEEK LANES 


T 





NEW YORK 






NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auctien 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 










Eve 


LA FAYETTE—Syracuse Auto Auc- 
tion. Insured checks and titles. Noon 
Wednesdays. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








PENNSYLVANIA 


ALLENTOWN (in Kuhnsville) — 
“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon. 


NO ONE IS 

SMALL BY CHOICE 
and Manheim is proud to be the largest 
auto auction in the world. 

Dealers attending our auction for the 
first time learn about our policy of fair- 
ness to buyers and sellers alike. We've 
grown because these ‘‘first-timers'' be- 
come regular customers. 

Plan to attend one of our Friday sales 
and learn, firsthand, why we've become 
the largest auto auction in the world. 


MANHEIM AUTO 
AUCTION, INC. 


Route 72 © Manheim, Pa. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 
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anata 
’55 Country Sedan (8) 2-dr., $310*; | PACKARD — ’55 Clipper 2-dr. hardtop, 280* (ps); sport sedan, $1,° 5¢ 
Fairlane (8) 2-dr., $295*, $230*; 4-dr., $155* (ps). Parkwood (8) 4-dr., $1,155* mm; 
* « samaloen yr s a ae Valiant (6) Suburban 4- Air (8) 4-dr., $1,090* (ps 1 sate 
p E —’ onterey 2-dr., $1,165*. dr., $1,215. $945*; Bel Air (6) 4-dr., $1 yas? 
Use -Car Auction rices ’57 Monterey 4-dr,, $525* (ps), $500* ‘59 Fury (8) conv., $1,150* (ps); Bel- 010*, $1,010* ton: Sa $ a $1,- 
(ps). vedere (8) 2-dr, hardtop, $1,085* (ps), Biscayne (6) 4-dr. $755*. $855; 
’56 Monterey 4-dr., $350*. $955*; Savoy (6) 4-dr., $805* (ps). ’58 Brookwood (8) ’ 4-dr. ¢" 5* 
OLDSMOBILE—'8 (88) Fiesta 4-dr.,| °’58 Belvedere (8) 2-dr. hardtop, $605* Brookwood (6) 4-dr., $60: nana 
° (ps), (8) 2-dr., $660; Iv., $e750 
(Continued from Page 49) BT (88) 4-dr., $635%, $600*. 57 Suburban (8) Custom 4-dr., $650*, One-fifty ie 4-dr. “3180. eS 
56 (88) 4-dr., $450*, $400*; 2-dr., $425*. ’57 Bel Air (8) 4-dr., $885* 
775; Fairlane 500 (8) 4-dr., $1,650* mino, $1,290; Ford pickup, $345. $375*. ’56 Savoy (6) 2-dr., $470; 4-dr., $450; ’56 Bel Air (8) 4-dr. hard: 
(ps). ’58 Chevrolet panel, $550. PONTIAC—’61 Tempest (4) 4-dr., $1,750*. Savoy (8) 4-dr., $400*, $275*; Subur- 2-dr. hardtop $235*: Bei » $505*. 

’60 Thunderbird (8) 2-dr. hardtop, §$2,- ’56 Dodge %-ton pickup, $455. ’57 Chieftain 2-dr., $585*. ban (8) Custom 4-dr., $385*, $285*, dr., $295*; Brookwood (8 ) a 
875* (ps), $2,725* (ps); Falcon (6) 4-| °55 International %-ton pickup, $380. STUDEBAKER—’59 Lark (6) 4-dr., $660. $270. : : CHRYSLER—'59 Saratoga 4-4 a ik $370*, 
dr., $1,295*. MISCELLANEOUS — ’59 Chevrolet %-ton | PONTIAC—’61 Star Chief 4-dr. Vista, $2,- $1,500* (ps); Windsor 4-. ardtop, 

59 Galaxie (8) conv., $1,450* (ps); 2- EBENSBURG PA pickup, $1,000. 510* (ps); Tempest (4) 4-dr., $1,750*, (ps). $1,050" 
dr. Victoria, $1,350* (ps); Custom 300 9 ° ’56 Chevrolet %-ton pickup, $435. $1,680. ’57 NY 4-dr., $820* (ps); Wina 
(8) 2-dr. Victoria, $965; 4-dr., wo quinaneburg Auto Auction. Sale over y ’60 Bonneville sport coupe, $2,050* (ps). $340* (ps). : ne 

’58 Fairlane 500 (8) 2-dr, Victoria, $9. ursday. Prices are for sale of Oct. 26. ’59 Bonneville sport co 1,770* 8); E—’ U 
(ps); 4-dr, Victoria, $740*; 4-dr.,| Very good—clean units moved fast at a DOTHAN, ALA. ‘atetinn ony. $1,380° teas te: ey tO) ieee ta; ae 
$535*; Country Sedan (8) 4-dr., $795*. | healthy figure, Plenty of good buyers. Sold The Auto Auction, Sale every Wednesday. Vista, $1,210*. ’57 Royal (8) 4-dr., $475* (p $720°, 

’57 Fairlane 500 (8) 4-dr., $650 ; 2-dr., | 99 cars from 110 consignments, Prices are for sale of Oct. 25, Buying was ’57 Star Chief 2-dr. Catalina, $550* (ps). hardtop, $365*: Coronet re Pa 
$470°*; Fairlane (8) 4-dr., $590"; 4-dr. | BUICK—’58 Century 4-dr., $870* (ps). good on clean late model cars, We need ’56 Star Chief 4-dr. Catalina, $285* (ps). $320*; conv., $295* (ps) J “dr., 

p Victoria, $410*. ~ ’57 Century 4-dr., $660*%; Super 4-dr., | more late model cars. RAMBLER—’61 Classic (6) 4-dr., $1,300. 56 Royal (8) 2-dr. hardtop $435* 

56 Fairlane (8) 2-dr. Victoria, $530 $610* (ps); Special 2-dr., $495* (ps). BUICK—’60 Electra 4-dr., $2,080* (ps). .« ’60 Super (6) station wagon 4-dr., $1,- 2-dr. hardtop, $180; Coronet (8 (Ds) ; 
(ps); 4-dr. Victoria, $525* (ps); 2-dr., ’56 Special 2-dr., $350*, $340*; Super 2- 58 Special 4-dr, Riviera, $600* (ps). 375* (ps); Deluxe (6) station wagon 180*, : © (8) Cony, 
$400*, $370*; Fairlane (6) 4-dr., $470. dr., $325* (ps). ’57 RM 4-dr. Riviera, $610* (ps); Cen- 4-dr., $1,300*, $1,280* (ps). FORD—’60 Country Squire (8) 4-dr 

IMPERIAL—’59 Crown 2-dr. hardtop, $2,- ’55 Super 4-dr., $310* (ps); Special 2- tury 4-dr. Riviera, $610*. ’59 Rebel (8) Cross Country, $1,400* 500*; Galaxie (8) conv., $1,400*" $1,- 
475* (ps). dr., $300*; 4-dr., $300*. CHEVROLET—’58 Bel Air (8) 2-dr., $620. (ps); Deluxe (6) station wagon 4-dr., $1,210* (ps); Country ‘Sedan an: 
LINCOLN—'58 Capri 2-dr. hardtop, $1,435* | CHEVROLET—'62 Corvair (6) Monza 2-| ‘56 Bel Air (8) 4-dr. hardtop, $460°; 4-| | $900; American (6) 2-dr., $635. dr., $1,320* (ps), $1,175; Fairlane 500 
(ps). dr., $2,325*: Chevy II (6) 2-dr.. $2,- dr., $315*. 58 Rebel (8) Super 4-dr., $540, (8) 4-dr., $1,210*, $1,190+- 
¥ , ; oa » *.- | CHRYSLER 56 Windsor 4-dr., $420*| ° ;_ Fairlane 
ae emery, S-0., oe.eee" anes (ps) oa cede 36 Custom (6) Cros oe try, $195 od F1os0e) Pas ib ee 
3). ’60 Bel Air 4-dr., $1,475*; ayne . 8 ntry, * -dr., , ; Falcon (6 <1 
pe) (8) # Biscayne | nonGE—'56 Royal (8) 4-dr., $335°. STUDEBAKER—’59 Lark (8) 4-dr., $850; 000; Custom 300 (8) 2-dc. seve oe” 


(6) 2-dr., $1,330. 

’59 Biscayne (6) 2-dr., $925, $800; Bel 
Air (8) 4-dr., $910*; Impala (8) 4- 
dr., $1,260* (ps). 

’58 Bel Air (8) 4-dr., $825*; 2-dr., $800*; 
conv., $715*; Biscayne (8) 4-dr., 
$700*; Delray (6) 2-dr., $695. 

’57 Bel Air (8) 2-dr., $755*; 
(8) 2-dr., $695*, $650*. 

56 Bel Air (8) station wagon 4-dr., 
$560* (ps); 4-dr., $500*, $475*; 2-dr., 
$450*. 

’55 Bel Air (8) 4-dr., $350*; 2-dr., $325*; 
Bel Air (6) 2-dr., $280*. 

DeSOTO—’57 Firesweep station wagon 4- 
dr., $1,220*, $500* (ps); Firedome 4- 
dr., $610*. 

DODGE—’58 Coronet (8) 4-dr., $710*. 

’57 Royal (8) 4-dr., $560*; Coronet (8) 


"59 Monterey conv., $1,070. 

’57 Monterey 4-dr., $435*, 

’56 Monterey 2-dr. hardtop, $560* (ps); 
station wagon 4-dr., $470* (ps); Cus- 
tom 2-dr. hardtop, $440*. 

OLDSMOBILE —’58 (98) 4-dr, Holiday, 
$1,180* (ps). 

’56 (88) 2-dr. Holiday, $560*; 4-dr. Holi- 
day, $400* (ps); 4-dr., $280*. 

’55 (98) 2-dr. Holiday, $415* (ps); (88) 
2-dr. Holiday, $350. 

PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
$2,035* (ps). 

"59 Savoy (8) 4-dr., $640°. 

58 Savoy (8) 4-dr. hardtop, $720*; 4- 
dr., $415*. 

’57 Savoy (8) 2-dr. hardtop, $495*, 

PONTIAC—’59 Bonneville conv., $1,740* 
(ps); Catalina 4-dr., $1,700* (ps); 2- 


Two-ten 


dr., $1,250. 2-dr., $515*; Sierra 4-dr., $500*. 
’58 Chieftain conv., $950* (ps); 2-dr., ’56 Coronet (8) 4-dr., $425*. 
$680*. FORD—’60 Fairlane (8) 2-dr., $1,185* 
’57 Chieftain 4-dr., $555*. (ps). 
’56 Chieftain 2-dr., $500*; Super Chief ’59 Galaxie (8) 2-dr., $1,245* (ps); Fair- 
4-dr., $410* (ps) . lane (6) 2-dr., $1,000*; Fairlane (8) 
RAMBLER—’60 American (6) 4-dr., $1,- 2-dr., $950*; Custom (8) 2-dr., $1,- 
000* 000*, $990. 


’58 Deluxe (6) station wagon 4-dr., $1,- ’58 Fairlane (8) 2-dr., $760*; 4-dr., $740* 
020. (ps). 

’57 Country Sedan (8) 4-dr., $600*; 
Fairlane (8) 4-dr., $600*, $575*; Cus- 
tom (8) 4-dr., $500*. 

’56 Custom (8) 4-dr., $400*, $380*; 
Country Sedan (8) 4-dr., $395*. 


’56 Super (6) 4-dr., $445*. 
STUDEBAKER—’60 Lark (6) 4-dr., 
030*. 
’57 President (8) 4-dr., $485*. 
MISCELLANEOUS—’59 Chevrolet El Ca- 


$1,- 


FORD—’60 Falcon (6) 2-dr., $1,125; Fair- 


LINCOLN — ’59 Premiere 4-dr. hardtop, 

MERCURY — ’57 Montclair 4-dr., 
(ps). 

OLDSMOBILE — ’60 (88) 4-dr., $2,125* 


PLYMOUTH — 


PONTIAC—’60 Ventura 4-dr., $1,725*. 
RAMBLER—’61 American (6) Custom 


STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 
$560. 
MISCELLANEOUS—’59 Chevrolet (6) %- 





WAREHOUSE POINT, CONN. 


Wednesday. Prices are for sale of Oct. 25. 
BUICK—’57 Special 2-dr. Riviera, $650*. 

















lane 500 (8) 2-dr., $1,020*. 

’59 Country Sedan (8) 4-dr., $840*, 

’58 Ranch Wagon (8) 4-dr., $580*, 

’57 Fairlane (8) 2-dr., $410*; Ranch 
Wagon (8) 2-dr., $380*; Custom 300 
(8) 4-dr., $350. 

’56 Country Sedan (8) 4-dr., $410*; Cus- 
tom (8) 4-dr., $315, 


$1,300* (ps). 
$490* 


(ps); (98) 4-dr, Holiday, $2,000* (ps). 

*58 (98) conv., $550* (ps), 

’56 (88) 2-dr., $260*. 

’57 Belvedere (8) 4-dr., 
$455°. 

’56 Belvedere (8) 2-dr. hardtop, $320*. 

*58 Chieftain conv., $560* (ps); 4-dr., 
$495* (ps). 

°56 Star Chief 4-dr., $325* (ps), $320*. 


conv., $1,850* (ps); Classic (6) 4-dr., 


$1,530* (ps). 
*57 Super (6) station wagon 4-dr,, $400. 


ton pickup, $825. 


Southern Auto Sales, Inc. Sale every 


56 Special 2-dr. Riivera, $485*.. 

’55 Special 4-dr., $525*, $375*; 2-dr. 
Riviera, $480*; Century 2-dr. Riviera, 
$190* 


CADILLAC—’61 (62) conv., $4,270* (ps); 
4-dr., $4,075* (ps), $3,850* (ps). 

59 (62) 4-dr., $2,650* (ps); 2-dr, hard- 
top, $2,600* (ps). 

’57 (62) 4-dr., $1,220* (ps). 

CHEVROLET—’61 Biscayne (6) 2-dr., $1,- 
705. 

’60 Impala (8) sport sedan, $1,710* (ps), 
$1,650* (ps), $1,620*; Brookwood (6) 
4-dr., $1,625; Bel Air (6) 4-dr., $1,- 
525*, $1,475*, $1,425*, $1,400*, $1,- 
375* (ps); Bel Air (8) 2-dr., $1,500*; 
Parkwood (6) 4-dr., $1,450; Biscayne 
(6) 4-dr., $1,250; Corvair (6) 4-dr., 
$1,045, $1,010*. 

’59 Bel Air (8) sport sedan, $1,300* (ps), 
$1,275*; 4-dr., $1,100* (ps), $925; Bel 
Air (6) 2-dr., $1,035; Impala (8) conv., 
$1,250* (ps); Biscayne (6) 4-dr., 
$920*; Biscayne (8) 2-dr., $780*. 

*58 Biscayne (6) 2-dr., $920*, $850; Bel 
Air (6) 4-dr., $825*; Delray (6) 4-dr., 
$585. 

’57 Two-ten (8) 4-dr., $780*, $685*, 
$575*; Two-ten (6) 2-dr., $670; One- 
fifty (8) 2-dr., $670*; Bel Air (8) 4- 


















Aristocrat of the 
2-Litre Class 






dr., $420*. 
56 Two-ten (8) station wagon 4-dr., 
$525* (ps); Two-ten (6) 2-dr., $335; 


Bel Air (6) 2-dr., $520*; Bel Air (8) 


Lark (6) 2-dr., $600*; station wagon 
(8) 4-dr., $700. 
MISCELLANEOUS—’56 Ford panel, $212. 
’55 Chevrolet panel, $120. 
’54 Ford %-ton, $270. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 24, Market 


continues to dip as expected, Seasonal ad- 
justment is being realized, Sharp cars are 


still pulling very good money. Average and 


off cars being sold at their worth. Sold 205 
cars from 291 consignments. 


BUICK—’59 LeSabre 2-dr. hardtop, §$1,- 
425* (ps); 4-dr., $1,135* (ps). 

’58 Century 4-dr., $970*; Special 4-dr., 
$640*. 

’57 Super 4-dr. Riviera, $675* (ps), 
$630* (ps); Special 2-dr. Riviera, 
$490* (ps); 4-dr., $490* (ps), 

"56 RM 4-dr. Riviera, $235* (ps). 


CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
150* (ps); conv., $2,975* (ps); de 
Ville 4-dr. hardtop, $3,130* (ps). 

'59 (62) conv., $2,960* (ps); 2-dr. hard- 
top, $2,740* (ps). 

’58 (62) 4-dr. hardtop, $1,870* (ps). 

"56 (62) Coupe de Ville, $860* (ps); (75) 
limousine, $835* (ps). 

CHEVROLET—’61 Corvette (8) conv., $3,- 


100*; Impala (8) 4-dr., $2,025* (ps); 
Biscayne (8) 4-dr., $1,780*; Bel Air 
(6) 2-dr., $1,775; Corvair (6) Monza 
2-dr., $1,720. 

’60 Nomad (8) 4-dr., $1,685* (ps); 
Kingswood (8) 4-dr., $1,590* (ps); 
Parkwood (8) 4-dr., $1,585*; Park- 


wood (6) 4-dr., 
4-dr., $1,430* (ps), 
400*, $1,390*, $1,385*, 
320*, 2 at $1,305*; 


$1,500; Bel Air (8) 
$1,400* (ps), $1,- 

$1,380*, $1,- 
2-dr., $1,315*; 


Bel Air (6) 4-dr., $1,425*, $1,400, $1,- 


$1,340*, 
$1,300; 


390*, $1,390* 
$1,335*, 


$1,360* 


(ps), ° 
$1,320*, 


$1,330*, 


Brookwood (6) 4-dr., $1,260; Biscayne 


(6) 4-dr., $1,240* (ps); 2-dr., $1,215. 


’59 Impala (8) conv., $1,305* (ps), $1,- 


Al 
Fiat—’59 500 2-dr., $175. 
Hillman—’57 Husky 2-dr., $125. 
Renault—’60 Dauphine 4-dr., $340. 


Bordentown, N., J. 
Austin—’61 conv., $960. 
Austin-Healey—’60 conv., $950. 
Jaguar—’59 4-dr., $1,200. 
Triumph—’ 59 conv., $1,090. 
Volkswagen—’61 conv., $1,505. 

*60 2-dr., $1,250. 
’59 2-dr., $320, 


Used Imported Cars 





Don’t lose a day of profitable selling. 
Call, write or wire 


FERGUS IMPORTED CARS, INC. 
importers East of the Mississippi 
1717 Broadway (54th St.) New York City 19 
COlumbus 5-6494 


ee 


OSL MO 
rN 4G 


USS 
SPECIALIZED INSURANCE MARKET 
FOR CONSUMER CREDIT... 


Coverages sbvailable 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 
theft and collision) 


CREDIT LIFE, DISABILITY 


4 


a 


Write, Wire or Call 
JAckson 2-6277 


NU MU NC ae Laks 


Resolute Building Hartford 3, Connecticut 









station wagon 4-dr., $400*. 
CHRYSLER—’60 Saratoga 4-dr., $1,825. 
’59 Windsor 4-dr., $1,250* (ps). 

’57 Saratoga 4-dr. hardtop, $500* (ps); 
Windsor 4-dr., $450* (ps). 
COMET—’61 Comet 4-dr., $1,550. 
DeSOTO — ’57 Firedome 4-dr. 


Caldwell, N. J. 
Renault—’58 Dauphine 4-dr., $200. 
Triumph—’59 TR-3 roadster, $830. 
Volkswagen—’61 2-dr., $1,390. 


hardtop, : 
Chicago 


$460* (ps). 
E—’60 Lancer (6) 2-dr. hardtop, $1,- | Hillman—’59 4-dr., $470. 
ee ° (9) ” Mercedes-Benz—’57 4-dr., $1,100. 


Renault—’60 4-dr., $635, $610. 
Triumph—’61 TR-3, $1,625. 
Volkswagen—’ 62 2-dr., $1,750. 

’61 2-dr., $1,500, $1,450. 

’60 2-dr., $1,200. 

’59 Karmann-Ghia, $1,340; 2-dr., $975. 


’58 Coronet (8) 4-dr., $525*. 
57 Custom Royal (8) 4-dr. 
$390, 
’56 Royal (8) 2-dr. hardtop, $475. 
FORD—’61 Falcon (6) 2-dr., $1,400. 
’60 Fairlane 500 (8) 4-dr., $1,325*, $1,- 


hardtop, 


230%, $1,175* (ps); Fairlane 500 (6)| 758 sunroof 2-dr., $590. 
4-dr., $1,150*, $1,050; Falcon (6 )4- 56 Karmann-Ghia 2-dr., $605. 
dr., $1,070. 


Columbus, O. 


’59 Galaxie (8) 2-dr. Victoria, $1,350*, 
Borgward—’60 2-dr., $600. 


$1,125, $1,030; Custom 300 (8) 4-dr., 


$1,025* (ps), $830*. Hiliman—’59 Minx 4-dr., $585. 

’58 Galaxie (8) conv., $700* (ps); Ranch | Volkswagen—’60 station wagon, $1,105. 
Wagon (8) 4-dr., $595; Custom 300 ’57 Karmann-Ghia 2-dr. hardtop, $850. 
(6) 2-dr., $575; Custom 300 (8) 2-dr., 
$550*; Fairlane 500 (8) 2-dr. Victoria, Daytona Beach, Fla. 
pared (ps); Country Sedan (8) 4-dr., Metropolitan—’60 2-dr., $810. 
$400*. Renault—’57 4-dr., $215. 

°57 Thunderbird (8) conv., $1,700* (ps); Vauxhall—’60 4-dr., $525. 

Custom 300 (8) 4-dr., $550*; Custom Volvo—’ 60 2-dr., $1,090. 

300 (6) 2-dr., $400, $390*; Fairlane 

500 (8) 2-dr. Victoria, $500*; conv., Detroit 

$470*; Custom (6) 2-dr., $460*; Coun- : 

try Sedan (8) 4-dr., $460*; Galaxie Triumph—’60 TR-3 roadster, $1,300. 
8 Vv. 450* ) 425*; Main 

a eee tae as Dothan, Ala. 


(8) 2-dr., $245*. 


’56 Custom (8) 2-dr., $375*; Custom (6) | Peugeot—’60 station wagon, $660. 


Renault—’ 60 4-dr., $455. 


2-dr., $310, $175; Fairlane (8) 2-dr., |! 

$245; Country Sedan (8) 4-dr., $200. | Simea—’58 4-dr., $170. 
LINCOLN — ’57 Premiere 4-dr. hardtop, | Volkswagen—’56 2-dr., $580. 

$825* (ps), $810* (ps). 


Ebensburg, Pa. 
Ford (English)—’59 4-dr., $355. 
Renault—’59 4-dr., $335. 


MERCURY—’59 Monterey 2-dr., $1,000*. 
’58 Commuter 4-dr., $665* (ps). 


’57 Montclair 2-dr. hardtop, $525*, $400* 





(ps); Turnpike Cruiser 2-dr. hardtop, | Vauxhall—’59 4-dr., $525. 
$340*. 
’56 Custom 4-dr., $395*, $230. Fontana, Wis. 
OLDSMOBILE—’61 Super (88) 2-dr. Holi- 58 2-4 310 
day, $2,225* (ps). Toumph 58 'TR-3° conv., $985; station 
’60 (88) 2-dr, Holiday, $2,110* (ps); wagon, $335 , i 
(88) Super 2-dr. Holiday, $1,875* | yoiyo—'61 2-dr., $1,225 
(ps). eee 
’59 (88) Super 4-dr., $1,675* (ps). Flint 
58 (88) 2-dr. Holiday, $975* (ps); 4-dr., ; in 
$800* (ps); (88) Super Fiesta 4-dr., | Volkswagen—’59 station wagon, $1,075. 
$760* (ps). 
57 (88) Super 2-dr. Holiday, $675* (ps), Los Angeles 


$400* | Austin—’59 2-dr., $550. 


$555* 
Borgward—’58 Isabella Combi station wag- 


(ps); (88) Fiesta 4-dr., 


(ps). 
’56 (88) 2-dr. Holiday, $450*; 4-dr., 


on, $545. 
$420*° (ps). Fiat—’58 600 2-dr., $330. 


* a Gs ae. (8) conv., $1,100*; Fair- 
ane (8) 4-dr., $900*; Custom 3 
4-dr., $790. a 
’58 Fairlane (8) conv., $730* (ps); 9. 
dr., $450*; 4-dr. Victoria, $590* (pg) 
’57 Fairlane (8) 2-dr., $635; 4-dr., $450: 


Custom (8) 2-dr., $530*; Fairlan 
See” $370*; Custom 300 (8) - 


’56 Ranch Wagon (8) 2-dr., $290*; Coup- 
try Sedan (8) 4-dr., $245*: Fairlane 
500 (8) conv., $220* (ps); Fairlane 
(8) 2-dr., $140*;°4-dr., $125* (ps), 


IMPERIAL—’57 Custom 2-dr. Sout jo 
ton, $710* (ps). — 
MERCURY—’59 Monterey 2-dr. hardtop, 


$1,265* (ps); 
$1,250* (ps). 
‘58 Park Lane conv., $575* (ps): jo 
terey 2-dr., $410* (ps). o.oo 
’57 Montclair 4-dr., $545* (ps), $415* 
(ps), $225* (ps); Monterey 2-dr, hard- 
top, $340* (ps), 
OLDSMOBILE—’60 (88) $2,100* 
(ps), $1,790* (ps). 
’59 (88) Super 2-dr. Holiday, $1,525: 
(88) 2-dr., $1,175*, -: 


Park Lane 4-dr, hardtop, 


conv., 


58 (98) 4-dr. Holiday, $1,050* (ps); 
(88) 4-dr. Holiday, $1,045", $860¢ 
(ps), $840* (ps); (88) Super 4-dr, 


Holiday, $850* (ps). 
"57 (88) 4-dr., $810* (ps), $590* (ps); 
2-dr. Holiday, $240* (ps); (98) 4-dr., 


ca. (ps); (88) Super 4-dr., $440* 
ps). 
56 (88) Super 4-dr., $570* (ps), $230* 


(ps); (88) 2-dr. Holiday, $375*, $130*; 
4-dr., $190* (ps). 
PLYMOUTH—’61 Valiant (6) V-200 4-dr,, 

$1,500* (ps), $1,450, $1,405. 

’60 Fury (8) 4-dr. hardtop, $1,465* (ps); 
Belvedere (8) 2-dr., $990*. 

’59 Belvedere (8) 4-dr., $1,000*. 

’57 Belvedere (8) 4-dr. hardtop, $450* 


(ps); Savoy (8) 2-dr., $375* (ps); 
Plaza (8) 2-dr., $260. 
’56 Savoy (6) 2-dr., $220*; Belvedere 


(8) 4-dr., $190*. 
(Continued on Page 51, Col. 1) 





Ford (English)—’59 Prefect 4-dr., $410, 
’57 Anglia 2-dr., $200. 
Jaguar—’53 XK120 roadster, $330, 
MG—’57 Magnette, $440. 
"52 roadster, $410. 
Moretti—’60 conv., $685. 
Renault—’57 Dauphine 4-dr., $350. 
Simca—’58 Aronde 1300 sport coupe, $290. 
Toyopet—’59 Crown 4-dr., $350. 
Volkswagen—’57 2-dr., $750. 
’55 2-dr., $500. 
Volvo—’ 60 2-dr., $1,150. 
’59 2-dr., $860. 


Manheim, Pa. 
Austin-Healey—’59 conv., $1,015. 
DKW—’59 2-dr., $550. 

Fiat—’61 4-dr., $1,025. 

’59 1200 conv., $675; 4-dr., $305. 
Jaguar—’62 XKE conv., $5,800. 

"60 4-dr., $2,400. 
Lloyd—’60 Alexandria 2-dr., $310. 
MG—’58 MGA 2-dr. hardtop, $750. 
Mercedes-Benz—’ 59 219 4-dr., $1,475. 
Opel—’59 station wagon, $810. 

’58 4-dr., $515; station wagon 2-dr., 

$425. 

Renault—’61 Dauphine 4-dr., $800. 

’57 Dauphine 4-dr., $300. 
Simea—’58 4-dr., $195. 
Triumph—’ 59 2-dr., $860. 

’58 TR-3 conv., $755. 
Vauxhall—’59 4-dr., $610. 
Volkswagen—’61 2-dr., $1,560, $1,500, 

’60 Karmann-Ghia 2-dr., $1,340; sun- 

roof 2-dr., $1,290; 2-dr., $1,250, $1,000. 

’59 2-dr., $950, $210. 

’58 2-dr., $830. 

’56 conv., $575. 
Volvo—’ 59 2-dr., $685. 

’58 2-dr., $700. 


Sacramento, Calif. 
Borgward—’59 station wagon 2-dr., $770. 
Goliath—’58 station wagon 2-dr., $295. 
Metropolitan—’57 2-dr. hardtop, $410. 
Renault—’59 4-dr., $360, $350. 
Toyopet—’58 Crown 4-dr., $145. 
Volkswagen—’59 2-dr., $970. 

’58 Microbus, $600. 
’56 2-dr., $670, $550. 


Warehouse Point, Conn. 
Citroen—’57 4-dr., $250. 
Fiat—’59 4-dr., $350. 
Metropolitan—’58 conv., $430, $410. 
Sunbeam—’ 54 Alpine conv., $110. 
Triumph—’58 TR-3 roadster, $745 
Vauxhall—’59 Victor 4-dr., $555. 


West Palm Beach, Fla. 

Datsun—’59 1000 4-dr., $365. 
Fiat—’60 1100 4-dr., $755. 

’59 1100 4-dr., $390. 
Ford (English)—’59 Escort station wagon 

2-dr., $195. 

Hillman—’58 Minx conv., $375. 
Renault—’ 60 1090 4-dr., $535. 
Simea—’59 4-dr., $465. 
Taunus—’58 station wagon 2-dr., 
Triumph—’60 conv., $935. 
Volkswagen—’61 113 2-dr., $1,375. 

’60 2-dr., $1,010. 


$560. 
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(Jsed-Car Auction Prices 
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(Continued from Page 50) 


'55 Suburvan (8) 4-dr., $165*. 


( 60 Catalina 2-dr., $1,400*. 


159 Star Chief 4-dr., $1,375* (ps); Cata- 


r., $800* (ps). 


4-dr., $655, $540; Star Chief 2-dr. 

Cataline, $725* (ps). 

67 Supe: Chief 2-dr. Catalina, $725* 
). 

sso Bear nief 4-dr., $530*. 


55 Chieftain 2-dr. Catalina, $170* (ps). 
1§4 Chieftain 4-dr., $100*. 


RAMBLER '59 American (6) Deluxe 2- 
ar., $230*. 

58 Ambassador (8) Custom 4-dr., $930. 

WILLYS—’'55 (685) station wagon, $170. 

yISCELLA NEOUS — ‘’'60 Chevrolet (6) 
panel, $650. 

59 Chevrolet %%-ton, $950; Ford (6) 
pickup, $800, 

56 Chevrolet (6) %-ton pickup, $180; 
International (6) %-ton panel, $175. 


55 Chevrolet pickup, $460. 
49 Ford (6) %-ton pickup, $110. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
juction, Sale every Tuesday, Prices are 
for sale of Oct. 24, 
pUICK—' 61 Special Estate Wagon, $2,105* 


). 
ie aevicte 4-dr. hardtop, $2,030* (ps); 
LeSabre 4-dr. hardtop, $1,950* (ps). 
159 Invicta Estate Wagon, $1,930* (ps); 
LeSabre 2-dr. hardtop, $1,625* (ps). 
57 Century Estate Wagon, $750* (ps), 
$700* (ps); Super 2-dr. Riviera, $635* 
(ps), $630* (ps), $625* (ps). 
56 Century Estate Wagon, $465* (ps). 


55 Special 4-dr. Riviera, $420*; 4-dr., 
$260*; Century 2-dr, Riviera, $315* 
(ps); 4-dr. Riviera, $285*; RM 2-dr. 


Riviera, $295* (ps); conv., $260* (ps). 

54 Century Estate Wagon, $400* (ps); 
2-dr. Riviera, $275* (ps); Special 2-dr., 
$120. 

(ADILLAC—'60 de Ville 2-dr, hardtop, 
$4,125* (ps), $3,950* (ps); (62) 2-dr. 
hardtop, $4,100* (ps), $4,000* (ps); 4- 
dr. hardtop, $3,790* (ps) ;(60) Special 
4-dr, hardtop, $3,540* (ps). 

59 de Ville 2-dr. hardtop, $3,400* (ps), 
$2,875* (ps); (62) 4-dr, hardtop, $3,- 
050* (ps), $2,785* (ps). 

58 (62) Sedan de Ville, $1,925* (ps); 4- 
dr. hardtop, $1,875* (ps). 

‘57 (60) Special 4-dr. hardtop, $1,800* 
(ps), $1,500* (ps); (62) Coupe de 
Ville, $1,760* (ps); Sedan de Ville, $1,- 
610* (ps); 2-dr. hardtop, $1,550* (ps), 


$1,400* (ps), $1,335* (ps), $1,310* 
(ps); (60) Special 4-dr, hardtop, $1,- 
500* (ps). 

56 (62) 2-dr, hardtop, $1,100* (ps), 


$975* (ps), $710* (ps); Sedan de Ville, 
$1,075; conv., $985* (ps), $885* (ps), 
$710* (ps). 

55 (60) Special 4-dr., $810* (62) 
4-dr., $750* (ps). ° 

54 (62) Coupe de Ville, 
conv., $575* (ps); 4-dr., 
$470* (ps), $435* (ps), 
2-dr. hardtop, $475* (ps). 

CHEVROLET—’61 Corvair Monza (6) 2- 
dr., $2,005*, $1,885*, 3 at $1,875*. 

60 Impala (8) sport coupe, $2,035, $2,- 
000; conv., $1,850; Bel Air (8) 4-dr., 
$1,650* (ps); Biscayne (6) 4-dr., $1,- 
190. 

59 Kingswood (8) 4-dr. (9 pass.), $1,- 
650* (ps), $1,515* (ps); Impala (8) 
sport coupe, $1,575*; sport sedan, $1,- 
505*, $1,425* (ps); 4-dr., $1,370* (ps), 
$1,315*; Brookwood (6) 4-dr., $1,200*; 
Bel Air (8) 4-dr,, $1,135, $1,100*; Bis- 
cayne (6) 2-dr., $1,025, $700. 


(ps); 


$615* 
$575* 
$430* 


(ps) ; 
(ps), 
(ps); 


’58 Corvette (8) conv., $1,900; Impala 
(8) sport coupe, $1,190* (ps); Brook- 
wood (8) 4-dr, (9 pass.), $975*; Bis- 
cayne (6) 2-dr., $785; 4-dr., $600, 
$595* (ps). 

’57 Corvette (8) conv., $1,290; Bel Air 
(8) conv., $910*; 4-dr., $785* (ps); 


Two-ten (8) sport coupe, $870*; station 
wagon, $790* (ps). 


‘66 Two-ten (8) station wagon, $775*; 
Two-ten (6) 2-dr., $585; 4-dr., $475; 
Bel Air (8) station wagon 4-dr. (9 
pass.), $710*; sport coupe, $710* (ps); 
sport sedan, $500* (ps), $485* (ps); 
One-fifty (6) 4-dr., $365, 

"55 Bel Air (8) 2-dr., $615*; station wag- 
on 4-dr., $560*; conv., $365*; sport 
coupe, $300*. 


‘53 Two-ten 2-dr., $160. 
’50 business coupe, $100, 
CHRYSLER—’59 Windsor Town & Country 
4-dr. (9 pass.), $1,920* (ps). 
’56 Windsor 4-dr., $375*, 
‘54 Windsor 4-dr., $275* (ps), 
DeSOTO—’57 Firesweep station wagon 4- 
dr, (9 pass.), $900*, $690* (ps); Fire- 
dome 4-dr., $710* (ps). 
DODGE—’57 Sierra (8) 4-dr., $925* (ps). 
EDSEL—’58 Ranger 2-dr. hardtop, $520* 
(ps); 4-dr., $475*, 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,650* (ps); Galaxie (8) 2-dr. Vic- 
toria, $2,100* (ps); Fairlane 500 (8) 
2-dr., $1,750* (ps). 


*60 Thunderbird (8) 2-dr, hardtop, $2,- 
785* (ps); Country Sedan (8) 4-dr., 
$1,585*; Fairlane 500 (8) 4-dr., $1,- 
400*; Fairlane (6) 2-dr., $1,335; 4-dr., 
$1,100*; Falcon (6) 2-dr., $1,325, $1,- 
200, $1,150. 

*59 Thunderbird (8) 
400* (ps), $2,385* 


2-dr, hardtop, $2,- 

(ps), $2,360* (ps), 
$2,150* (ps); Galaxie (8) 2-dr. Vic- 
toria, $1,590* (ps); 4-dr., $950* (ps); 
Country Sedan (8) 4-dr., $1,185*; Cus- 
tom 300 (8) 4-dr., 2 at $800*; Custom 
300 (6) 2-dr., $795. 

58 Country Sedan (8) 4-dr, (9 pass.), 
$975* (ps); (6 pass.), $915* (ps), $835; 
DelRio (8) 2-dr., $935* (ps); Fairlane 
500 (8) conv., $870* (ps); Fairlane (8) 
2-dr. Victoria, $585* (ps). 


57 Thunderbird (8) conv., $1,735* (ps), 
$1,700* (ps); Fairlane 500 (8) conv., 
$775* (ps); Country Sedan (8) 4-dr., 
$700*, $665* (ps); Fairlane (8) 2-dr., 
$650* (ps); 4-dr, Victoria, $490* (ps), 

1n9400* (ps); Custom 300 (8) 2-dr., $410. 

56 Thunderbird (8) conv., $1,320*%; 
Country Sedan (8) 4-dr, (9 pass.), 


$620*; (6 pass.), $525* (ps); Fairlane 
$550* (ps); 4-dr., $420*, 


$350*; 2-dr., $250*; Custom (8) 2-dr., 
$465; 4-dr., $410*; Ranch Wagon (8) 
: 2-dr., $335*, 
55 Country Sedan (8) 4-dr., $350*; 


Fairlane (8) Crown Victoria, $325*; 4- 
elt, $270*; Custom (8) 4-dr,, $230*, 

54 Custom (8) 4-dr., $250; Crest (8) 2- 
ar. Victoria, $250. 
53 Cre (8) conv., Vic- 





$230*; 2-dr, 


IMPERIAL—’59 LeBaron 4-dr. 


OLDSMOBILE — ’61 


PONTIAC—'61 Ventura sport coupe, 


toria, $135*, $125*, 
’52 Country Sedan (8) 4-dr., $135°*, 
*50 Custom (8) 2-dr., $105, 
hardtop, 
$2,510* (ps), " 
’57 Crown 2-dr, hardtop, $1,310* (ps). 


LINCOLN—’58 Continental Mark III 2-dr. 


hardtop, $2,085* (ps); Premiere 4-dr. 


hardtop, $1,400* (ps). 


’56 Premiere 2-dr, hardtop, $875* (ps), 
$600* (ps). 
’53 Capri 2-dr., $115* (ps). 
’52 Capri 2-dr., $235*. 
MERCURY—’59 Commuter 4-dr., $1,300* 


(ps). 

’57 Monterey 2-dr., 
dr. hardtop, $585*, 

’56 Montclair 2-dr, hardtop, $450* (ps); 
conv., $430*; Monterey 2-dr. hardtop, 
$235*. 

’55 Monterey station wagon 4-dr. (9 
pass.), $470* (ps); conv., $300* (ps); 
4-dr., $230*; Custom station wagon 4- 
dr. (9 pass.), $435*; Montclair 2-dr. 
hardtop, $425* (ps), $380". 

’54 Monterey 2-dr. hardtop, $225*. 

(98) 2-dr. Holiday, 

(88) conv., $2,410* (ps); F-85 

$2,350* (ps); 4- 
dr., $1,825. 


"59 (88) Super 4-dr. Holiday, $1,655* 
(ps); (98) 4-dr, Holiday, $1,575* (ps). 

’57 (98) 2-dr. Holiday, $850* (ps); (88) 
Super 2-dr, Holiday, $785* (ps); (88) 
an. $675* (ps); 4-dr. Holiday, $555* 
ps). 

"56 (°8) Super 4-dr, Holiday, $435* (ps); 
(98) 4-dr., $250* (ps). 

"55 (98) 4-dr. Holiday, $705* (ps); 2-dr. 
Holiday, $250* (ps); (88) 4-dr, Holi- 
day, $515* (ps), $345* (ps). 

"54 (98) conv., $205* (ps), 


$625*; Montclair 2- 


$3,230; 
station wagon 4-dr., 


PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 


$2,100* (ps). 
’60 Valiant 200 (6) station wagon, $1,- 
525*; Valiant 100 (6) 4-dr., $1,240. 


’59 Suburban (8) 4-dr., $1,165*; Fury 
(8) 2-dr, hardtop, $1,110* (ps). 
’58 Suburban (8) Sport 4-dr. (9 pass.), 


$945* (ps); Custom 4-dr., $750; Savoy 
(8) 2-dr. hardtop, $615*, 

’57 Belvedere (8) 2-dr, hardtop, $375*; 
conv., $360*; Savoy (8) 2-dr. hardtop, 
$320*; Plaza (8) 2-dr., $285*, 

$2,- 


500; Catalina conv., $2,300*, 

’60 Bonneville sport coupe, $2,100* (ps). 

’59 Catalina sport coupe, $1,680*; 2-dr., 
$1,390* (ps). 

’58 Chieftain 2-dr. Catalina, $850*. 

’57 Star Chief 2-dr. Catalina, $1,000* 
(ps). 

’56 Star Chief 4-dr. Catalina, $490* (ps), 
$485* (ps), $235*; 2-dr, Catalina, 
$295*; Chieftain station wagon 4-dr., 
$425* (ps); 4-dr. Catalina, $400*, 

’55 Star Chief station wagon 4-dr., $435* 


(ps); 2-dr, Catalina, $300*; Chieftain 
4-dr:, $235*. 

54 Star Chief 4-dr., $165*; Chieftain 
4-dr., $115* 


RAMBLER—’57 Super (6) Cross Country, 





$565. 
’56 Custom 4-dr., $470*, 
MISCELLANEOUS—’59 Chevrolet (8) %- 
ton pickup, $1,725; (8) El Camino, $1,- 
490*; (6) delivery sedan, $785; Ford 
(8) Ranchero, $1,325* (ps). 

’57 Chevrolet (6) %-ton pickup, $625, 

’56 Chevrolet (6) %-ton sub, $570; Ford 
(8) %-ton pickup, $435*, 

’55 Chevrolet (6) %-ton LWB pickup, 
$505; (6) %-ton panel, $260; Ford (8) 
%-ton pickup, $460*, $385*, $385; (8) 
1-ton pickup, $435; Willys Custom 4- 


dr., $320*. 
"54 Ford (6) %-ton pickup, $235, 
53 Ford (6) F-350 1-ton stake, $435; 


International (6) carry-all, $235; Chev- 
rolet %-ton flatbed, $225. 
’51 Studebaker (6) %-ton pickup, $150. 
’47 Dodge cab & chassis, $215. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day, Prices are for sale of Oct. 25, 
BUICK—’61 Electra 2-dr. hardtop, $2,575* 

(ps). 

’59 Invicta conv., $1,530* (ps). 

’58 Super 4-dr. Riviera, $900* (ps); Spe- 
cial 4-dr. Riviera, $840*. 

’57 RM 4-dr, Riviera, $650*; Super 4- 
dr. Riviera, $650*; Special 2-dr., $565*, 
$500". 

’55 Super 4-dr., $235* (ps). 

CADILLAC—’60 (60) Special 4-dr. 
top, $3,250* (ps). 

’57 (62) 2-dr. hardtop, $1,250* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 

180* (ps), $2,130*, $2,050* (ps); sport 
coupe, $2,110*; Bel Air (8) sport 
coupe, $1,760*; Corvair (6) Monza 2- 
dr., $1,725*; Biscayne (6) 4-dr., $1,- 
630*; Corvair (6) 500 4-dr., $1,540*; 
station wagon 4-dr., $1,500*; Corvair 
(6) 700 2-dr., $1,450. 

°60 Impala (8) sport coupe, $1,775*; 
Brookwood (6) 4-dr., $1,600* (ps); 
Bel Air (8) sport coupe, $1,455*; Bel 
Air (6) 2-dr., $1,260*; Biscayne (6) 4- 
dr., $1,375*; 2-dr., $1,250, $1,200*; 
Biscayne (8) 2-dr., $1,260; Corvair (6) 
500 4-dr., $1,100*, $1,100*; Corvair (6) 
700 4-dr., $1,090. 

’58 Biscayne (8) 4-dr., $780*; Biscayne 
(6) 4-dr., $760*; 2-dr., $750*; Bel Air 
(6) 2-dr., $730*. 


hard- 


’57 Bel Air (8) conv., $825*; Bel Air 
(6) 4-dr, hardtop, $785*; Two-ten (6) 
2-dr., $550*. 

56 Bel Air (8) 2-dr. hardtop, $490*; 


One-fifty (6) 2-dr., $455*. 

’55 Two-ten (6) Delray, $420*. 
DeSOTO—’59 Firedome 4-dr., $1,060*. 
DODGE—’60 Dart (8) Phoenix conv., $1,- 

550* (ps); Pioneer station wagon 4-dr. 
(9 pass.), $1,460; 2-dr., $1,125*; Pio- 
neer (6) 2-dr. hardtop, $1,340*; 2-dr., 
$1,275*, $1,125*; Seneca (6) 2-dr., $1,- 


025. 

’*59 Custom Royal (8) 4-dr, hardtop, $1,- 
250* (ps). 

*58 Royal (8) 2-dr. hardtop, $750*; 4-dr., 
$555*. 


°57 Suburban (8) 2-dr., $440*. 
°55 Royal (8) 2-dr. hardtop, $175*. 
FORD—’61 Fairlane 500 (8) 2-dr., $1,690, 
$1,650*; Fairlane (6) 2-dr., $1,450; 
Falcon (6) 2-dr., $1,400, $1,380. 

"60 Galaxie (8) 4-dr. Victoria, $1,565* 
(ps); 4-dr., $1,440*, $1,410*; 2-dr, Vic- 
toria, $1,450*; Falcon (6) station wag- 
on 4-dr., $1,435*; 2-dr., $1,180*, $1,- 
100*; 4-dr., $1,170*; Fairlane 500 (8) 





Model Breakdown 
Of Auction Averages 





Nov., 1961 Oct., Sept., 

Model To Date 1961 1961 
oe EE $2,300 $2,384 $2,291 
1960............ 1,648 1,704 1,829 
1956............ 1,343 1,374 1,417 
BBGS, «05600065. 836 904 956 
Be cgevsescurnt 622 609 612 
BED cvéssctvess 422 400 432 
Nos esinesce 344 327 310 
EP savtinyss 177 203 220 

Overall axe o «. 

Average $ 962 $ 988 $1,008 

4-dr., $1,250*, 

’59 Galaxie (8) 2-dr. Victoria, $1,355*; 


4-dr., $1,350*; 4-dr, Victoria, $1,205*; 
Country Sedan (8) 4-dr., $1,330; 4-dr. 
(9 pass.), $1,125*; Custom 300 (8) 2- 


dr., $975%*; Custom 300 (6) 2-dr., 
$900*; Ranch Wagon (8) 2-dr., $970*. 

58 Fairlane 500 (8) 2-dr. Victoria, 
$720*; 4-dr, Victoria, $665*; Fairlane 
(8) 2-dr., $700*; 4-dr., $630*; Custom 
300 (6) 4-dr., $510*. 


’57 Country Sedan (8) 4-dr. (9 pass.), 
$720*; Fairlane 500 (8) 2-dr. Victoria, 
$625*, $580*; Ranch Wagon (8) 2-dr., 
$550*; Custom (8) 2-dr., $425*, 

’56 Thunderbird (8) conv., $1,450* (ps); 


Fairlane (8) 4-dr., $425*; Ranch Wag- 
on (8) 2-dr., $320*, 
’565 Custom (8) 2-dr., $265*; Ranch 


Wagon (8) 2-dr., $235*, 


LINCOLN — ’58 Premiere 4-dr., $1,400* 
(ps). 
MERCURY—’60 Monterey 4-dr. hardtop, 


$1,500* (ps). 
’*59 Monterey 2-dr., $1,210*. 
’58 Commuter 4-dr., $815*; 2-dr., $790*; 
Monterey 2-dr. hardtop, $565*. 
’57 Monterey 2-dr. hardtop, $750* (ps). 
’56 Montclair 2-dr. hardtop, $235*. 


OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$2,630* (ps); (88) 4-dr, Holiday, $2,- 
520* (ps). 

’60 (88) Super 2-dr. Holiday, $1,990* 
(ps); (88) 2-dr. Holiday, $1,755*. 

57 (98) 2-dr. Holiday, $750* (ps); (88) 
Super 2-dr. Holiday, $775*; (88) 4-dr. 


Holiday, $625*. 
’56 (88) Super 2-dr., $380*. 
PLYMOUTH—’61 Valiant (6) V-200 4-dr., 


$1,505*. 
60 Valiant (6) V-200 4-dr., $1,210*; 
Belvedere (8) 4-dr., $1,205*; 2-dr., 
$1,060. 


’59 Fury (8) 4-dr. hardtop, $1,010* (ps); 
Belvedere (8) 2-dr, hardtop, $1,000*. 
’58 Fury (8) 2-dr, hardtop, $790* (ps); 

Belvedere (8) 2-dr., $615* 


’57 Belvedere (8) 4-dr., $425*; Savoy 
(8) 4-dr., $250*. 

’56 Belvedere (8) 4-dr., $255* (ps). 

PONTIAC—’61 Tempest (4) 4-dr., $1,670. 

’60 Catalina sport coupe, $1,810* (ps); 
4-dr. Vista, $1,730* (ps). 

’59 Bonneville 4-dr. Vista, $1,810* (ps). 

’57 Chieftain 2-dr, Catalina, $660* (ps). 


RAMBLER—’59 American (6) Super 4-dr., 
$725. 
MISCELLANEOUS—’60 Dodge (6) %-ton 
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pickup, $850. 
’58 Chevrolet %-ton stake, $695. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 
23. Old models, fix-ups and iron very hard 
to sell at prices dealers ask, Clean 1959- 
60-61 units are wanted and are bringing 
good prices, Prices holding steady, Sold 85 
cars from 116 consignments. 


BUICK—’59 Electra conv., $1,300* (ps). 


’57 Special 4-dr. Riviera, $580*; RM 
conv., $480* (ps). 
’56 Special 4-dr. Riviera, $250*, 
CADILLAC—’55 (62) 4-dr., $385* (ps); 
Coupe de Ville, $280* (ps). 


CHEVROLET—’ 61 Impala (8) sport sedan, 


$2,290°. 

60 Impala (8) 4-dr., $1,800*; Bel Air 
(8) 4-dr., $1,490*, $1,475*; sport se- 
dan, $1,450*; Bel Air (6) 2-dr., $1,- 
280. 


59 Impala (6) 4-dr., $1,285; Impala (8) 
4-dr., $1,225*. 

758 Brookwood (8) 4-dr., $770*; 

(6) 2-dr., $750; Yeoman (6) 
$625. 

‘57 Two-ten (8) station wagon 4-dr., 
$790*; 4-dr., $600; 2-dr., $475; Two- 
ten (6) station wagon, $750*, $700; 4- 
dr., $690, $375*. 

’56 Bel Air (8) sport coupe, $480*; 4- 
dr., $445*; station wagon 4-dr., $410*; 
One-fifty (6) 4-dr., $290; Two-ten (6) 


Delray 
4-dr., 


4-dr., $270. 

’55 Two-ten (8) 4-dr., $490*; Two-ten 
(6) 2-dr., $250*; Bel Air (8) 4-dr., 
$340, $335* 


CHRYSLER—’ 60 NY 4-dr., $1,600* (ps). 
’57 NY 2-dr, hardtop, $575* (ps); 4-dr., 
$490* (ps); Windsor 2-dr, hardtop, 
$470* (ps). 
55 Windsor 2-dr. hardtop, $185*. 
DeSOTO—’ 57 Fireflite 4-dr. hardtop, $390* 
(ps). 
’55 Fireflite 2-dr, hardtop, $125* (ps). 
FORD—’60 Fairlane (8) 4-dr., $1,225*. 


’59 Galaxie (8) 2-dr, Victoria, $1,375* 
(ps); 4-dr., $1,275*; Fairlane (6) 4- 
dr., $725*. 

*58 Custom 300 (8) 4-dr., $625*, 

’57 Fairlane 500 (8) 2-dr., $770*; conv., 
$300* (ps); Custom 300 (8) 2-dr., 


$430*; 2-dr., ‘$310. 

56 Ranch Wagon (6) 2-dr., $360; Coun- 
try Sedan (8) 4-dr., $270* (ps); Main 
(8) 2-dr., $250; Fairlane (8) 4-dr., 
$160*. 

’55 Custom (8) 2-dr., $205, $185; Fair- 
lane (6) 2-dr., $110*. 

*30 Model A 4-dr., $100, 


IMPERIAL — ’'57 Crown 4-dr. hardtop, 
$850* (ps). 

LINCOLN—’55 Capri 2-dr. hardtop, $100* 
(ps). 

OLDSMOBILE — '61 (98) 4-dr., $2,250* 
(ps); F-85 (6) station wagon 4-dr., 
$1,930*. 

60 (88) Fiesta 4-dr., $2,250* (ps). 


’56 (88) Super 4-dr, Holiday, $140* (ps). 
’55 (88) Super 2-dr. Holiday, $270*; (98) 
4-dr. Holiday, $170* (ps), 


PLYMOUTH — '59 Belvedere (8) 2-dr., 
$730*. 
°57 Plaza (6) 2-dr., $400; Savoy (8) 4- 
dr., $350*, $220*, $210*; Savoy (6) 
2-dr., $300*. 
56 Savoy (8) 4-dr., $380*; Suburban 


(8) Custom 4-dr., $330*; Belvedere (8) 
(Continued on Page 52, Col. 1) 


introducing... the first snow plow designed specifically 
for 4-wheel drive vehicles 


The MEYER ST-90 utilizes the full- 
tractive effort of today’s new 4-Wheel 
Drive Trucks, clearing a 75” path with 
the Moldboard in full-angle position. 


Custom-designed mountings bolt 
quickly to the Truck Frame, assuring 
rigidity and long service. The 7} 
MEYER ST-90 features a quick- 
reversible Safety Spring Trip Moldboard, 
and the Electrolift,” a hydraulic lift 
designed exclusively for Snow Plow 
Operation. Write us for complete details. 


Equip your new 4-Wheel Drive Truck 
with a MEYER ST-90 for a team 
that moves the most snow in the 


shortest time! 


MEYER wee Balenced $1-90 SNOW PLOW 


““a snow plow for every vehicle “’ 


COLORADO 
Winter-Weiss Co., Denver 
CONNECTICUT 
New Haven Body Co., North Haven 
TECO, International, South Norwalk 
Hobbs Equipment Co., Stamford 
DISTRICT OF COLUMBIA 
S. J. Meeks & Son 
ILLINOIS 
Gar-Wood Chicago Truck Eqpt., Chicago 
Scruggs-Drake Eqpt. Co., Decatur 
Commercial Truck, Joliet 
Moline Body Co., Moline 
Superior Coach Sales Co., Palatine 
Scruggs-Drake Eqpt. Co., Springfield 
INDIANA 
Stanley Body Co., South Bend 
MAINE 


Hews Body Co., Portland 

MARYLAND 
Lanman Truck Eqpt. Co., Baltimore 
Antietam Equipment Corp., Hagerstown 


MEYER SNOW PLOW DISTRIBUTORS 


Ralph Pritts & Sons, Oakland 
MASSACHUSETTS 

Perfection Spring & Eqpt, Co., Boston 

F. C. Taplin Co., Springfield 
MICHIGAN 

Daybrook Div., Young Spring & Wire, 

Detroit 

Neil's Automotive Co., Kalamazoo 
MINNESOTA 

Charles Olson & Sons Co., Minneapolis 
MISSOURI 

Perfection Spring & Eqpt. Co., 

Kansas City 

Truck Equipment Co., St. Louis 
NEW HAMPSHIRE 

Moulton & Goodwin, Inc., Portsmouth 
NEW JERSEY 

F&P Truck & Trailer Eqpt. Div., Newark 

Peter Wendel & Sons, Newark 
NEW YORK 

Anderson Eqpt. Co., Albany 


Maday Body & Eqpt. Co., Buffalo 
B&J Spring & Eqpt, Co., Corona, L. |. 
Gar-Wood Industries, Inc., 

Long Island City 
Theuer Truck Body Co., Inc., New York 
Hudson River Sales, Poughkeepsie 
Maday Body & Eqpt. Co., Rochester 
Salina Body Co., Syracuse 
Binghampton-Heil Eqpt. Corp., Vestal 


OHIO 
Ashtabula Truck Sales, Ashtabula 
Myers Equipment Co., Canfield 
Schaefer Body, Inc., Cleveland 
Scranton Truck Body, Cleveland 
Harry J. Reynolds Co., Columbus 
Dayton Commercial Eqpt. Co., Dayton 
Middlekauff, Inc., Toledo 


PENNSYLVANIA 
Allentown Brake & Wheel, Allentown 
Brumbaugh Body Co., Altoona 
Boyertown Auto Body, Boyertown 


Erie City Truck Co., Erie 

Thiele & Sons, Inc., Johnstown 

Lancaster Auto Spring Co., Lancaster 

M. A. Brightbill, Lebanon 

Ateco Equipment Co., Pittsburgh 

Mayer Body Corp., Pittsburgh 

H. A. DeHart & Son, Philadelphia 

Scranton Brake Service Co., Scranton 
UTAH 

Williamson Body & Eqpt. Co., Ogden 

Graver Tank & Mfg. Co., Salt Lake City 
VIRGINIA 

Wilbar Co., Arlington 

Baker Eqpt. Engineering Co., Richmond 
WISCONSIN 

Auto Body Works, Appleton 

Olson Trailer & Body Bidrs., Green Bay 

Onley Truck Eqpt. Co., Madison 

Atlas Truck Equipment, Milwaukee 
CANADA 

Eastern Steel Prod., Ltd., Preston, Ont. 





52 


AUTOMOTIVE NEWS, NOVEMBER 6, 1961 





Used-Car Auction Prices 





(Continued from Page 51) 


2-dr., $300*. 
PONTIAC—’57 Star Chief 4-dr, Vista, 
$400* (ps). 
STUDEBAKER—’56 Champion (6) 2-dr., 
$235 


MISCELLANEOUS—'58 Willys. station 
wagon 2-dr., $810. 
’51 Chevrolet %-ton pickup, $160, 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for sale of Oct, 26. 
Good cars—good buyers. Sold 391 cars from 
632 consignments. 

BUICK—’60 Electra 4-dr. hardtop, $2,170* 
(ps), $2,035* (ps). 

’59 Electra 225 conv., $1,695* (ps); Le- 
Sabre 4-dr. hardtop, $1,490* (ps); In- 
victa 4-dr., $1,345* (ps), $1,330* (ps), 
$1,325* (ps). 

’5S8 Special 2-dr., $720* (ps). 

’57 Special 2-dr, Riviera, $725* (ps); 
4-dr. Riviera, $500*. (ps); Super 2-dr. 


Riviera, $690* (ps); 4-dr. Riviera, 
$470* (ps); RM 4-dr, Riviera, $600* 
(ps). 


56 Super conv., $350* (ps); Special 2- 
dr. Riviera, $340* (ps). 

55 Super 2-dr. Riviera, $300* (ps), 
$250* (ps); Special 4-dr. Riviera, $255* 
(ps); 2-dr, Riviera, $250*. 

CADILLAC—’61 (60) Special 4-dr. hard- 
top, $4,650* (ps), 2 at $4,600* (ps), 
$4,550* (ps); (62) conv., $4,515* (ps), 
$4,235* (ps); 2-dr, hardtop, $4,000* 
(ps), $3,990* (ps); 4-dr. hardtop, $3,- 
900* (ps); de Ville 4-dr, hardtop, 
$4,150* (ps). 

60 Eldorado Seville, $3,900* (ps); (62) 
conv., $3,750* (ps), $3,700* (ps), $3,- 
500* (ps), $3,300* (ps); (60) Special 
4-dr. hardtop, $3,650* (ps); de Ville 
4-dr. hardtop, $3,380* (ps), $3,265* 
(ps); 2-dr. hardtop, $3,315* (ps). 

59 (62) conv., $2,775* (ps); 2-dr, hard- 
top, $2,730* (ps); 4-dr. hardtop, $2,- 
380* (ps); de Ville 2-dr. hardtop, $2,- 
730* (ps), $2,705* (ps); (60): Special 
4-dr. hardtop, $2,705* (ps), $2,695* 
(ps). 

58 (62) 4-dr. hardtop, $1,690* (ps). 

OHEVROLET—’61 Impala (8) conv., $2,- 
360* (ps), $2,195* (ps); sport coupe, 
$2,090* (ps), $2,090*; Bel Air (6) 
4-dr., $1,755*. 

’60 Corvette (8) conv., $2,200; Impala 
(8) conv., $1,900* (ps); sport coupe, 
$1,850* (ps), $1,800* (ps), $1,630* 
(ps); sport sedan, $1,645* (ps); Brook- 
wood (6) 4-dr., $1,600* (ps); Bel Air 
(6) 4-dr., $1,500*, $1,45, $1,260*; 2- 
dr., $1,500*; Corvair 700 (6) 4-dr., 
$1,185. 

’59 Impala (8) $1,300*, 
$1,275* (ps); sport sedan, $1,245*; 
conv., $1,200* (ps), $845* (ps); Im- 
pala (6) conv., $1,200* (ps); Bel Air 
(8) 4-dr., $1,200*, $1,150; Bel Air 
(6) 4-dr., $1,140, $1,060*, 
Biscayne (6) 2-dr., $1,050, 
Brookwood (6) 4-dr., $1,000*, 

’58 Impala (8) sport coupe, $945* (ps), 
$875* (ps), $465*; Biscayne (6) 4-dr., 
$850*; 2-dr., $845*; Bel Air (6) 4-dr., 
$815*, $800*; Delray (6) 2-dr., $765*; 
Yeoman (6) 2-dr., $675*. 

’57 Bel Air (8) sport coupe, $770*, $730*; 
Bel Air (6) 4-dr., $600; Two-ten (8) 
station wagon, $770*; Two-ten (6) 2- 
dr., $500. 

’55 Bel Air (6) 4-dr., $300. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,530* (ps); 4-dr., $1,400* (ps); 

Windsor 4-dr. hardtop, $1,355* (ps), 
$1,060* (ps); 4-dr., $1,075* (ps). 

’58 Windsor conv., $945. 

’57 Windsor 4-dr. hardtop, $300* (ps). 

DeSOTO—’58 Fireflite 2-dr. hardtop, $720* 
(ps); 4-dr, hardtop, $690* (ps). 

’57 Fireflite conv., $490* (ps); Firedome 
2-dr. hardtop, $480* (ps). 

’56 Firedome 2-dr, hardtop, $405* (ps). 

DODGE—’61 Polara (8) 4-dr. hardtop, 
$1,500* (ps). 

60 Polara (8) 4-dr, hardtop, $1,500*; 
Matador (8) 2-dr, hardtop, $1,450* 
(ps); 4-dr. hardtop, $1,435* (ps); 
Pioneer (6) 2-dr. ardtop, $1,185* 
(ps); station wagon, $1,065. 

’59 Sierra (8) 4-dr., $1,300* (ps); Cor- 
onet (6) 2-dr. hardtop, $835* (ps); 
Coronet (8) 4-dr, hardtop, $815* (ps). 

’57 Sierra (8) 4-dr., $625* (ps); Coro- 


sport coupe, 





Goodman Returns 


To Detroit Scene 
With New Auction 


DETROIT.—Sam Goodman, L. D. 
Thornton and Vera Simpson, all 
veterans on the Midwest auction 
scene, have set plans for re-enter- 
ing the auto auction business. 

The three plan to open a new 
building at 6465 Wyoming, Dear- 
born, this month, though the exact 
date has not yet been set. 

The auction will be named Sam 
Goodman Auto Auction, Inc. Thorn- 
ton will be one of three auctioneers 
operating on the auction’s dual 
lanes, and Mrs. Simpson will run 
the office. 

Goodman has been affiliated with 
all Detroit auctions at one time or 
another in the past. He is a former 
president of the old National Auc- 
tion Assn. and has served both as 
treasurer and state director of the 
National Independent Automobile 
Dealers Assn. 

In other auction news in the De- 
troit area, Aptco Auto Auction, 
Melvindale, has announced that it 
will change its sales day from 
Wednesday to Tuesday, beginning 
tomorrow (Nov. 7). At the same 
time, it was announced that a new 
building has been constructed to 
offer a dual lane operation. 
































*58 Custom 300 (8) 4-dr., $550. 


Fairlane 500 (6) conv., $475* 


2-dr., $365*. 


"59 Crown 4-dr., $1,955* (ps). 
’58 Crown 4-dr., $1,400* (ps). 


’57 Imperial 4-dr., $700* (ps), 


$4,350* (ps). 
$2,015* (ps). 


(ps). 
MERCURY—’62 Comet 2-dr., $2,100*. 
’58 Monterey 4-dr., $505*, $495* (ps). 
'57 Colony 4-dr., $430* (ps). 


(ps); 


680* (ps), $2,620* (ps); 
4-dr. Holiday, $2,525* (ps); F-85 2-dr. 
hardtop, $1,875*. 

60 (88) 2-dr. Holiday, $2,125* (ps); 
4-dr., $1,700* (ps), $1,690* (ps); (98) 


conv., $2,000* (ps); (88) Super 4-dr. 
Holiday, $1,955* (ps). 

59 (88) Super Fiesta 4-dr., $1,850* 
(ps); 4-dr., $1,430* (ps); (88) 2-dr. 
Holiday, $1,690* (ps); (98) 2-dr, Hol- 
iday, $1,650* (ps); conv., $1,615* 
(ps), $1,425* (ps). 

’58 (88) 4-dr., $1,025* (ps), $1,000* 
(ps), $880* (ps); 2-dr. Holiday, $850* 
(ps), $840* (ps); (88) Super 4-dr., 
$995* (ps); conv., $615* (ps). 

’57 (98) 2-dr, Holiday, $490* (ps), 
$260* (ps). 

PLYMOUTH—'61 Valiant (6) 2-dr. hard- 
top, $1,485*. 

’60 Suburban (8) Deluxe 4-dr., $1,375* 


(ps); 2-dr., $1,250* (ps); Valiant (6) 
station wagon, $1,350, $1,300*, $1,200*; 
Savoy (8) 2-dr., $1,040. 

’59 Fury (8) 2-dr. hardtop, $1,275* (ps), 
$1,000* (ps), $705* (ps). 

’5S Fury (8) 2-dr, hardtop, $855* (ps); 
Suburban (6) Custom 2-dr., $600* 
(ps); Belvedere (6) 4-dr. hardtop, 
$525* (ps), $500* (ps). 

’57 Savoy (6) 2-dr., $340* (ps); 4-dr., 
$265*; Belvedere (8) conv., $320* 
(ps); Belvedere (6) 4-dr., $300*. 

PONTIAC — ’60 Bonneville conv., $2,035* 
(ps); Star Chief 4-dr, Vista, $1,950* 


(ps). 

’59 Bonneville sport coupe, $1,735* (ps); 
4-dr. Vista, $1,400* (ps); Catalina 
conv., $1,495* (ps), $1,450* (ps); 4- 
dr, Vista, 2 at $1,385* (ps), $1,375* 
(ps), $1,250* (ps), $1,200* (ps); sport 
coupe, $1,255* (ps); Star Chief 4-dr., 
$1,400* (ps). 

’58 Bonneville sport coupe, $1,000* (ps). 

’57 Super Safari 4-dr., $695*; Star Chief 
4-dr. Catalina, $325* (ps). 

RAMBLER—’60 Rebel (8) station wagon, 
$1,420*; American (6) Custom 4-dr., 
$1,025; Deluxe 4-dr., $975*. 

59 Custom (6) Cross Country, $1,035*; 


’57 Fairlane 500 (8) conv., $485* (ps); 
(ps), 
$370*; Fairlane (8) 4-dr., $385*, $370*; 


$690* 
(ps). 
LINCOLN—’61 Continental 4-dr, hardtop, 
59 Continental Mark IV 4-dr, hardtop, 
’58 Continental Mark III 4-dr., $1,660* 


OLDSMOBILE—’61 Starfire conv., $3,175* 
(98) 4-dr, Holiday, 2 at $2,800* 
(ps), $2,570* (ps); 2-dr, Holiday, $2,- 
(88) Super 


$4,030* (ps). 


’60 de Ville 4-dr. hardtop, $3,370* (ps); 
2-dr. hardtop, $3,150* (ps); (62) 4-dr. 





IMPERIAL—’60 LeBaron 4-dr. hardtop, 
$3,015* (ps); Crown 4-dr. hardtop, 
$2,600* (ps); 2-dr. hardtop, $2,635* 
(ps). 


Truck regis’ 
eclened fi 


sedan, $910*; Brookwood (6) 4-dr., 
$890*; Biscayne (8) 2-dr., $800* (ps); 
Delray (6) 2-dr., $680; Yeoman (6) 


4-dr., 


$1,270* 


(ps), 


(Continued on Page 53, Col, 1) 


New Commercial-Car Registrations, 


trations by states are 
ere weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 


38 States for September, 1961-1960 


—inenligety 
4-dr., 2 at $825*. hardtop, $3,150* (ps). 4-dr., $665*. 
’57 Custom (6) 4-dr., $475. ’59 (62) conv., $2,730* (ps); 4-dr, hard- ’57 Bel Air (8) 4-dr.. $74\*. Tw. 
STUDEBAKER—’60 Lark (6) 2-dr. hard- top, $2,630° (ps). (6) station wagon ‘4-cr. (9 pags@ 
top, $1,000. ’58 (60) Special 4-dr, hardtop, $1,815* $690; 2-dr. hardtop, $620* Q-dr at), 
57 Golden Hawk (8) 2-dr., $600*. spf PS); (62) conv., $1,680* (ps). "56 Bel Air (6) 4-dr., $435; Two-ten 
MISCELLANEOUS — ‘59 Ford Courier 57 (62) Sedan de Ville, $1,180* (ps). 2-dr., $420; Two-ten (6) station wage 
panel, $650. "56 (60) Special 4-dr., $850* (ps); (62) 2-dr., $415. 
+58 (60) *Speet Ps $470* ( Xe), ‘Delray ry rd 
pecial 4-dr. , ps). Iray, $480; station wa; 
sake orn 0. OREYROLET—'61 Impala (8) sport sedan, | $350*. — 
sine 00 Gtd js ap’ uto Auction, Inc, Sale every ,290* (ps), $2,175* (ps); Biscayne RYSLER—’61 NY 4-dr., $2,710 
FORD_~'$1 Thunderbird «e) ra asta, Thursday. Prices are for sale of Oct. 26. (6) 2-dr., $1,800. 59 NY 4-dr. hardtop,’ $i tops o ». 
$3,225* (ps), $3,200* (ps), $3,115*|Clean_and sharp cars in great demand.| ’60 Impala (8) sport sedan, $1,950*| , Windsor 4-dr., $1,335* (ps). Ps); 
(ps), $3,075* (ps), $3,050" (ps); Gal- | 8°14 234 cars from 369 consignments. (ps), $1,775* (ps), $1,650*; conv., 57 Saratoga 4-dr., $590* (js), 
axie (8) conv., $2,135* (ps); Falcon | BUICK—’61 Electra 225 4-dr, hardtop, $2,- $1,800*, $1,700°; Bel Air (8) 4-dr.,| DODGE—'61 Polara (8) 4-cr., $2,045 
(6) station wagon, $1,550*; Custom 850* (ps). $1,650*, $1,595* (ps); 2-dr., $1,385*; j (ps). A 
300 (8) 2-dr., $1,400. ’60 Electra 225 conv., $2,100* (ps); Le- Brookwood (6) 4-dr., $1,550*; Biscayne 60 Polara (8) conv, $1,620 (8); Dart 
60 Thunderbird (8) 2-dr. hardtop, $2,- Sabre 4-dr, hardtop, $2,090* (ps), (6) 4-dr., $1,400*; 2-dr., $1,320. 7 (6) Seneca 4-dr., $1,300. ; 
535* (ps), $2,000* (ps); Galaxie (8) $2,080* (ps); Invicta conv., $2,050* ’59 Impala (8) sport coupe, $1,570* (ps), :59 Custom Royal (8) 4-dr., $1,070* (ps) 
Starliner, $1,520* (ps); 4-dr, Victoria, (ps); Electra 4-dr, -hardtop, $1,990* $1,400*; sport sedan, $1,390*; 4-dr.,| {57 Coronet (8) 4-dr., $460*, - 
$1,320* (ps), $1,315* (ps); 4-dr.. $1,- (ps). $1,325*' (ps), $1,250*; conv., $1,400, 41 4-dr., $480. 
250*; Custom 300 (6) 2-dr., $955. ’57 Super 4-dr, Riviera, $725* (ps), $670* $1,150; Nomad (6) 4-dr., $1,390* (ps); | FORD—’61 Fairlane (8) 2-dr., $1,550; Fa). 
59 Galaxie (8) 4-dr., $1,200*, $1,190* (ps). Bel Air (8) 2-dr., $1,250*; Bel Air| ,,COn (6) 2-dr., $1,460. 
(ps); Galaxie (6) 4-dr, Victoria, $1,- ’56 Century 2-dr, Riviera, $300* (ps); (6) 4-dr., $1,225* (ps), $1,130*, $1,080; 60 Thunderbird (8) 2-dr. hardtop, $2. 
180*' (ps); 4-dr., $1,175*; Custom 300 Special 4-dr., $300. Biscayne (8) 2-dr., $1,085*, $1,055. 525° (ps), $2,460* (ps), $2,250* '(ps); 
(6) 2-dr., $900*, $710, $660; Ranch ’30 RM 4-dr., $525. . "58 Impala (8) sport sedan, $1,070* (ps), Country Sedan (8) 4-dr., $1,685* (ps) : 
Wagon (8) 2-dr., $550. CADILLAC—'61 de Ville 2-dr, hardtop, 980*; Bel Air (8) 2-dr., $1,000; sport on a a “aan $1,500* (pg); 
-dr., ’ ; Fairlane 


500 ( 
$1,185"; Fale, 


LT 





18 States Previously Reported 


For Septem 
Arkansas 


Colorado 
Connecticut 
Florida 
Georgia 
Hawaii 
Indiana 
lowa 
Louisiana 
Maine 
Massachusetts 
Minnesota 
Nevada 

New Jersey 
New Mexico 
Ohio 
Oregon 
Pennsylvania 
Rhode Island 


Utah 


38 States Reported 


ber 


To Date for September 


Year 
To Date 






























































Stude- 
Mack | baker | White | Willys | Misc. 
61| H| 4899 33} 1052| 4754| 1074; 2650) 132 68) 162) 504) 500) 15837 
‘ 2| 4372 35| 733} 5242} 1434) _—2187|_—«197|_—=—s134|_—sN8t|_=— 624) 74) S85 
él | 470 | 30) 378 % B 2| | ; 8 13) 1099 
"60 443 ! 42| 475} ~— ‘12! 161 1 2 2 5 19} 1272 
a | 373| " 63). 333 92; 201 2| s| 13 rT 43) 1208 
"60 414 72| 400 93 93 5 12 14 93 20} 1216 
él 7 141 4| 18) 159). +129! ~=«N68 i 5| 16,94 73) 819 
60) 89 2 4; ol 82| 124 10 2 12 39) 68} §s3 
él) 7] 528 3] 73; 709) +157). ~«247 21 12 14 83) 152) 2001 
"60 540 5 57} 910} ~=—«18t| 283 44 10 92 99} 231} 2452 
él | | 600 2| 63) 676] +158) ~«220 28 5 18 15 48| 1833 
"60 528 2| 123} 6871 #56] ~—+178 4 13} 5 21 47| 1764 
61] | 2 | 3 5 6 36 7 16 Tl) 120 
'60| 38 i 42 12 13 ! 9 42 13] 18! 
él | 589 3| %| ~+531 156| 319 24 26 a 17 87| 1882 
60) 464 6 75| 483 169} 252 16 25 37 27 85| 14639 
el | 360 2 38) 432i 60; 205 3| 4| 4 12 15) 1024 
60) 311 3 39| 354 81} 230 4 9 7 24 43/1105 
él | | 567 34, «565 97 5 2 7 18 4) 1424 
‘60! 580 1 22} 540} ~—«*103 134 31 4 i 19] 36] 1481 
61] 4) 18! 19, +173 56) 138 I 5| 10 52 43) 682 
60 3. lie 2 2I SI 71 105 4 9 3 59 24| 564 
61 4) 256 2 56) 447|.~«+160|~-~=S«a28 17 5| 38) 148) 129) 1488 
"60 6| 206 2 59} 32I 145 148 29 | 27; «80 53] 1082 
él 398 i 59, 448 85| 226 é| 12 35 14 35| 1319 
60 225 2 30; 449} ~—:103}—«-203 6 2I 9 23 72) 1143 
él 73 20 él] 20 46 2/ | i i) 245 
"60 38 2 13 32| +440 25 | 5 5 8 5} 174 
él 16| 403 12). 110| 697; +218) +286 37 I 49; 187| 163) 2179 
60 14| 306 5 77| «541 177) 261 43 9 39 95} 162] «1729 
él 236 33; 220 9 84 2 6 4) 32 14) 700 
"60 |. a 1 25} 300} ~=—s19 39 3 7 4| 23 13] 807 
él] 1) 702) 8} 142). 681) 172) 389 20 16 84) +118 80) 2613 
"60 607 9 107/ +899] +=: 253} _~——«500 36 28 42| 161] ~—«194] 2836 
él 482 i 59/392). +102) +~«248 9 16 21 57 65) 1452 
"60 487| | ee ae ee 29 40 55 65! 125] «1877 
61] 16| 703 4) 215| 806) 247| ~+~«7i16 86 8 52| 268) +115| 3256 
60] 16] 871 23} 210) 1082} + +335) ~— «43 % 27 70! 265] ~—«150| 377% 
61] 3 5] 187 2% | 6 2 4] 6 16| 32 
60] | 30 a\ Bs 28 28 T 1 4| 8} 3] 
él] | 192 3| 59| 184 67| +138 3 2| | i9 25, 692 
60/ 190 4 43| 252 91 78 10 6 10 23 21| 728 
él 53| 12214 79|  2247| 12947| 3230| 6768 ai 204; +574) +1780| 1687| 42199 
"60 41| 11125} 106] 1875] 13870} 4059] +5884] 581} 370) 638} +—*1803) +2078) 42430 
61) 696| 212048| 1330 Ie 206114| 48131| 79943|  6419|  3849| 9589] 20429) 25039| 642640 
60] 813] 231223] 1993] 31337] 208694| 60470} 82947] 8462] 3986] 11201} 20934] 32933] 694993 








New Passenger-Car Registrations, 38 States for September, 1961-1960 







































































































































Car registrations as 
compiled by R. L, Polk Ford jLincoln 
& Co. 
18 States Reported ‘6l| 5501] 977 $3 3195| 4522! 8781| 18412} 245) 1619] —1971| 22247) 3056! + 1500| 16891) 4156] 4941| 30544) 711 + 5642| 7342 
For September 60} 6505} 1022} +173) +~=—«2tt| 4396) ~=—«5971| 11773] 20572} —-250)~—-2454] +2998] 26274] 3624) ~—«*1801| 26779] 5278] 6343! 43825} 2119) —7552| 98048 
Arkansas el] ‘156 21 i | 62] 100; 184) 15) 7 37 77| ‘736 64/5 ,, 28) 564, 127| 104) 887 15] 151| 2128 
60) «158 i 4 6| 110] 134] 265] 76) é 81 118} 966 8 45| 969} —«191|_~—214} +1500 36] 144] 309 
Colorado el] 263 | | 152, 239] 452, «959 ~—S22 7 100] 1170) — («146 61| 993) 264 +~«-207| ~=«*dW‘BT7 36| 281/387 
60! 331 47 13 26} 181] _—-283}_~——550| _—*1088 12 137] :143|_—«*1380|_—_—*137 91] 1467] 255] ~——262)~—-2212 84} — 369| 4926 
Connecticut el] 659 82 6 261; 429) +798) +~—«1595 | 35 123) 341) +2094) ~=«-228) ~=—«162|—«*1403) ~=—«312) ~=—388| +2493, ~——s:12] = 925] 708 
"60| 556 7 uN 20} 306] 557] —-965| ~—~*1350 14 153] 281} ~—:1798}_——s*A 4 148] 1314] 295] 330) ~—-2228] +168] —968|_—_—b88 
Florida el) -846| «126 28 | 483| 734) ~=«(1371| +3237, 90 171,553] 4051| 385] 365) +2135] 576] 635, 4096) 112) ~—«1527| 12003 
60} 752| ~——*140 31 43| 528} —-900|_—«*s642|_—2994 67 244) 552} 3857] ~—«462| ~—— 453] ~—«3453] ~— 635] ~—=— 780] ~—«5 783] —«-201| ~—«2315| 14550 
Georgia el] 339 60 ‘| | 229 a 635] 1692 27) 81 a 2027; «231 112) 1617; 348) 497) ~~ 2805 71| 777| 6654 
"60| 345 51 i 24, 270 —427| +~—783| __—~*1894 32 117|_ 202} 2245} ~—s194) 125] 24] = 322} ~—— 604] 3656 95| _767| _789l 
Hawaii ‘el 39 13 | | 38, 120 ~—«171| ~—261 2 7 24) «291 59 15| 244 93; 37) 448 10; 107| 1066 
‘60 38 7| 4 72| 199) 282) ~——268 2 8 56| 334 30 18} 389 37 29} 503 6} 192) 1355 
Indiana el] 693; ~—«120 i | 440, 545/ «1121/2398 37 215 zi 2932 505 202; (2506, «818/705 +4736] +~=—«-255| + 828| 10565 
60} 984) 131 27 59} 823] —«818| —*1858) 3110 43 360| 471] +3984) ~—737)~— 319] 4012} ~—«1157] «1068! +7293] ~——432| ~—B10)_ 1536 
lowa ‘el| 38! 70 6 | 235| 267) ~=—«4578| ~—«1:122 "I 115) 116) ~—«41364)~—=«N70|~—S—«st00|—S«dN36) += 356] 371] +2133 66; 196 +4718 
"60| 494 80 7 8} 259] 382] ~—-736| _—*1524 8 175] 176] 1883] _—_-293 95} _18t1| _-370|_~—357|_—«2926 92| 264] _ 6395 
Louisiana 61] 303 86 5 162] 178] 431) ~—«1329 29; «(102 —Ss«d8B|~=—s646| ~—Ss197|~—=SL77|—=«*'33N|~—S«359| ~—S=«334] +2338 60, 321] +50” 
60} 281] 56 17 20} 203} —-277| ~—«S73| __—1480 16} —_:120)_~—s159| 1775) ~——212|_——sS} 2190) ~——417|_—— 479] «34113 62| 456] _ 6560 
Maine ‘ell 274) ~—Ss«*2 4] | 139/215) 410 ~=—_763 8 cf 104) «941 9 37,686] ~—«130~S«153) «1105 55| 298) 3083 
60| 277 27 1 9] 118] 208} ~— 363] ~——630 4 78} 118} 830 67 39} 775| —«'106|~—S154] =i 84) 317| 3012 
Massachusetts “ell 1294) ~—«*142 16 466] 807) (1431/2523 36 176, 326| 3061] 366  216| 2059| 523| 589| 3753| 144/ 1236 {0919 
60} 1362] 101 18 29} 563] 941] ~—*1652| 2755 30 296| 361) +3442} ~—« 378) ~—- 220) ~=—«3302| += 705) += 586} 5191] 222) ~—*1301)_(13170 
Minnesota “el; 542; ~—«140 8 340; 601} 1089) 1494 27 174] -270| +~«1965| ~=«348| ~—=«186| ~=«1'785| +~—«576| 446) ~«=«3341) «19 = 498] 7584 
60} (537 68 12 15] 351] 538} —«984]~.—«*1458 24 173} 186] 1841} 319 86] 1794] 443) ~—«437|—«3079) ~——«160| 524) 71% 
Nevada *6l 73 17 3 36 80) 136) ‘152 12 18 44| (226 16 30| «144 56 81| 327 3 99| tH 
60 34 12 2 1 23 42 80 66 5 19 23} 113 13 2 8] 26 31 172 10} 47|_— 
New Jersey “6l| 1742) «369 30 859 1001] 2259] 3837) —*103 311| 563| 4814)  662|  642| 3325|  686| 1088) 6603,  205| 1828/1741 
'60| 1507} 309 55 66} 972| 1366] 2768] —_ 3582 69 416] 537] 4604) 570) _~—«573} 4411} ~—«933]~—«*1079| +7566] —-275| ~—*1400|_ 1830 
New Mexico el! ‘176 27 4 69 96} (196) 421 4 32 37| «494 50 32| 394 89 75| 640 26) 124) ‘1688 
'60| ‘156 16 8 7 45| 140 216] 414 4 52 49| 519 40 54| 64! 116] 121] 972 52| 154] 2069 
Ohio "el| 1435) 245 39 976| 1253) 2513] 5316 78 463; 981 6858| 933/474) 4623| 1492) 1730) 9252| 231| +—‘{1el| 21470 
"60| 1476] 242 59 67} 1588] 1745} 3701] 6163 60 921| 1158} 8302} 1060} 469} +—7021| ~—«1493| +1866) 11909} 342|~—«*t6 | _2742l 
Oregon “el; 4 55 8 185] 226, 474) ~=— 742 23| 82; 132] +979] ~—=«*SI2 7I| 981 183; 237| ~—«1593 68; 565] 4090 
60} 63! 66 17 10} 315] ~——-505]_~—913|__—*1017} 16 118} 200) _—1351|_—«*174)_~—=—«103)_—«44t} ~— 240} 330) 2288} +218) oal|__ OOH 
Pennsylvania 6l| 1824) 293 38] 1126] 1239) 2696) 4526 67 364) 761|5718|  734| 430, 4486) 968) 1194) 7812| 215| 1680| 199% 
60} 2411] 380 52} 154] 1849} 2604) +5039] Sail 72 673} 1018] 7374] 950} ~—«628}_—- 7095} ~—«1353| +1442} (11468) 714) _—-2012|_ 2908 
Rhode Island el] 203 10 2 52; 149) 213) 494 6 24 50) 574 55 38) 415 83 60, 65! 44) 265) ‘190 
60] 216 19 4 7 74 177| 281 525 7 39 62} 633] 51 56| 395 97 78| 677 33} 289218 
Utah ei] 200 5 2| 74 81 162) 395 9 54 93, 551 75 51; 346] 103) 119) 694 14) (173) (7 
‘60| 207 36 4 9 96| 176} _—321| 456 8 81 98} 643 78| 50} ~—sS8t} —st59| ~—st53]_—*t02 25} 239|_ 24 
38 States Reported "6l| 17354) 2964) 314 9599| 13224) 26101] 52283| 878) 4340)  7238| 64739|  8500|  4869| 48064] 12498| 13991| 87922/ 2574 
To Date for September ‘60! 19258} 2892] 526] 795} _-13142| 18390] 35745] 57718] 749] _—-6715| 8966] 74148] 911} 5509) 72332) 14628) 16743] 118823} 5430] 
Year "61| 258521| 62564, 7203 | 161065| 216077| 446909| 942432| 19798] 83823) 132769|1178822| 194519) 96708) 1097349| 214401| 249430|1852407| 48005 9 | 406bte 
To Date "60| 315263] 55683} 10989] 19043} 269999] 330757| 686471| 1002274} 15322| 109289 96135|1223020| 182120| 103891|1247886| 244455| 288258| 2066610 81706] 384090|4759I 






















































$1,250, $1,225; 2-dr., $1,- 


(8) 4-""°65: ‘Custom 300 (6) 2-dr., 


110, $1,065; 


: 
ist Pouncerbird (8) conv., $2,015* (ps); 


ie (8) 4-dr, Victoria, $1,375* 

>. $1,330* (ps); Galaxie (6) 4-dr., 

$1,020°; Fairlane 500 (8) 4-dr, Vic- 

foria, $1,350%, $1,135* (ps); 4-dr., 

$1,200°, $1,100* (ps); Country Sedan 

(8) 4-dr., $1,135*; Custom 300 (8) 4- 

dr., $960*; Custom 300 (6) 2-dr., $895. 

5g Thunderbird (8) 2-dr, hardtop, $1,- 
Country Sedan (8) 4-dr., 


725° (PS); A 
(9 pass.), $760*; 4-dr.» $670*; Fair- 
jane 500 (8) 2-dr. Victoria, $720* 
(ps); Fairlane (8) 4-dr., $710*; 2-dr., 


95*. 

if Fairlane 500 (8) 4-dr., $640* (ps); 
4-dr. Victoria, $585*; Ranch Wagon 
(8) 2-dr., $575* (ps); Fairlane (8) 
4-dr., $510*; Custom (8) 4-dr., $405; 
Custom (6) 2-dr., $260; Custom 300 
(8) 2-dr., $400, $210. 

156 Main (6) 2-dr., $320. 

55 Country Sedan (8) 4-dr, (9 pass.), 
$440*. 

MPERIAL — ’61 Imperial 4-dr. hardtop, 
$3,350* (ps). 

yERCURY—'61 Meteor 800 2-dr, hardtop, 

,870*. 

te Montclair 4-dr., $1,570* (ps); Mon- 
terey 4-dr., $1,525*. 

59 Park Lane conv., $1,430* (ps); 4-dr. 
hardtop, $1,250* (ps); Monterey 2-dr. 
hardtop, $1,185*. 

58 Monterey 2-dr., $710*; Medalist 2- 
dr., $590. 

57 Monterey 2-dr. hardtop, $565*; Com- 
muter 2-dr., $550*. 

(LDSMOBILE—’61 (88) Super conv., $2,- 
670* (ps), $2,580* (ps). 

69 (88) Super 4-dr. Holiday, $2,290* 
(ps), $2,225* (ps), $2,200* (ps), $2,- 
170* (ps); (98) 4-dr, Holiday, $2,265* 
(ps), $2,200* (ps), $2,090* (ps); (88) 
4-dr., $2,040* (ps). 

59 (98) 4-dr., $1,835* (ps), $1,535* 
(ps); 4-dr. Holiday, $1,500* (ps); (88) 
Super 2-dr. Holiday, $1,825* (ps); (88) 
4-dr., $1,505*, $1,225*; 4-dr, Holiday, 


$1,450". 

58 (98) Holiday, $1,190* 
$965* (ps); 4-dr., $810* (ps). 

57 (88) 2-dr. Holiday, $735* (ps). 

56 (88) 4-dr., $405*. 

55 (98) 2-dr. Holiday, $260* (ps). 

PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
700°. 

60 Belvedere (8) 4-dr., $1,310*; Savoy 
(6) 4-dr., $1,100*; 2-dr., $1,000. 

59 Fury (8) 2-dr. hardtop, $990* (ps). 

’58 Suburban (8) Custom 4-dr, (9 
pass.), $855* (ps); Suburban (6) De- 


4-dr, (ps), 


luxe 2-dr., $590; Savoy (8) 2-dr. 
hardtop, $540*. 
’57 Suburban (8) Custom 4-dr., $505*; 


Savoy (8) 4-dr., $385*; Belvedere (8) 
conv., $320* (ps). 

’56 Suburban (8) Custom 4-dr., $275*. 

PONTIAC—’61 Bonneville conv., $2,535* 
(ps). 

‘60 Ventura sport coupe, $2,050* (ps). 

’59 Bonneville 4-dr, Vista, $1,605* (ps); 

Star Chief 4-dr., $1,520* (ps), $1,335* 
(ps); Catalina 4-dr., $1,450* (ps), $1,- 

360*. 

58 Star Chief 4-dr., $995* (ps); Chief- 
tain 2-dr., $830*. 

’57 Chieftain Safari 4-dr., $735* (ps). 

’56 Chieftain 2-dr. Catalina, $350*. 

RAMBLER—’60 American (6) Deluxe 2- 
dr., $925. 

'59 American (6) Custom station wag- 
on 4-dr., $1,200; Super station wagon 
4-dr., $1,175*, $1,150*. 

’68 American (6) Deluxe 2-dr., $645. 

"57 Custom (6) 4-dr., $500*; Super sta- 
tion wagon 4-dr., $600*. 


MINNEAPOLIS 


Minneapolis Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct, 25. 
Prices high, supply short, Whole market 
soft. Sold 43 cars from 83 consignments. 


BUICK—’57 Special 2-dr. Riviera, $545*. 

‘56 Super 4-dr. Riviera, $325* (ps); 2- 
dr, Riviera, $275* (ps). 

CADILLAC—'53 (62) 4-dr., $170*. 

— Impala (8) conv., $1,- 
00. 

59 Bel Air (8) 2-dr., $950. 

’57 Two-ten (8) 2-dr., $535. 


55 Two-ten (8) 4-dr., $310*; 2-dr., 
$210*. 

53 Two-ten (6) 2-dr., $170*, 

*51 Two-ten 4-dr., $100*, 

CHRYSLER—'56 Windsor 2-dr. hardtop, 


$275*. 
DODGE—’58 Coronet (8) 4-dr., $815*, 

"56 Coronet (8) 4-dr., $265*. 

FORD—’'59 Custom (8) 2-dr., $975. 

*58 Ranch Wagon (6) 2-dr., $685*; Fair- 

lane 500 (8) conv., $650* (ps). 

*57 Country Sedan (8) 4-dr., $545* (ps). 

56 Custom (8) 2-dr., $285; Fairlane (8) 

conv., $150* (ps), 

"54 Custom (8) 4-dr., $250, $175. 
HUDSON—’56 Hornet 4-dr., $235. 
MERCURY—’58 Custom 4-dr., $725*. 

57 Custom 4-dr, hardtop, $330* (ps). 

55 Custom 2-dr., $170*, 

a —58 (88) Super 4-dr., $960* 
ps). 

*54 (88) Super 4-dr., $190* (ps); (88) 2- 

dr. Holiday, $150*, 

PLYMOUTH—’59 Savoy (8) 4-dr., $870. 
55 Savoy (8) 2-dr., $180; 4-dr., $155. 
PONTIAC—'56 Star Chief 2-dr. Catalina, 

$470*, $400*, $375* (ps), 
Pee aN mOUs—61 Willys %-ton pick- 
up, $170 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 25. Sold 
196 cars from 298 consignments. 
BUICK — ’61 Electra 225 conv., 

(ps); Electra 2-dr., $2,690* (ps); 4- 
dr. hardtop, $2,675* (ps); LeSabre 
conv., $2,525* (ps); 2-dr. hardtop, $2,- 


$2,950* 





380* (ps); 4-dr., $2,350* (ps), $2,330* 

12(P8); Special 4-dr., $1,800. 

60 Electra 4-dr., $2,180* (ps); 2-dr. 
hardtop, $2.175* (ps); LeSabre 4-dr., 
_"* (ps); 2-dr. hardtop, $1,475* 
S). 


‘59 Invicta 4-dr. hardtop, $1,605* (ps); 
4-dr., $1,350" (ps); LeSabre Estate 
Wagon 4-dr., $1,600* (ps); 4-dr. hard- 


».t0P, $1,380* (ps); 4-dr., $1,270*. 

58 Special 2-dr., $870*; 2-dr. Riviera, 
: $760*. 

57 Special Estate Wagon 4-dr., $740* 
,.{P8); 4-dr, Riviera, $630*, $615* (ps). 
56 Special Estate Wagon 4-dr., $575* 


Used-Car Auction Prices 





(Continued from Page 52) 


(ps); Century 2-dr., $520*. 


CADILLAC—’61 (62) 4-dr. hardtop, §$3,- 
835* (ps); 2-dr. hardtop, $3,750* (ps). 

’60 (62) 2-dr. hardtop, $3,250* (ps). 

’59 (62) 2-dr. hardtop, $2,515* (ps). 

"55 (62) 2-dr., $615* (ps). 

'54 (62) 4-dr., $425* (ps); 
(ps). 

CHEVROLET—’61 Impala (8) 2-dr., $2,- 
235* (ps); sport coupe, $2,155* (ps), 
$2,150* (ps), $2,115*; conv., $2,210* 
(ps); sport sedan, $2,160* (ps); Park- 
wood (8) 4-dr., $1,980* (ps); Corvair 
(6) Monza 2-dr., $1,905, $1,900*; Cor- 
vair (6) 700 station wagon 4-dr., $1,- 
690; Biscayne (6) 4-dr., $1,710; Bel 
Air (6) 4-dr., $1,675. 

60 Impala (8) conv., $1,775* (ps), $1,- 
390; sport sedan, $1,750* (ps); Bel Air 
(8) 2-dr., $1,450*; Brookwood (6) 4- 
dr., $1,420, $1,400; Biscayne (6) 2-dr., 
$1,335; .4-dr., $1,325; Parkwood (6) 
4-dr., $1,215; Corvair (6) 700 4-dr., 
$1,125*; Corvair (6) 500 4-dr., $900. 

’59 Impala (8) sport sedan, $1,400* (ps), 
$1,380*; conv., $1,385*, $1,370* (ps); 
sport coupe, $1,325*, $1,235*, $1,100* 
(ps); Bel Air (6) 4-dr., $1,235*, $1,- 
100, $1,160*; 2-dr., $1,055, $1,020; 
Brookwood (6) 4-dr., $1,200; Biscayne 
(6) 4-dr., $1,115*; 2-dr., $875. 

’58 Impala (8) sport coupe, $995* (ps); 
2-dr., $850; Biscayne (8) 2-dr., $850; 
Bel Air (8) sport sedan, $815* (ps); 
Bel Air (6) 4-dr., $625* (ps); Brook- 
wood (6) 4-dr., $750*; Brookwood (6) 
4-dr., $750; Yeoman (6) 4-dr., $735. 

‘57 Bel Air (8) sport coupe, $885"; 
conv., $830*; 4-dr., $630* (ps). 

’56 Nomad (8) 4-dr., $650*; Bel Air (8) 
4-dr., $555*; Two-ten (8) 4-dr., $400; 
Two-ten (6) 2-dr., $400. 

’55 Bel Air (8) 2-dr., $140. 


CHRYSLER—’57 NY 4-dr., $500*, 


DODGE—’61 Dart (8) Phoenix 4-dr., $1,- 
455; Lancer (6) 2-dr. hardtop, $1,420. 
’60 Dart (8) Pioneer station wagon 4- 
dr., $1,540* (ps). 
’59°Coronet (8) 2-dr. hardtop, $1,010*. 
*58 Coronet (8) conv., $405*. 
"57 Coronet (8) 4-dr., $415*; 2-dr. hard- 
top, $405*. 

FORD—’61 Thunderbird (8) conv., $3,300* 
(ps), $3,275* (ps); Falcon (6) Futura 
2-dr., $1,675; 2-dr., $1,405. 

’60 Fairlane (8) 4-dr., $1,605*; 2-dr., 
$1,265*, $920; Country Sedan (8) 4- 


2-dr., $205* 





Stolen-Car Ring 


Broken at Miami 


MIAMI.—Wesley C. Grapp, spe- 
cial agent in charge of the Miami 
office of the Federal Bureau of In- 
vestigation, arrested Timer Mere- 
dith last week, who headed the T. 
Meredith Auto Auction Co., on 36th 
St.. which was formerly Miami 
Auto Auction Co. A Miami grand 
jury indicted Meredith along with 
15 other men, charging them with 
conspiracy involving transportation, 
receiving and disposing of stolen 
automobiles throughout the South. 
Eight of those indicted were Miam- 
ians. 


The ring operated as follows, ac- 
cording to the indictment. Auto 
numbers, plates and titles would be 
obtained from wrecked cars in sal- 
vage yards, Cars of similar descrip- 
tion would then be stolen and given 
the identities of the junked vehicles 
and then sold through auction out- 
lets or used-car lots. 


Meredith was released on $2,500 
bail, awaiting trial. 


634 consignments. 
- 


day (Oct, 
still a little unsteady, Older models selling 
well. Sold 161 cars from 216 consignments. 
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dr., $1,480* (ps); 
$1,075. 

’59 Galaxie (8) 2-dr. Victoria, $1,350*, 
$1,275, $1,250* (ps); Ranch Wagon 
(6) 4-dr., $935; Country Sedan (8) 
4-dr., $800; Custom 300 (8) 2-dr., 
$940, $925, $925*, $915, $860*; Custom 
300 (6) 2-dr., $855. 


Falcon (6) 2-dr., 


58 Thunderbird (8) 2-dr. hardtop, $1,- 
705* (ps); Ranch Wagon (8) 2-dr., 
$685*. 


’57 Custom 300 (8) 2-dr., $400; Fairlane 
500 (8) 2-dr., $375* (ps), $300*; Coun- 
try Sedan (6) 4-dr., $340*. 

’56 Thunderbird (8) conv., $1,100*; Fair- 
lane (8) 2-dr. Victoria, $290*; Fairlane 
(8) 2-dr., $180*. 

’55 Fairlane (8) Crown Victoria, $450*, 

MERCURY — ’60 Monterey 2-dr. hardtop, 
$1,515* (ps); Comet (6) station wagon 
4-dr., $1,540*. 

‘57 Commuter 4-dr., $520* (ps). 

’56 Monterey 2-dr. hardtop, $400*. 

OLDSMOBILE — '61 (98) 2-dr., $2,750* 


(ps), $2,745*; (88) Super 4-dr. Holi- 
day, $2,700* (ps); (88) 4-dr., $2,320* 
(ps); F-85 4-dr., $1,915* (ps). 

’60 (88) 4-dr. Holiday, $2,215* (ps), $2,- 
105* (ps). 

’59 (88) 4-dr. Holiday, $1,600* (ps); 2- 
dr., $1,575* (ps). 

"58 (88) 4-dr. Holiday, $660* (ps). 

’57 (88) conv., $510* (ps). 

’56 (88) 4-dr., $165*; 2-dr. Holiday, 
$155* (ps). 


’55 (88) 4-dr., $360*. 
PLYMOUTH—’61 Savoy (6) 4-dr., $1,420; 
Valiant (6) V-170 4-dr., $1,080. 
’60 Suburban (8) Custom 4-dr., $1,415* 


(ps). 

59 Fury (8) 4-dr., $950* (ps); 4-dr. 
hardtop, $800*; Suburban (8) Custom 
4-dr., $810. 

"58 Belvedere (8) 4-dr., $410. 

"57 Savoy (8) 2-dr., $470*, $225*. 

’36 Fury 4-dr., $180. 

PONTIAC — ’61 Bonneville 4-dr., $2,550* 
(ps); Star Chief 4-dr., $2,450* (ps); 
Ventura 4-dr., $2,280* (ps); Catalina 
2-dr., $2,150* (ps); 4-dr., $1,850* 


(ps); Tempest (4) 4-dr., $1,740* (ps). 
’60 Catalina Safari 4-dr., $2,075* (ps); 
conv., $925* (ps); 4-dr. Vista, $1,920* 


(ps); 4-dr., $1,590* (ps); Ventura 
sport coupe, $1,810*. 
"59 Catalina Safari 4-dr., $1,500* (ps); 


sport coupe, $1,400*; Star Chief 4-dr. 
Vista, $1,395* (ps). 

‘58 Super Chief 2-dr. Catalina, $1,030* 
(ps); 4-dr., $735* (ps). 

’57 Chieftain 2-dr. Catalina, $605*, $500*, 
$460*; 2-dr., $550*; Safari 4-dr., $370* 
(ps). 

’55 Chieftain 2-dr., $120*. 

RAMBLER—’60 American (6) Custom 4- 
dr., $1,420* (ps); Super 4-dr., $1,165*. 

’59 Ambassador (8) Custom Cross Coun- 
try 4-dr., $1,285* (ps), $1,105*; Amer- 
ican (6) Custom 4-dr., $1,025*; Super 
4-dr., $950*, $905*. 

’58 American (6) Deluxe 4-dr., $485*, 
STUDEBAKER—’59 Lark (6) Deluxe sta- 
tion wagon 4-dr., $600; 4-dr., $555*. 
MISCELLANEOUS—’58 Chevrolet (6) %- 

ton panel, $475. 

’57 Ford pickup, $500. 

’55 Dodge (8) panel, $115. 


’50 International %-ton pickup, $105. 





— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 


every Wednesday (Oct, 25). All lanes were 


buzzing as buyers continue to select from 
the large assortment of salable merchan- 


dise. Sold 72 percent of 604 consignments. 
* * * 


CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(Oct. 24), Terrific sale, Sold 451 cars from 


* * 


DYER, IND. 
Dyer Auto Auction. Sale every Friday 
(Oct, 27). 1956, ’57 and ’58 models in great 
demand. Sold 284 cars from 363 consign- 


ments. 


* * * 


FONTANA, WIS. 
Fontana Auto Auction. Sale every Thurs- 
26). 1959, ’60 and ’61 models 


* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 


day (Oct. 27). Weather: Clear. Sold 70 per- 
cent of 652 consignments, 


Southland Sees Price Drops... 


Clean Cars Scarce 


LOS ANGELES. — Shortages of 
good clean used cars continue in 
Southern California, according to 
reports made at the September 
meeting of the Kelley (Blue Book) 
Advisory Board meeting of area 
used-car managers. 

Most men reported rapid turn- 


over of late Chevrolet and Cadillac 


units, with Ford and Plymouth 
profitable for line-dealers. Late 
model auction prices were men- 
tioned as being close to invoice. 
Many ’61s have moved at whole- 
sale prices near invoice on a new 
unit. This temporary phase is based 
on a shortage of new cars in some 
Big Three dealerships, which forces 
dealer attention to late-model used 
stock, which is turned for a low 


gross, 


A finance company executive 
alerted the meeting to dealer en- 
thusiasm for ’62 models. It was 
pointed out that when ’62s begin 
to roll, a flood of used cars will 
hit the market and lower prices 
considerably. Returned lease cars 
are expected to be another market 
factor in the next four months. 

The same executive spoke of a 
recent survey which showed that 





repossessions began about four 
months after delinquencies rose. He 
suggested all dealers watch collec- 
tions and keep them at normal 
levels to reduce possibility of re- 
possessions getting out of hand. 


Several used car men reported 


that compacts were getting a “cold 


shoulder” at any price, with the 


bulk of used-car shoppers interested 
in standards. 


The meeting appeared in general 
agreement that used-car prices will 
drop 4 to 6 percent in the next 
three months; though “out of line” 
units may remain as is, or drop as 


much as 10 percent. 


When asked why dealers were 
paying such high prices (close to 
invoice) for late-model units, one 
used car manager commented, “It’s 
better to take a short profit, than 
no profit at all when you have 


nothing else to sell.” 


Firestone Enters Japan 


AKRON.—Firestone Tire & Rub- 
ber Co. announced plans to pro- 
duce tires in Osaka, Japan, in co- 
operation with Ohtsu Rubber In- 
dustry Co., Ltd. 

















What do they 
have in common? 


: . < 


the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s Heap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WoLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


NEW: NSU PRINZ 4 
compact NSU SPORT PRINZ 


Compact 
for Americans 

WANTED—DEALERS AND DISTRIBUTORS 
U. S. IMPORTER 
TRANSCONTINENTAL MOTORS, INC. 
230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 












LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 
















NOW! NEW! only from 
FARBER 


iT 


Direct, prompt delivery on prepaid, freight-shipment 
basis from Memphis or our mill, the newest, most 
modern in the U. S. 


ro, 
For all ‘Standards, Compacts, 
Wagons, Universals and Trucks 


FARBER 


BROTHERS, INC. 


821-41 Linden Ave. Nashville, Tenn. 
Memphis, Tenn. 
JA 5-7481 





@ Rug-Textured 

@ Felt-Backed 

© Long-Wearing 
DISTRIBUTORS, JOBBERS, DEALERS: WRITE NOW 
FOR YOUR QUOTATION ON LARGE-VOLUME, HIGH- 
PROFIT FARBER-MATS—& ALSO ON OUR SEAT COV- 
ERS, AIR-COOL CUSHIONS & GENUINE CARPETS. 


©@ Highest-Quality Rubber 
@ Precision Tailored 
© Contour-Moulded 


and 
Little Rock, Ark. 
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Lawsuits Affecting Dealers ... 









Official 
Used Truck 
Valuations 


All Production Makes 
Past 7 Years 


RRs 


ed Truck 


L% EP etelis 





Optional Equipment 
Valuations Included 







Court Decisions 





By Leo T. Parker 
Attorney at Law 

OBERT WHITE, Louisville, 
wrote in part as follows: “If a 
manufacturer, distributor or seller 
of automobile accessories does not 
transact intra- 
state business in 
a state, what are 
his general legal 

rights?” 

A review of late 
and leading high- 
er-court cases 
discloses estab- 
lished law, as fol- 
lows: If a manu- 
facturer, distribu- 
tor or seller is 
not “doing busi- Leo T. Parker 
ness” in a state, this state cannot 








sale. While White was drivj 
car, it collided with an :; vi, 
driven by Anna Orth, wio wag in 
jured. She sued White (5 recover 
damages resulting from the ea. 
lision, and obtained judgment in 
the sum of $28,500. White chen sued 
Universal Underwriters Insurance 
Co. to recover this $28,505, 
During the trial, further testi- 
mony showed that West Seattle Mo- 
tors held an insurance pclicy issued 
by Universal Underwriters Insur- 
ance Co. This comprehensive liabil- 
ity insurance policy containg no 
eee clause, but there Was at- 
tach © the policy a “sa 
dorsement.” 2 ——— 
This higher court held the in- 
surance company not liable on its 
policy. 


* * * 
Hudiburg, GMAC Sued 
In Contract Dispute 

OKLAHOMA CITY. — Hudi 
Chevrolet, Inc., and Genera] Mone 


Acceptance Corp. have been sued 
for $15,763 in District Court by two 


dealer the right to repossess and 
sell the vehicle to satisfy unpaid 
indebtedness, in the event Wireman 
failed to employ with the terms 
of the agreement. 

Wireman did not meet the May 
15 installment. She was contacted 
about the defaulted payment by a 
representative of the automobile 
dealer. As she indicated no desire 
or intention to make any arrange- 
ments to pay the agreed payments, 
the automobile was repossessed. 

* * * 


Dealer Schedules Sale 


7 dealer’s undisputed proof 
showed that the sale was set 
for June 18, and that according to 
state laws, notices to this effect 
were properly posted. 





legally: 

Compel him, or his agent, to pay 
a license fee. 

He is not in any sense controlled 
by the laws of the state in which 
the contracts of sale are signed. 

A foreign corporation need not 
register nor file documents with the 
secretary, or other officials, of the 
state. 

The seller cannot be compelled to 
pay sales tax to the state, although 
he may be compelled to collect from 
his customers use taxes and pay 

same to the state. 

The seller need not pay occu- 
pational taxes to the state in 
which his customers and buyers 
reside. 

The state cannot legally require 
payment of taxes, based upon valu- 
ation of the merchandise, until] it 
is received by the purchaser, who 
then must assume full responsi- 

bility. 

The seller may enter the state 
freely for filing suit against the 
purchasers to collect the contract 
price of the goods, or for filing 
other kinds of suits. 

A clear example of circumstances 
under which a seller of merchandise 
is not “doing business” in a state 
is found in the leading case of 
Steiger v. Stander, 23 Atl. (2d) 274. 
Here a manufacturer and distribu- 
tor located in Indiana made sales 
direct to purchasers in New Jersey. 

The testimony showed that the 
manufacturer’s representatives took 
orders in New Jersey subject to ap- 
proval and final acceptance by the 
manufacturer in his Indiana home 
office. In view of this testimony, the 
higher court held that the manu- 
facturer was not “doing business” 
in New Jersey. This court said: 

“We think it is clearly shown... 
that the Indiana corporation was 
not doing business in the State of 





KNOW the average LOAN VALUES, the aver- 
age RETAIL VALUES of all used trucks, all pro- 
duction makes REGARDLESS of tonnage. 


Factory List Price, Model, Motor Serial numbers 
as well as capacities, G.V.W., W.B., H.P. ratings 
and the valuations of optional equipment given 
in the new, more inclusive than ever 
BLUE BOOK. Two bound semi-annual 

*10.00 


editions. 
















Farm Valuations Guide 


Complete. All 
leading farm 
equipment since 
1950. Even shows 
optional and spe- 
cial equipment 
| with mfgr.’s list 

price (over 775 


Used Car Valuations 


The recognized au- 
thority. Gives Re- 
tail, Wholesale, 
Finance Valutions 
all passenger cars, 
leading imports, 
light trucks past 6 
years. Subscription 
(8 issves annu- 

9.00 


National Manket Report Jn 


900 South Wabash Avenue ° Chicago 5 
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The testimony showed that 
Wireman went to the place of 
sale and remained there all day 
on June 14. The sale was con- 
ducted on June 18, but Wireman 
was not present. Wireman filed 
suit against the automobile deal- 
er and the finance company for 
heavy damages on the grounds 
that her automobile was sold at 
a time when she was not at 
the sale to bid it in. 

Her argument was that employes 
and officials of the automobile deal- 
er and finance company should 
have orally told her on June 14 
that the sale would not be held 
until June 18. It is interesting to 
observe that the higher court re- 
fused to hold that Wireman could 
recover any damages, saying: 

“Appellee’s (Wireman’s) evidence 
in no way conflicts with the positive 
testimony that the sale was held 
on June 18, as advertised. Her 
statements made it clear she was 
under a mistaken impression as to 
the day the sale was to be held.” 
am OK * 


Insurance Policies Differ 


Auware in these pages I advise 
every automobile dealer to 
carefully read his insurance poli- 
cies. Numerous dealers do not fol- 
low this advice, believing that every 
insurance policy contains relatively 
the same protective clauses, This is 
not so. 

For illustration, in Orth v. Uni- 
versal Underwriters Insurance 
Co., 284 Fed. Rep. (2d) 857, the 
testimony showed facts; as fol- 
lows: One day a man named 


White went to the place of busi- 
ness of West Seattle Motors with 
the purpose of inspecting an auto- 
mobile. 

The dealer permitted White to 
take a test drive in one of the 
it was offering for 


automobiles 


auto buyers who charged their con- 
tract was altered by the firm after 
they signed it. 

Juanita Lindsay and Eva Stock- 
ton alleged that after purchasing 
an automobile and paying for it, 
Hudiburg added a $250 “pickup” 
payment, then seized the automo- 
bile when they refused to pay. C. kK, 
Bennett, a Hudiburg employe, was 
also named as a defendant. 

* a + 


Kansas Sunday Closing 


Heads for High Court 


TOPEKA. — Kansas Attorney 
Genera] William M. Ferguson has 
announced he would join in appeal- 
ing to the State Supreme Court a 
Lyon County District Court ruling 
which held the state’s Sunday clos- 
ing laws invalid. 

Kansas law prohibits the sale of 
merchandise of Sunday except 
that of immediate necessity. Lyon 
County Judge Jay Sullivan ruled 
that the law contains wording so 
vague that it cannot be admin- 
istered, 

* * + 
Tenn. Seat Cover Firm 


Wins in Patent Suit 


MEMPHIS.—Farber Brothers, 
Inc.. Memphis, manufacturer of 
auto seat covers, was awarded 
judgment in a patent infringement 
case in United States District Court 
for the Western District of Ten- 
nessee. 

The suit, filed by Atlas Specialty 
Mfg. Co., Chicago, charged in- 
fringement of U. S. Patent No 
2844192, relating to the construction 
of clear plastic seat covers, and un- 
fair competition. 

Judge Marion S. Boyd ruled 
there had been no unfair competi- 
tion and declared the Atlas patent 
invalid on four separate grounds. 


USE NORICK ACCOUNTING 
FORMS — Designed and 


for use by 
American Motors Corporation 


Your Choice of Eye-Protection 
Green or Buff 


ERE EEE ae 


NORICK HAS A COMPLETE 
LINE OF BUSINESS FORMS 
DESIGNED FOR YOUR USE 


OrFric BROTHERS, Inc. 
3909 N. W. 36th © OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 
Representatives in Major Cities Across the Nation 


ORES 












New Jersey.” 
* * 


* 
Oral Note Not Required 


HIGHER court has held that 

if the contemplated sale of an 
automobile for delinquent payments 
is properly advertised, all interested 
persons are obligated thereby with- 
out any special oral notice. 

For instance, in General Motors 
Acceptance Corp. v. Wireman, 336 
S. W. (2d) 333, the testimony 
showed that a woman named 
Wireman purchased a Chevrolet 
automobile from an automobile 
dealer. She executed and deliv- 
ered to the dealer a note, and also 
gave him a chattel mortgage on 
the Chevrolet as security. 

This obligation was to be paid in 
three consecutive monthly install- 
ments, the first of which fell due on 
May 15. The usual clauses were in 
the papers, including a stipulation 
in the mortgage which gave the 


String of 44 Race Wins 


Claimed for Autolite Plugs 


DEARBORN. — Cars equipped 
with Autolite spark plugs have won 
44 major racing events and finished 
in the money 122 additional times 
so far in 1961, according to E. R. 
Stroh, general sales manager of 
Autolite Division, Ford Motor Co. 

Since Autolite became interested 
in supplying equipment for high 
performance engines two years ago, 
its spark plugs have become stand- 
ard on over 50 percent of the top 
contenders in all types of racing 
competition, Stroh said. Autolite 
technical specialists attend all 
major races to find ways to further 
improve the performance of Auto- 
lite spark plugs. 





Used-Car Managers Attend Seminar— 


Ten Ford dealership used-car managers are shown at the Ford Motor Co. Chicago 
Marketing Institute with instructors and other Ford officials, following a used-car and 
truck merchandising seminar. The seminar is a cooperative, dealer-company program 
established as an aid to used*car managers, and is operated by professional, full- 
time instructors. The four-day course covers solicitation, appraising, disposiiion, recon 
ditioning, pricing, facilities and controls. The Chicago Marketing Institute ‘s one of 
three such facilities located throughout the country. From left are Walter Dew, Chilli- 


cothe, Ill.; William H. Wendler, Hastings, Minn.; Eugene W. Kohorst, Grafton, N. Dy 
Edmund Blixt, Worthington, Minn.; James Condos, Glen Ellyn, Ill.; Don L. Shreve of 
Ford's Twin Cities district; Jim Zentmeyer, Oswego, Ill., panel member; Howard Tesdall, 
Red Wing, Minn.; Jerry Austen, instructor; John A, McPherson of Ford's Davenport dis- 
trict; Billy R. Rabb, Atlanta, Ford Marketing Institute; Joseph R. McPhail !!!, Atlanta, 
Ford Marketing Institute; James Terrance, Hinsdale, Ill.; Walter Olson, instrvctor; Pat 
Kane, Woodstock, Ill.; Mike Shanks, instructor, and Lowell G. Swenson, Chicag?. 
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The new DKW Junior DeLuxe 


JUNIOR DELUXE 


GOOD First car in the world with an Automatic Oil Injection Engine* GOOD) Bu ilt by the Auto-Union 


Division of Daimler-Benz A.G. QGOQD Incorporating Mercedes-Benz standards of quality. QOQQD Sold and 
serviced in the United States by Mercedes-Benz Sales, Inc. GOOD Competitively priced...$1,595.00 


P.O.E. (N.Y.) 


* An illustrated document describing the new DKW Automatic Oil Injection Engine is available. 


MERCEDES-BENZ SALES. INC. 


635 South Main Street - South Bend 27, Indiana 
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The Man Behind the Wheel... 


Sales Testing the Mercedes 220-SE 


though it weighs only a little over 





Eprror’s Note: This is another 
in a@ series of articles exploring 
the selling points of imported 
cars. 


By William Carroll 
West Coast Editor 


“WMPRESSIVE,” the word for any 

Mercedes, best describes the 
new 220-SE hardtop coupe; a car 
that far exceeds promises of its 


modest specifications. 

Comparisons find the 220’s 
wheelbase identical] to that of a 
Corvair. Horsepower is equal to 
that of a Ford Six. It weighs a 
little less than a Plymouth. And 
the price would buy a sample of 
all three American makes. 


But, here the comparisons cease. 

Unique among the world’s ve- 
hicles, the 220-SE is an engineer’s 
dream on wheels. It does all things 
well and seems produced with all 
the care usually given a Swiss 
watch. Public reaction was neatly 
summed by a service station work- 
er’s comment, “That’s quite a piece 


of machinery.” 
* * ES 


_ swinging doors and high 
roof result in convenience for|- - - 
full skirts and few bumped knees 
for tall people. Once inside there’s 
from _ perfor- 
ated leather seats to wood paneling 


luxury everywhere, 


around the instruments. 


There’s no doubt the 220-SE was 
made to be driven, not just looked 
including the 
short, floor-mounted gearshift, falls 
conveniently to hand. Individual 
front seats provide more than 
enough track for long or short legs, 
plus having a handy little geared 


at. Every control, 


knob to adjust tilt of the back. 

First-time drivers, almost with- 
out exception, were charmed by 
the instruments. A selected com- 
bination of dials, gauges and 
warning lights cover major points 
of engine operation. A tachometer 

on the left is separated from a 

speedometer on the right by fuel 

level, oil pressure and tempera- 
ture gauges. 

A series of warning lights alert 
the driver to a low fuel tank, 
broken fan belt and position of the 
dual headlight beams. 

* * * 


Dual Controls 


IKE dual-control electric blan- 
kets, heater controls on the 
220-SE can be separately adjusted 
for right and left. In effect, the 
driver could be cooled to remain 
awake, while the passenger is 


N.C. Dealers Get 
$2 Million Order 
For Cars for State 


RALEIGH, N. C.—Contracts to- 
talling around $2,250,000 have been 
let by the State Division of Pur- 
chase and Contract for its annual 
auto purchases. 

Sanders Motors Co., Raleigh, was 
awarded the contract for about 425 
Highway Patrol cars with a bid of 
$2,165 per unit for its Mainliner 
Fords. The contract will total over 
$910,000 during the year. 

Sir Walter Chevrolet, Raleigh, 
won the contract for all-purpose 
sedans with a bid of $1,716 for four- 
door units. It will sell from 400 to 
450 during the year on a contract 
that will be worth around $690,000. 

Sir Walter Chevrolet also receiv- 
ed the contract for 100 station wag- 
ons, bidding $2,080 per vehicle for 
a contract worth $208,000. 

Ray Bandy, Rocky Mount Plym- 
outh dealer, won the contract for 
from 150 to 200 driver-education 
autos to be used by the public- 
school system. He bid $1,446 per 
unit on a contract that will be 


worth about $290,000 during the 


year. 


was awarded a contract for 75 to 
100 Studebaker Lark sedans with 
a bid of $1,541 per unit on a con- 
tract that will be worth about $150,- 
000. 

Other bidders on contracts in- 
cluded: Ilderton, High Point 
(Dodge); Carpenter’s, Durham 
(Chevrolet); Gate City, Greensboro 
(Chrysler), and O’Neal Motors, 
Raleigh (Plymouth). 


Campbell-Honeycutt, Raleigh, | ' : 


‘For Exports Only— 





warmed sleeping in the reclining 
seat—all at the same time. 

Because snow has a habit of 
blanketing the cowl air intake of 
all cars, Mercedes provides a sec- 
ond intake flap under the hood, 
which can be opened for winter 
use. Other features included a read- 
ing light over the windshield, elec- 
tric wipers, windshield washer and 
a latch on both front-seat backs to 
prevent them from falling forward 
during a quick stop. 

The fuel injection engine has 
no choke. Fue] richness is auto- 
matically adjusted by heat of the 
engine coolant, Cold starts are 
made without touching the throt- 
tle though Mercedes suggests 
opening the throttle slightly 
when the engine is making a hot 
start. 

In the owners manual, M-B sug- 
gests, “It is not advisable to warm 
up the engine by idling. It would 
take too long because of the in- 
significant heat development. In 
outside temperatures down to 32 
degrees fahrenheit, we advise you 
to start driving at a moderate 
speed after the engine has fired 
engine speed should not be in- 
creased or strained before the oil 
gauge operates.” 

* 






3,000 pounds—one reason the fac- 
tory claims over 22 miles per gal- 
lon in normal use. 

Traffic feel is good. Though 
power steering is not a part of 
the package, steering is fairly 
light and should not cause trou- 
ble for any woman. The 220-SE 
is a nimble car (it’s as wide as a 
Rambler) which fits easily inte 
traffic patterns without fear of 
lost fenders. 

There’s synchronization on all 
four forward gears of the manual 
transmission, which are well spaced 
for easy driving. Lazy people, such 
as this reporter, were pleased to 
find they could run quietly in third, 
from 10 to 65 miles an hour with- 
out shifting. 

* 




















* * 





In Direct Drive 


N DIRECT (fourth), the slowest 
practical speed is around 15 
miles an hour, from which the fuel 
injected Six will accelerate slowly 
but smoothly. 

Mercedes has always been 
proud of its brakes, and those 
under the 220-SE are no excep- 
tion. Booster-powered disks in 
front and finned drums on the 
rear stop on demand. Straight, 
quick and safe. Acceleration 
through the gears is moderate; 
enough to keep up with, and 
ahead of, most traffic. 

On the highway the 220-SE comes 
into its own. Independent suspen- 
sion on all wheels and oversize 
shock absorbers contribute to han- 
dling qualities that make poor 
drivers good and good drivers bet- 
ter. 

Road noise is conspicuous by its 
absence, certainly a credit to sound 
body engineering in this light car. 
There’s little wheel hop during ac- 
celeration or tire skip on rapid 
braking; as the result of careful 
selection of shock absorber valv- 
ing. Bucket seats in front and a 
wide center arm rest in back, keep 
passengers in position. 

ok * * 

Fou the engine produces 

only 134 horsepower, use of the 
smooth shifting four-speed box 
makes mountains a breeze. While 
running down the California coast, 
where there more hills and curves 
than anything else, the M-B could 
Pass at ease. 

Ability of the coupe to stop 
Safely from high speed makes 
rural driving a relaxed adventure 
in travel. Like most cars, with 
windows down, there’s enough 
wind noise to spoil conversation. 
However, rolling windows tightly 
up, and using the excellent ven- 
tilating system to bring fresh 
air into the passenger compart- 
ment, reduces car and road noise 
to a whisper. Even on a hot day, 
there’s enough fresh air enter- 
ing through the vent system to 
provide a high degree of passen- 
ger comfort. 

Fuel economy may not be too 
important to the buyer of an M-B, 
but for the record the AuToMoTIvE 
News 220-SE was driven 975 miles 
during which it turned in 23.1 
miles per gallon. 

Service is one thing a Mercedes 
owner might well be better off 
leaving to his local dealer. Under 












* * 


AN INITIAL driver’s impression |: 
of the 220-SE is the unusually 
high seating position. Though the 
car is low, from a flat floor and 
flat roof; driver and front seat pas- 
sengergs have a commanding view 
of the road. Nothing’s in the way 
of seeing where you want to go. 
As the coupe begins to move, it 
has all the feel of a heavy car, 
* Ba 
















Car Tested: 
MERCEDES-BENZ 
220-SE 


Body Type: Coupe. Engine: 
Six, overhead cam, Carburetion: 
Fuel injection. 

Displacement: 139.9 cubic 
inches, Bore and stroke: 3.16 by 
2.87 inches. Compression ratio: 
8.7 to 1, Horsepower: 134 at 5,000 
revolutions per minute. Horse- 
power per cubic inch: 95.77. 

Running weight: 3,135 pounds 
without driver. Power-weight 
ratio: 23.39 pounds per horse- 
power. Brakes: Disc on front 
wheels. Finned drum on rear. 
Transmission: Four-speed, man- 
ual. Clutch: Dry, single plate. 
Differential ratio: 4.10 to 1. 

Dimensions: Overall length, 
192.5 inches; width, 72.7; height, 
56.0; wheelbase 108.3, and tread, 
58.4. 

Suspension: Front, independ- 
ent, coil springs; Rear, inde- 
pendent, coil springs. 

Tires: 7.25 by 13. 

Gas Mileage (estimated): City, 
20 miles per gallon; Highway, 24 
MPG; Test average (actual), 
23.1 MPG. 

Accessories: Whitewall tires, 
radio, and steel sliding roof; 6.50 
by 15 tires and stiff springs on 
special order. 















































jection pipes, pumps and intake 
ducting, all of which is carefully 
designed and interconnected to 
provide maximum performance 
from minimum engine size. 

* * + 


High HP Ratio 


‘Tas 220-SE produces nearly one 
horsepower per cubic inch of 
displacement. If this were possible 
for all engines, a 300-cubic-inch V-8 
would have 300 horsepower, instead 
of the usual 200 or 210. 

Service requirements are mod- 
est. Front suspension points are 
greased every 2,000 miles, plus the 
usual coolant and lubricant level 
checks. Oil changes are called out 
every 3,800 miles, plus lubrication 
of a number of control points. It’s 
worth noting that M-B calls for 
changing transmission and differ- 
ential oil every 11,400 miles. Most 
American cars now have these 





The power package under the hood 
of the Mercedes 220-SE is rather complex. 
The engine enables the driver to keep in 
step with traffic on the best roads and 
on the curves and hills. However, the com- 
plexity of the package indicates that the 
owner had better leave service to the 
experts. 















































the hood is a complex of fuel in-| = 





Mercedes Test Car— 


This is the Mercedes-Benz 220-SE coupe which was sales tested by Automotive News 
The car combines an excellent ride with small size and low weight. Crottsmanship wes 


found to be tops. 
* * 


units lubricated for life at the fac- 
tory. 

There are 19 cubic feet of lug- 
gage space, every foot of which 
is highly useful. M-B offers, as 
an option, a set of fitted luggage 
exactly fitting the trunk of the 
coupe. The spare rides in a rear 
panel well, out of the way yet 
easy to remove. Wheel tools and 
jack are clipped to body sheet 
metal to keep them from rattling. 

Because of Mercedes’ ability, it 
is easy to ignore the many unusual 
features of the car which support 
and enhance the very reputation 
responsible for its success on the 
American market. Obviously, a 
demonstration will tell more than 
could be written in a book. 

However, features can be related 
to action as the car is driven. For 
example: Ability of the Six to run 
smoothly at low speeds results from 
the fuel injection system which 
provides an equal charge of fuel 
to each cylinder. On the other hand, 
the engine can be wound to 6,000 
revolutions per minute without 
harm because the overhead cam- 
shaft controls valve action to meet 
power demands. ; 

* * * 
. rear axle has a low pivot 

point, which gives the coupe a 

low roll center and improves han- 
dling on corners by allowing rear 
wheels to assume a position of re- 
verse camber for better tire adhe- 
sion. In English, the rear wheels 
lean slightly into the corner so the 
tread digs into the pavement, in- 
stead of sliding over it as the tread 
will when the wheels lean outward. 

A unit body structure makes for 
rattle-free construction. A_ short 
stub frame in front, which supports 
the engine and front suspension, 
can be unzipped for repairs or 
maintenance. i 

Which brings up the question, 
“What are the 220’s best points?” 

From this reporter’s point of 

view, there are none. The car is 
basically all good with a high level 
of craftsmanship and engineering 
that makes it possible for an astute 
salesman to find merit in every 
single piece. Examples include use 
of premium quality lathe-cut 
screws to hold the seat frame to- 
gether. 

Or use of beautifully matching 
hides to cover much of the interior. 
For the customer with funds, and 
a keen appreciation for a Swiss 
watch on wheels, the’ Mercedes 
220-SE should be the answer— 
particularly, after he drives it. 

* * * 


Bucket Seats— 


Bucket seats that adjust to the comfort 
of the driver and passenger are a feature 
of the Mercedes 220-SE. The temperature 
control is a dual system so that the driver 
can be cooled while the front-seat pas- 
senger is warmed. 


~|any orders Moore 
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38 Winners Taken 
To Paris for 


Imperial Sales 


NEW YORK. — Thirty-eight top 
Imperial dealers and their wives 
have returned from a week-long 
expense-paid trip to Paris ag their 
reward for the sales of new Impe- 
rial cars. 

The sales incentive contest, open 
to all Imperial dealers, was designed 
to give every dealer an equal op- 
portunity to win regardless of sales 
potential. It covered all new ’60 and 
’61 Imperials sold between Oct, 1, 
1960, and Sept. 30, 1961. 

Winning Imperial dealers are: 
Frank Hurd, Cranston, R. IL; Au- 
gust Tirino, New York; Nicholas 
Roselli, Morristown, N. J.; John 
Montone jr., Philadelphia; Robert 
Pietrobon, Bethlehem, Pa.; Herbert 
Reedman, Langhorne, Pa.; Paul R. 
Webber, Rehrersburg, Pa.; George 
Byers sr., Columbus, O.; Charles 
Record, Grosse Pointe, Mich.; Rich- 
ard Green, Detroit; William Poin- 
satte sr., Fort Wayne, Ind. 

Lewis Goodman, Syracuse; A. L, 
Lecher, West Allis, Wis.; William 
Kelly, Chicago; Joe Healy, Chicago; 
John Lodi, Chicago; Paul Wertsch, 
Oshkosh, Wis.; Forest Briley, 
Omaha; William Hirsch sr., Minne- 
apolis; Bernard Roskos, Rapid 
City, S. D. 

Erwin Brooks, Jacksonville, Fla.; 
Jack Zeder, Miami; Bill Binko, 
Fort Lauderdale, Fla.; Gary Walsh, 
St. Petersburg, Fla.; W. A. Robin- 
son, West Palm Beach, Fla.; Bill 
Crown, Clearwater, Fla.; Joe Rose 
jr., Delray Beach, Fla.; Red Free- 
man, Lumberton, N. C.; Ed Bag- 
gett, Wichita Falls, Tex. 

O. L. Ingram, Clovis, N. M.; John 
Fisher, Memphis; Stanley Ogner, 
Culver City, Calif.; Harold Urner, 
Bakersfield, Calif.; Fred Termiti, 
Los Angeles; Tom Price, Spokane, 
Wash.; Neill McKay, Anchorage, 
Alaska; Willard Scott, San Fran- 
cisco, and Charles Wintercrowd, 
Sacramento, Calif. 


Moore Bros. to Sell 
To Jobbers, Distributors 


HOUSTON. — Moore Bros. Elec- 
tric Co. has announced that it now 
is operating as a 
warehouse dis- 
tributor, selling 
only to automo- 
tive jobbers and 
distributors. 

E. A. Wagner, 
president, said 


receives from its 
former dealer 
customers will be 
referred to the 
jobber designated 
by the dealer. 





E. A. Wagner 





Los Angeles Unit Reopened 


By Challenge-Cook Bros. 


LOS ANGELES. — The Trailer 
and Body Division of Challenge- 
Cook Bros., Inc., has reopened 
manufacturing facilities located 
at 3330 San Fernando Rd., Los 
Angeles. 

The division is complete from 
purchasing through production 
and sales. A. L. Beach and Frank 
L. Kirksey have been appointed 
general manager and sales man- 
ager, respectively. 
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if Bet. of Early Owners Hold on... 
VADA Survey Finds 


port Retention High 


(Continued from Page 1) 


| jp allowance on the original im- 
car, was $2,200. 
4, Reasons cited for trading the 
d car. Wanted new car, 30; 
needed larger car, 27; needed too 
many repairs, 20; repairs too diffi- 
ult to get, 18; uncomfortable rid- 
ing, 9; 82s mileage less than ex- 
pected, 5; worn out, 1; other rea- 
sons, 36. These figures add to more 
than 100 percent, since some re- 
spondents gave more than one 


reason. 
* * * 


IVE, The following reasons were 
Preitea for trading the previously 
owned imported car: 

Traded for another imported car 
of the same make: Wanted a new 
car, 62; needed too many repairs, 
5: needed a larger car, 3; repairs 
too difficult to get, 1; other reasons, 


T Seated for another imported 
car of a different make: Wanted 
new car, 38; needed a larger car, 
%; needed too many repairs, 19; 
too difficult to get, 8; gas 
mileage less than expected, 4; un- 
comfortable riding, 2; worn out 
beyond repair, 1; other rea- 
sons, 35. 
Traded for a domestic compact 
car: Needed a larger car, 37; re- 
too difficult to get, 30; needed 
too many repairs, 26; wanted a new 
car, 21; uncomfortable riding, 10; 
gas mileage less than expected, 5; 
worn out beyond repair, 1; other 


reasons, 35. 
* * 


ED for a domestic standard 
car: Needed a larger car, 42; 
repairs too difficult to get, 28; need- 
ed too many repairs, 23; uncom- 
fortable riding, 19; wanted a new 
car, 9; gas mileage less than ex- 
pected, 7; worn out beyond repair, 
2; other reasons, 42. 
6. Of those who made a tradein, 


Dealer Supply 
Of 62s and ’6ls 
Dips to 35 Days 


(Continued from Page 1) 

the steel strike ended, and again 
late last year at the start of the 61 
model run. Steel observers, how- 
ever, have been disappointed by 
the production pattern in the auto 
plants thus far. 

a 





* * 


THER because of the dealer 
profits crisis this past year or 
simply because October personal 
Sales of new cars have not met ex- 
pectations, Detroit is playing it 
close to the market. 

As a result, the Nov. 1 stockpile 
was more than 200,000 new cars 
below that just a year ago, and 
there seems no chance of a revival 
of a 900,000-or-more stockpile until 
the first of the year, at the earliest. 
The 600,000-700,000 range for the 
national inventory these past three 
months is the lowest, moreover, 
since the steel-strike level of Jan. 
1, 1960. 

Production observers expect 
auto executives to re-survey fu- 
ture production schedules later 
this month, after the fleet sales 
factor is removed from retail 
sales. Fleet deals take up a heavy 
Proportion of deliveries in the 
first months of the model run 
and tend to distort the actual 
trend of consumer demand. 

The new Chevy II compact and 
Ford’s intermediate twins — Fair- 
lane and Meteor—also are yet to be 
fully appraised. The Fairlane goes 
°n sale Nov. 16 and the Meteor 
Nov. 30, while Chevy II’s availabil- 
ity has been limited by a produc- 
tion rate still below Corvair’s, 

+ * * 
IX DAYTON, a dealer survey by 
the Journal Herald was head- 
lined, “Buyers, But Too Few Cars; 
Dealers Wail.” 

A Buick dealer there reported 
back orders of up to five weeks on 
Specials. A Chrysler-Plymouth 
dealer reported receipt of no “pop- 
ular” Valiant models, while Bob 
Borchers (Ford) expected a short 
supply until mid-November. 
































States and abroad. 


66 percent said they were more 
satisfied with their present car 
than with their original imported 
car, 22 percent said they felt about 
the same, and 12 percent said they 
were less satisfied. 


Of those who traded for an- 
other imported car of the same 
make: 47 percent were more sat- 
isfied, 48 percent felt about the 
same, and 5 percent were less 
Satisfied. 

Of those who traded for another 
imported car of a different make; 
68 percent were more Satisfied, 23 
percent felt about the same, and 
9 percent were less satisfied. 

Of those who traded for a domes- 
tic compact car: 68 percent were 
more satisfied, 12 percent felt about 
the same, and 20 percent were less 
satisfied. 

* * * 
F THOSE who traded for a 
domestic standard car: 72 per- 
cent were more satisfied, 12 percent 
felt about the same, and 16 percent 
were less satisfied. 

For those more satisfied, the fol- 
lowing shows the percentage of 
traders listing various reasons for 


At the Factories... 


their greater satisfaction: Roomier, 
45; more comfortable riding, 41; 
repairs easier to get, 31; better ap- 
pearance, 24; better mileage, 11; 
other reasons, 41. Again, the figures 
add to more than 100 percent, since 
some respondents gave more than 
one reason, 

7. Reasons given for greater 
satisfaction according to the type 
of car: 

Those who traded for another 
imported car of the same make: 
Better appearance, 21; more com- 
fortable riding, 21; roomier, 16; 
better mileage, 12; repairs easier 
to get, 6; other reasons, 70. 

Those who traded for another 
imported car of a different make: 
Roomier, 41; more comfortable rid- 
ing, 35; better appearance, 32; bet- 
ter mileage, 22; repairs easier to 

get, 21; other reasons, 51. 
* * * 

HOSE who traded for a domes- 

tic compact car: Roomier, 55; 
repairs easier to get, 45; more com- 


5 More U. S. Contracts 


Won by Studebaker 


SOUTH BEND. — Studebaker- 
Packard Corp. last week received 
five Federal Government con- 
tracts for cars and trucks total- 
ling $367,934. 

The new orders bring the total 
of S-P’s Federal Government 
automotive contracts to $32,684,- 
483 since the first of the year, in- 
cluding 5,030 military trucks with 
spare parts totalling $27,005,026. 








Late Personnel News 






























Pontiac 


Martin F. Rummel has been ele- 
vated to the new position of direc- 
tor of purchasing and production 
control at Pontiac. He has been 
director of purchasing since 1946. 
In his new position he will direct 
the purchasing and production con- 
trol operations. 

Reporting to Rummel will be 
Homer C. Jackson, named director 
of purchasing after serving as as- 
sistant purchasing agent since 1950, 
and Dennis P. Duross, who has 
been promoted to production man- 
ager. Duross has served as assist- 
ant production manager since 1957 
and succeeds Ray J. Longpre whose 
retirement was announced earlier. 

* a * 


Ford 


Victor G. Raviolo, 47, has been 
appointed director of engineering 
for Ford Motor Co., Ltd., Dagen- 
ham, England. Herbert L. Misch 
succeeds Raviolo as Ford’s execu- 
tive director of engineering, Engi- 
neering and Research Staff, at 
Dearborn. 

A Ford employe since 1940, Ravi- 
olo, entered the automobile business 
in 1932 as a draftsman for Chrysler 
Corp. Before appointment as ex- 
ecutive:|director of the engineering 
staff in June, 1959, he was executive 
engineer in charge of the engine 


Mack Undertakes 
Transfer to New 
Hagerstown Plant 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., began full-scale trans- 
fer of operations to its new multi- 
million-dollar plant at Hagerstown, 
Md., last Wednesday (Nov. 1), with 
the ending of production at its fac- 
tory here. 

Nicholas Dykstra, Mack presi- 
dent, said the Hagerstown plant 
was authorized more than two 
years ago under the company’s 
long-range expansion program. It 
will produce all major components 
for gasoline and diesel engines, 
transmissions and carriers. 

A. G. Crockett, general sales man- 
ager, emphasized that every pre- 
caution has been taken to provide 
for a smooth and orderly transfer, 
and to insure uninterrupted produc- 
tion of vehicles while the new plant 
is being readied for operations. 

It will supply the company’s 
main assembly center at Allentown, 
Pa., as well as its more than 60 
direct factory branches and some 
300 distributor outlets in the United 


engineering office of the Ford En- 
gineering Staff, director of the 


Lincoln-Mercury car engineering 


office, director of the advanced 
product study and engineering re- 





- Raviolo 


o the vice-president for engineer- 
ing and research. 
Misch, 43, joined Ford in 1957 as 


assistant chief engineer at Lincoln- 


Mercury Division and was appoint- 
ed executive engineer-current car, 
in the Ford Division product engi- 
neering office in November, 1959. 
He was named chief engineer of 
the product engineering office, 
Metal Stamping Division, in June, 
1960, and held that position until 
his present appointment. 
* * * 


Diamond T 


Directors of Diamond T Motor 
Truck Co. elected 
William Harrison 
Fetridge, execu- 
tive vice - presi- 
dent of the com- 
pany. He had pre- 
viously been vice- 
president and di- 
rector of sales. 
The announce- 
ment was made 
by Z. C. R. Han- 
sen, president. 





1) 


W. H. Fetridge 


31 Chevy Plants 
Slate Open House 


DETROIT.—Thirty-one Chevrolet 
plants across the country will hold 
open house Friday (Nov. 10) in con- 
nection with the division’s golden 
anniversary. 

There will be special educational 
exhibits of products made at each 


plant, displays of ’62 model cars 


and souvenir gifts for children and 
adults, the company said. 

A special long-play record album 
also is being made available by 


Chevrolet dealers. The 12-inch an- 
niversary album is a collection of 
recordings of the last three dec- 
ades. 







fortable riding, 44; better appear- 
ance, 24; better mileage, 4; other 
reasons, 28. 


standard car: 
riding, 55; roomier, 54; repairs 
easier to get, 42; better appearance, 
16; better mileage, 1; other rea- 
sons, 35. 


quality product, 54; gasoline econ- 


search office and special assistant 





57 


omy, 52; performance, 51; ease of 
handling, 50; low repair costs, 38; 
low purchase price, 31; comfortable 
ride, 30; dealership service, 30; high 
resale value, 29; attractive appear- 
ance, 19; roomy interior, 14; others, 
14, 


Those who traded for a domestic 
More comfortable 


Pilots Like Murphy 


CULVER CITY, Calif.—An aver- 
age of 25 American Airlines pilots 
have bought Bill Murphy Buicks 
every year for the past eight years, 
Bud Bryden, general manager, an- 
nounced. In 1953, American Air- 
lines Pilot Chuck Botsch bought a 
Buick from the firm. Since then, 
over 200 Buicks have been bought 
by his fellow pilots, Bryden said. 


8. All respondents were asked 
to check the most important char- 
acteristics of their next car. Fol- 
lowing are the items and the 
percentage of respondents check- 
ing each item. Since most re- 
spondents checked several items, 
the percentages add to more than 
100 percent: 

Low operating costs, 56; high 
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Too Many Porkchoppers 


Labor Indigestion at Chrysler 


(Continued from Page 6) 


car at Hamtramck, Mich.; Chrysler 
in Detroit; Plymouth plant in De- 


troit; Indianapolis electrical plant 


and the Trenton (Mich.) engine 


plant. 


* * * 


N OTHER labor developments in- 
volving auto makers, Mack 
Truck Co. resumed negotiation with 


the UAW at New York. Three Mack 


plants—the Brockway assembly 
unit at Cortland, N. Y.; the Mack 
truck assembly and manufacturing 


plant at Allentown, and the parts 
and supply depot at Somerville, 
N. J., have been out on strike since 
Oct. 25. About 6,000 employes are 
affected. 

A fourth plant at Plainfield, 
N. J., was not affected because it 
closed last Tuesday (Oct. 31) to 
move to Hagerstown, Md. The 
new plant will be the site of 
Mack’s engine, transmission and 
carrier operations. 

A Mack spokesman said that a 
“major” concession had been offer- 
ed the union, that being the right 
of transfer of an employe to any 
other Mack production plant. 

The transfer issue arose when 
the company was reported to have 
limited transfers from Plainfield to 
Hagerstown to employes not over 
58 years old and those with three or 
more years of service. As a result, 
the company said, employes want a 
contract clause permitting unre- 
stricted right of transfer. 

* 


Ford Ratified 


LSEWHERE on the auto scene, 

the UAW announced a contract 
agreement reached with Ford had 
been ratified by workers and is 
officially in effect. 

Although the union did not give 
the vote count, it did say that 
with all but two of 57 locals re- 
porting, the tabulation of the bal- 
loting showed that “Ford work- 
ers have voted overwhelmingly to 
approve the contract.” 

In Kenosha, UAW Local 72 mem- 
bers were to vote again last Friday 
(Nov. 3) on ratification of Ameri- 
can Motors’ profit-sharing plan. 
The local voted earlier to reject 
the contract but the union’s execu- 
tive committee in Detroit ordered 
another vote. 

Top union officials, including 
Leonard Woodcock, vice-president 
and director of the UAW’s General 
Motors department, were in Keno- 


ATA Foundation 
Gets New Funds 


From 10 Firms 


WASHINGTON. Grants and 
pledges of more than a third of a 
million dollars were given to the 
ATA Foundation when 10 trucking 
industry suppliers renewed their 
support at the annual convention 
of the American Trucking Assns. 


In announcing the renewals, ATA 
Foundation Chairman Walter F. 
Carey, Birmingham, Mich., said the 
industry was “very proud that each 
year has reflected increased sup- 
port and an increasing number of 
our suppliers taking part in this 
support of our industry.” 

The ATA Foundation is the pub- 
lic information, education and. re- 
search organization for supplier 
support of the American trucking 
industry. 

Companies which renewed during 
the ATA annual convention here 
were Aluminum Co. of America; 
Chevrolet; Dodge Trucks; Eaton 
Mfg. Co.; Firestone; Fruehauf 
Trailer Corp.; Midland-Rosg Corp.; 
International Harvester Co.; Ford 
Motor Co., and Pure Oil Co. 

Total membership in the ATA 
Foundation, Carey said, is now 33, 
with new memberships established 
by Allstate Insurance Co.s and 
Bostrom Corp. 

Foundation grants are used for 
institutional advertising, Other 
Foundation projects include pro- 
motional posters and billboards, 
studies on maintenance and indus- 
trial development, educational post- 
ers for the schools, ~ promotional 
film on the trucking industry and 
journalism awards. 
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Local 72 members 
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was 3 to 1, 

The 385 workers at the parts 
division are members of Local 
75, but bargain separately on local 
issues. Their rejection, the spokes- 
man said, will not affect accept- 
ance of the contract by the main 
group of Local 75, which approv- 
ed the agreement by a 300-vote 
margin on Oct, 1. 

Rank and file discontent was re- 
ported at the parts division because 
its workers were not allowed by the 
UAW to vote on the contract at the 
same time as the rest of Local 75. 
Union officials said the parts divi- 
sion had not completed bargaining 
on local issues by Oct. 1 and could 
not be allowed to vote. 

Also troubling union officials was 
a plea by Local 75 to vote again on 
ratification of the contract, Al- 
though the local had approved the 
new contract by a vote of 1,607 to 
1,309 on Oct. 1, advocates of a new 
vote claimed more than 300 mem- 
bers were disenfranchised in the 
election. A new vote, however, had 
not been approved by the interna- 
tional executive committee. 
~ ok ok 


Eaton Agrees 


ON THE automotive supplier 
front, Eaton Mfg. Co. last week 
agreed to a new contract covering 
approximately 3,500 workers at six 
plants in Michigan and Ohio. 

New economic gains were par- 
allel to those negotiated in the 
new UAW contracts with General 
Motors and Ford, according to 
Norman Matthews, union vice- 
president. Non-economic improve- 
ments included better vacation 
scheduling, Matthews said. 

With workers at the company’s 
recently-acquired Cleveland plant 
also brought under the contract for 
the first time, pension benefits cov- 
ering them were raised to $2.80 a 
month per year of service from the 
previous $2 level, Matthews said. 

The union said that economic im- 
provements included increases in 
supplemental unemployment bene- 
fits, a health-medical care program 
fully paid by the company, health 
and medical care provisions for un- 
employed workers and for retirees, 
increased life insurance coverage 
and other gains. 

eg * 
i OTHER supplier developments, 
about 3,000 workers at Kelsey- 
Hayes Co. in Detroit returned to 
work after ratifying a new three- 
year contract. A three-day strike 
had been in effect over a seniority 
provision in the contract. 

A company official declined to 
say how the seniority dispute was 
settled, saying final language had 
not been worked out. An agree- 


More °62 Models 


Find Buyers at 
Wholesale Auction 


DETROIT.—Last week’s reports 
of ’62 models sold at wholesale 
auction included the following: 

Cadillac —62 four-door hardtop, 
power, $5,135. 

Chevrolet—Two Corvair Monzas, 
automatic, $2,225 and $2,325; Chevy 
II six two-door, automatic, $2,210; 
Impala V-8 sport coupe, power, $2,- 
925; Impala V-8 convertible, auto- 
matic, $3,100. 

Chrysler — Two-door hardtop, 
power, $3,170. 

Ford — Falcon four-door, $1,800; 
Galaxie V-8 two-door hardtop, 
power, $2,600; Galaxie V-8 four- 
door, power, $2,660; Thunderbird 
hardtop, power, $3,760. 

Jaguar—XKE convertible, $5,800. 

Mercury—Comet two-door, auto- 
matic, $1,930. 

Plymouth — Suburban V-8 four- 
door, power, $2,725; Fury hardtop, 
automatic, $2,530. 

Studebaker Two Lark two- 
doors, automatic, $1,860 and $1,865. 

Volkswagen—$1,750. 


* 


sha the past two weeks to institute 
“educational program” among 


EANWHILE, the UAW suffered 
another setback when workers 
at the automotive parts division in 
Milwaukee rejected the AMC agree- 
ment, The vote was not announced 
but a spokesman said the margin 


At Turin Auto Show 





































































ment on wages and benefits was 
reached prior to the strike. 
Elsewhere on the supplier scene, 
Dana Corp. recessed bargaining on | 
a national contract to return to] 
local plants to work out contracts | 
on the local] level. Bargaining on‘'a 
national contract will resume Nov. 
15 in Cleveland. 
Agreements on new contracts at 
Bendix Corp. and Budd Co. also had |@ 
not been reached as of press time. |’ 


Both are working on extended con- New teik from the Continent 


tracts with five-day expiration 
dates. Hard, angular lines characterize Carrozzeria Boneschi body on Osca 1600 GT ex. 

hibited at the Turin Auto Show. Turin is the traditional setting for custom body build. 
ers and this year's show was no exception. Note “'starfish” wheels, wedge fender 
design, extreme sloping roofline and indents in rear fenders to match ventilation 
opening in front flank. 
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Dealer Front 


N THE dealer front, Local 1059 

of the Retail Clerks Interna- 
tional Assn. (AFL-CIO) was active 
in the Columbus (O.) area in an 
effort to unionize new and used-car 
salesmen. 
Recently having won National 
Labor Relations Board elections 
to become bargaining agent for 
salesmen at two dealerships, the 
union was reported in negotia- 
tions last week with Haydocy 
Pontiac and Marte Pontiac, both 
Columbus dealerships, 
Salesmen for Germain, Inc, (Mer- 
cury), however, turned down the 
local by a vote of 6 to 3. Elections 
to name Local 1059 as bargaining 
agent have been scheduled for Nov. 
9 at Hugh White Chevrolet and 
Saeger Buick. 
Although four of the five dealer- 
ships that have already voted or 
will vote next week are GM retail 
outlets, William E. Harvey, local 
president, said the campaign that 
has been going on for the past 2% 
months is aimed at signing up all 
car salesmen in Franklin County. 
Once the local has been elected 
bargaining agent for the salesmen, 
Harvey said, the law requires that 
the dealership must enter negotia- 
tions. The negotiation period, Har- 
vey said, is for one year. 


* * * 
i OTHER developments on the 
dealer front, a NLRB examiner 
found that Burt Greenwald Chev- | 
rolet, Barberton, O., was guilty of |) 
an unfair labor practice in the 
firing of two automobile salesmen. 
The examiner, James A. Shaw, 
ruled that Greenwald fired the 
two men for participating in 
union activities as charged by Re- 
tail Clerks International Assn. 
Local 860. Shaw recommended 
that the two salesmen be rein- 
stated and given back pay. 
Herman E, Rabe, attorney for 
Greenwald, said an exception would 
be filed to Shaw’s findings, meaning 
that the issue will be decided by the 
NLRB in Washington. 
+ of * 
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A Plain English Girl Goes Italian— 


Who'd guess that under these sleek lines lies a Morris 850, the boxy minimum auto 
turned out in England? This is what happened when Zagato, the Italian body builder, 
practiced special sorcery for the Turin Auto Show. The elegant “Mini Cat" can approach 
90 miles per hour. 
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A Maserati Not for the Masses— 


Maserati 5000 was dressed spectacularly for the Turin Auto Show by Carrozzeria 
Ghia. Of interest are recessed treatment of dual taillights, flared wheel cutouts, ridged 
deck lid and conservative sculpture on side panels. 

o. <a 
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N EL CAJON, CALIF., NLRB ex- 

aminer Wallace E. Royster 
found that Hatch Chevrolet unlaw- 
fully interrogated its salesmen 
about their interest in or member- 
ship in Local 481, Teamsters, and 
discriminatorily discharged six em- 
ployes. 

Royster recommended that the 
dealership cease discouraging 
membership in or activity on be- 
half of the local, or in any other 
labor organization, by means of 
discharge or discrimination 
against any employes in regard 
to any term or condition of their 
employment. 

He further recommended that 
Hatch reinstate the fired employes. 
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Zagato's Touch on an Alfa Romeo— 


Zagato-bodied Alfa Romeo Giulietta at the Turin Auto Show appeared to be sniffing 
its way along the roadway. A top speed of 120 miles per hour is claimed for the 
aerodynamically bodied special. 

ae 


Missouri Backs 


Discounter Ban 


JEFFERSON CITY, Mo.— Sup- 
port for General Motors and the 
Southern California Chevrolet Deal- 
ers Assn. in the West Coast dis- 
count case was voted by the direc- 
tors of the Missouri Automobile 
Dealers Assn., Inc. 

The directors instructed J. M. 
Allton, Missouri’s National Automo- 
bile Dealers Assn. director, to seek 
NADA’s support for GM and the 
dealer group. 

The directors also passed a res- 
olution asking manufacturers to 
stay out of retail fleet leasing. The 
1962 convention was changed from 
Excelsior Springs to the Hotel 
Muehlebach, Kansas City, May 
24-25. 


Farina Has Fun with a Fiat— 


Somewhat resembling a fish with twin tails is this aerodynamic Fiat 600D turned ov! 
by Pininfarina. The experimental ‘Model Y" was displayed at the Turin Auto Show. 
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New Chief for Car Divisions? 
—— 


Jop Vacancies kace 
GM Directors Today 


cludes 10 GM employes, none is 
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Wiper-Blade Ideas 
Are Termed Old 


Anderson-Trico Row 


On Patent Continues 
By George E. Toles 





By John K, Teahen Jr. 


Associate Editor 


jeht be taken by the General Mo- 


poard of directors at its 


monthly meeting in New York 
y (Nov. 6). 

The talk followed two channels 
— top-echelon personnel shifts 
and possible additions to the 

of directors itself. 

One of the prime jobs in the cor- 

tion is vacant. It is the post of 
executive vice-president in charge 
of the automotive, body and assem- 


bly, parts and Defense Systems Di- 
The ‘position was established in 


199 and was filled until Oct. 31 by 
Sherrod E. Skinner. Skinner ob- 
served his 65th birthday Oct. 18 and 
ytired at the end of the month, 

* & 


A new executive vice-president 

-ig named today, it could mean 
changes in the duties of several 
GM vice-presidents. 

But at Automotive News press 
time, it was not certain whether a 
new executive vice-president would 
be chosen. Some observers felt that 







- DUSTRY circles speculated 
Yast week about actions which 





from a vehicle division. The general 
managers of Buick, Cadillac, Chev- 


rolet, Oldsmobile, Pontiac and GMC 


Truck are vice-presidents, but they 
don’t sit on the board. 
of oe OK 

E last vehicle division chief 

elected to the board was Keat- 

ing, who was named in 1954 when 

he was Chevrolet general manager. 

As of last week, the GM board 


consisted of 10 company executives; 


10 “outsiders” and a seven-man 


alumni group. 

Company executives on the 
board are Chairman Frederic G. 
Donner, President John F. Gor- 
don and Executive Vice-P resi- 
dents Louis C, Goad, Cyrus R. 
Osborn and George Russell. 

Also, Group Vice-Presidents 
Goodman, Kyes, Nelson C, Dezen- 
dorf and Elis S. Hoglund. The final 
company man is Charles G. Stra- 


della, chairman of General Motors ; 


Acceptance Corp. 

Outside directors are Henry C. 
Alexander, chairman of Morgan 
Guaranty Trust Co., New York; 
Lloyd D. Brace, chairman of First 
National Bank of Boston; Clay, 





Record Crowds View Boston Exhibits— 


Live prospects circulate through exhibits 


Boston's Commonwealth Armory. The five-day show drew a record attendance of 


126,297. 
Ss 


Record Falls at Boston... 





Auto Show Crowds Climb 


Yo bees New England International 
Auto Show drew a record 126,- 
297 visitors during its five-day run 
in which more than 200 American 
and foreign cars Were on display. 


Staff Correspondent 


BUFFALO.—The two major as 
well as other lesser engineering 
principles that went into the pat- 
ented Anderson Co. windshield 
wiper blade in 1945 were in blades 
made in earlier years, it was testi- 
fied in Federal court. 

Trial of the Anderson vs, Trico 
Products Corp. patent infringement 
suit then was recessed by Federal 
Judge John O. Henderson, The 
judge said he hoped to be able to 
resume for a few days in December 
and again in January or February. 

Trico contends the Anderson pat- 
ent is invalid because among other 
reasons, its elements were involved 
in prior art—that is windshield wip- 
ers made before Anderson had at 
least some of the same ideas. 

Anderson Co, combined a rubber 
wiper, a flexible backing strip on it 
and a triple-yoke device between 
the wiper arm and blade to spread 
pressure equally along the entire 
blade. The equalized pressure plus 
the flexibility of the wiper made it 
possible to wipe a windshield with 
a varying curved surface. 


at the annual International Auto Show in 


* * * 


the ’60 Le Mans and Monte Carlo 
classics are being repeated by 
popular demand, Qvale said. 
Winner of the grand door prize 
will have a choice of one of more 




















Skinner's duties might be divided 
among three group vice-presidents, 
as was the case prior to Sept. 1, 


chairman of Continental Can Co., 
Inc., and Lewis W. Douglas, chair- 
man of Mutual Life Insurance Co. 
of New York. 

* 


This was the fifth annual show 
in Boston’s Commonwealth Ar- 
mory, and for the first time the 
emphasis was on American autos 
rather than imports, according to 
Manny Sherman, show director. 

He said sales totalling more than 
$500,000 were reported by exhibitors 
during the show. 

Special exhibits included the Ford 


At that time, Thomas H. Keat- 
ing headed the automotive group, 
which consisted of the five pas- 
senger-car divisions. James E. 
Goodman was in charge of the 
body and assembly group, and 
Skinner directed the accessory 


* * 

Als, James R. Killian jr., chair- 
man of Massachusetts Institute 

of Technology; Richard K. Mellon, 

chairman of Mellon National Bank 

and Trust Co.; John L. Pratt; Gra- 

ham F. Towers, chairman of Can- 


than 30 imported makes. Other 
prizes include car radios, tires and 
accessories. 
* * ok 

“q*OLOR on Wheels for ’62” was 

the theme of a five-day show 
sponsored by the San Antonio Au- 
tomobile Dealers Assn. at the Won- 
derland Shopping City. The dealers 
exhibited more than 70 cars. 


The Green Bay (Wis.) area 


Called as an expert witness by 
Trico was Charles T. Fishleigh, a 
Chicago consulting engineer. 

He said a 1944 blade of Zaiger 
Corp. incorporated not only the 
primary-yoke and double second- 
ary-yoke principles but also had a 
backing strip on the wiper that was 
notched in seven places to give 
flexibility. Other similar blades 
were also discussed, 


group. ‘ : 
On Sept. 1, 1959, Keating retired 
and Skinner was promoted to ex- 


ada Life Assurance Co.; William K. 
Whiteford, chairman of Gulf Oil 
Corp., and George Whitney, chair- 


FX-Atmos, Buick’s Centurion, 
Chevrolet’s Corvette X-700, Ire- 
land’s first production car, the 


will have its first annual auto 


show Jan. 12-14 in Green Bay’s |Vignroe Boosts 










Shamrock, and antique cars. 
Officials of the 39th International 
Auto Show in the Los Angeles Pan 
Pacific Auditorium reported that 
attendance for the first three days 
was 88,912, an increase of 27 per- 
cent over the comparable period a 
year ago. The show closed yester- 
day (Nov. 5). 
oe 


ecutive vice-president with all three 
activities (plus the Defense Systems 
Division and GMC Truck & Coach 
Division) under his control. 

Since then two group vice-presi- 
dents have been reporting to Skin- 
ner, They are Goodman, 56, body 
and assembly group, and Roger M. 
Kyes, 55, accessory group. 

* 


IKKINNER also retired from the 

board of directors, and his de- 
parture reduced the board to 27 
members. Actually, the total is 26, 
since Lucius D. Clay is on leave 
of absence while serving as Presi- 
dent Kennedy’s personal represen- 
tative in Berlin. 

The GM board hasn’t been so 
sparsely populated in several 
years. As recently as the 1959 an- 
nual meeting, GM had 33 direc- 
tors. The five duPont representa- 


man, directors advisory council, 
Morgan Guaranty Trust Co. 


The alumni chapter of the GM 
board consists of Albert Bradley, 
former chairman; Harlow H. Cur- 
tice, former president; Edward 
F. Fisher, former Fisher Body 
general manager; Ormond E. 
Hunt, former executive vice-pres- 
ident; Charles S. Mott; Alfred P. 
Sloan, and R. Samuel McLaughlin. 

Sloan, 86, is honorary board 
chairman, and McLaughlin, 90, is 
a GM vice-president and chairman 
of General Motors of Canada, Ltd. 

‘ * * 


~ MILWAUKEE, where 61,181 
persons attended the five-day 
show, a spokesman for the sponsor- 
ing Milwaukee County Automobile 
Dealers Assn. said “the impact of 
the ’61 show is being felt by every 
new-car dealer in the Milwaukee 
area, 

“Public acceptance of a show 
geared to a continuation of the 
new-model introduction period re- 
flected a continued interest which 
is certain to be translated into 


Wolfram Returns Home 


For Convalescence 


LANSING.—J,. F. Wolfram, Olds- 
mobile general manager, has re- 
turned to his home to begin the 





new Brown County Memorial 
Arena. More than 20,000 are ex- 

pected at the event, sponsored by 

Northeastern Wisconsin dealers 
and the Arena management. 

A new car will be awarded to the 
winner of a “contest of skill” at 
the show, according to Ed Karcz 
(Ford), a member of the show com- 
mittee. 

Arizona’s 50th anniversary of 
statehood and Gov. Paul Fannin’s 
traffic-safety program will be tied 
in with the Phoenix International 
Auto Show and Truck Exposition 
Nov, 17-23. 

The annual] Philadelphia Auto 
Show will open a seven-day run 
Saturday (Nov. 11) in the Trade 
and Convention Center. The show 
will be closed Sunday (Nov. 12). 


Shock Capacity 


MONROE, Mich.—Monroe Auto 
Equipment Co, has installed new 
equipment at its Hartwell (Ga.) 
plant for the production of the 
1%-inch shock absorber. 


An addition at the Cozad (Neb.) 
plant has doubled product capacity 
to 20,000 units a day. When both 
plants are in full production in Jan- 
uary, capacity will be 65,000 units 
a day, the company said. 

Monroe reported a profit of $906,- 
576 on sales of $9,597,713 in its first 
fiscal quarter which ended June 30. 
In the like period of the previous 
year, earnings were $409,979 on 
sales of $6,690,413 


tives bowed out later that year. 
Last May, GM shareholders elect- 
ed 30 directors. The proxy state- 
ment noted that this was “the en- 
tire membership of the board as 
now authorized.” The deaths of 





second phase of convalescence from 
the coronary attack he suffered on 
Oct. 7. 

The attending heart specialist, 
Dr. Robert M. Stow, reports that 
Wolfram is making excellent pro- 


sales,” he added. 

Kjell Qvale, president of the San 
Francisco Imported Car Dealers 
Assn., announced that the fourth 
annual Import Car Show will be 


Taxi Models Announced 
By Pontiac and Dodge 





held Nov, 21-26 in the city’s Brooks 
Hall. 

About 100 cars representing more 
than 35 makes will be on display, 
plus a Gallery of Great Racing 
Ghosts, he said. Barney Oldfield’s 
original Benz, a 1905 and 1901 Mer- 
cedes and the origina] 1913 Peugeot 
will be on hand. 

x 


gress toward recovery. However, 
the convalescent program does not 
permit Wolfram to have visitors, 
at least for the time being, Dr. 
Stow said. 


Charles E. Wilson and Lawrence P. 
Fisher, plus Skinner’s retirement 
and Clay’s leave of absence, have 
reduced the total. 

Although the present board in- 


Classes on Selling at Profit 
To Reach 3,000 in Alabama 


MONTGOMERY, Ala. — More 
than 3,000 new-car and truck deal- 
ers, Sales Managers and salesmen 
in Alabama have registered for a 
series of four meetings, featuring 
Vince Baker's presentation “Go Out 
and Sell,” according to Harold E. 
Streetman, Montgomery, executive 
Vice-president, Automobile Dealers 
Assn. of Alabama. 

The association is sponsoring 
and financing the series with four 
one-night meetings. They will be 
at Birmingham, Nov. 7; Mobile, 
Nov. 8; Montgomery, Nov. 9, and 
Decatur, Nov. 10. 


The meetings are billed by the 
88sociation as “two hours that will 








* + 


(pases will be daily driving tests 
of skill against time over block- 
long obstacle courses and nightly 
rallies. Hundreds of members of 
the Northern California Sports Car 
Council will compete in the con- 
tests and rallies, which are sanc- 
tioned by the Sports Car Club of 
America, Qvale said. 

In addition, there will be films 
of the year’s outstanding racing 
events, including the Indianapolis 
and Sebring (Fla.) races. Films of 


commended the National Automo- 
bile Déalers Assn. Task Force Com- 
mittee and pledged continuing sup- 
port of efforts by the group. 

A resolution adopted by the as- 
sociation’s board of directors said 
“abundant and direct results 
achieved by the committee in a 
relatively short period of time 
attest to the intelligent approach 
and untiring efforts exercised by 
the committee and its members.” 

The committee wag praised for 
its “soundness of approach to the 
critical problems involved, meeting 
the short-range needs of dealers in 
desperate circumstances and then 
proceeding toward a solution to the 


Japanese Show 


Bars Imports 


TOKYO. — Foreign cars were 
barred as Japan’s eighth auto show 


DETROIT. — Taxicab models in 
both compact and standard sizes 
have been announced by Dodge and 
Pontiac. 

Dodge cabs are available in 
both Dart and Lancer series; 
Pontiac in Tempest and standard. 

Among features of Dodge taxi 
models, Byron J. Nichols, Dodge 
general manager, mentioned the 
following: 

Factory sealed lubrication sys- 
tems with only four ball joints that 
ever need regreasing—and then 
only every 32,000 miles, Fully uni- 
tized bodies for nonsqueak, non- 
rattle performance and rust- 
proofed bodies for longer life. A 
new high-speed starter. An engine 
that requires only four quarts of 
oil, with changes necessary only 
every 4,000 miles. Self-adjusting 
brakes on the Dart models. 

The standard power plant in both 
the Dart and Lancer taxis for 1962 
is a 170-cubic-inch, 101 horsepower, 
overhead valve Slant Six. 

There are two optional engines 
available for the Dart taxi. A 225- 
cubic-inch, 145 horsepower, over- 
head valve Slant Six and a 318- 
over- 


els includes a heavy-duty alterna- 
tor, front and rear arm rests, 
heavy-duty clutch, heater and de- 
froster, dome light switch operated 
by all four doors, open door warn- 
ing light, foam front seat, heavy- 
duty springs and shock absorbers 
front and rear, heavy-duty gray 
all-vinyl interior trim, heavy-duty 
front and rear cushions and back 
springs, heavy-duty rubber floor 
mats front and rear, and a kick- 
board back of front seat. 

Both taxis are painted to the 
specifications of the purchasing 
company. 

E. J. Chapman, national] fleet 
sales manager for Pontiac, said 
the Tempest taxi has heavy-duty 
seats, floor mats, springs and 
shock absorbers, taxi-sign wiring 
harness, door-jamb switches on 
all doors for the dome light, a 
six-bladed fan for increased cool- 
ing, 15-inch wheels with heavier 
rim stock and special mounting 
of the spare tire to provide max- 
imum cargo space. 

The Pontiac cab is-built on a 
120-inch wheelbase and offers a 


improve the profit picture in your 
dealership.” 

Baker, an active sales manager at 
Pueblo, Colo., has appeared previ- 
ously on the annual convention pro- 
§ram of the Alabama dealer group. 

Meanwhile, the association has 


long-range obstacles standing in 
the way of dealer financial] stability 
and success.” 

The resolution also lauded NADA 
“for its careful selection of com- 
mittee members of the highest in- 
tegrity and business knowledge and 
reputation.” 


opened here, 

Japanese exhibits emphasized 
small autos designed to compete 
with foreign cars expected to come 
into Japan within two years as im- 
port restrictions are removed. 

Japanese autos cost about 20 per- 
cent more than similar imports. 


cubic-inch, 380 horsepower, 
head valve V-8. 

Standard transmission for both 
taxis is a three-speed, heavy-duty 
manual with a new concentric shift 
mechanism. An option on both taxis 
is TorqueFlite automatic. 

Standard equipment on both mod- 


long list of heavy-duty features 
which Pontiac has developed for 
taxi and police service, Chapman 
said. The Trophy V-8E economy 
engine package is of special inter- 
est to operators using automatic 
transmissions, he said. 


60 





AUTOMOTIVE NEWS, NOVEMBER 6, 1961 


By Report of Bladen Royal Commission .. . 


Canadian Auto Industry Split 


By Gordon McCaffrey 
Staff Correspondent 

TORONTO. — The $1,574-million- 
a-year Canadian automotive indus- 
try is split right down the center 
over the recommendations in the 
Bladen Royal Commission report. 

One group of manufacturers— 
American Motors, Chrysler, 
Studebaker, Ford and Interna- 
tional Harvester, representing 
half of the industry’s production 
of 395,000 cars and trucks (1960) 
—stands behind the report. 

General Motors—the biggest 
company, making the other half of 
the cars and trucks built in Canada 

—has yet to make a formal reply 
to Ottawa. 

But a GM _ official comments: 
“We're not as enthusiastic as some 
of the others.” 

Sitting on the sidelines are the 
numerous members of the automo- 
tive parts industry. 

“We're in sympathy with cer- 
tain features of the Bladen re- 
port, but we’d like to see a num- 
ber of safeguards which are not 
included,” says Donald S. Woods, 
executive vice-president of Auto- 
motive Parts Manufacturers’ 
Assn. 

American Motors, while endors- 
ing the broad recommendations of 
the report, also desires to see clari- 
fication to protect parts makers’ 
interests. 

The Bladen report was published 
last June. It was written by Prof. 
Vincent W. Bladen, University of 
Toronto dean of arts, following a 


thorough study of the industry in 
Canada, the United States and 
Europe. 

Broad endorsement of the com- 
mission’s report was made by Karl 
E. Scott, Ford of Canada president, 
speaking to the Canadian club of 
Toronto last week. 

Bladen’s prime recommenda- 
tion was one for “extended con- 
tent.” 

This would allow car makers to 
earn the right to import finished 
cars and parts duty-free—provided 
they achieved a laid-down mini- 
mum percentage of Canadian con- 
tent in cars made in this country. 

Cars and parts sold in export 
markets would be included in total 
Canadian content. 

“The Bladen plan is no panacea 
—for there is no easy solution to 
the economic ailments plaguing 
Canada,” Scott said. 

“But it does provide us with 
an opportunity to achieve volume 
and the benefits that come to in- 
dustry and the consumer with the 
economies of scale, if we are pre- 
pared to seize that opportunity.” 
He added: “We say that the prin- 
ciple of extended content deserves 
to be tried out by the Canadian 
automobile industry.” 
Practical application of the 
Bladen recommendations to the car 
industry may show other Canadian 
industries how to develop exports, 
he said. 

Ford’s parent company in the 
United States is offering its “un- 





22 Car Dealers Participate 
In SBA September Loans 


WASHINGTON. Twenty-two 
car dealers were among small busi- 
nesses receiving loan approvals 
from the Small Business Adminis- 
tration during September. The total 
conditional approvals reached 620 
and totalled $35,564,000. 

Names of dealers follow: 

Import Auto Center, Anchor- 
age, Alaska, $95,000 participation 
loan; McCoy Chevrolet Co. 

Rangely, Colo., $46,000 participa- 

tion loan; Fred Warnock Ford, 

Inc., Homestead, Fla., $60,000 par- 

ticipation loan; Helgeson Motor 

Co., Lake Mills, Ia., $40,000 par- 

ticipation loan; Lorenz, Chuck, 

Motor Co., Inc., Abilene, Kans., 

$35,000 participation loan; Strem- 

el Chevrolet Co., Ulysses, Kans., 
$75,000 participation loan; Claude 

Y. Woolfolk Corp., Lafayette, La., 

$20,000 participation loan, and 

Harken Ford, Inc., Westminster, 

Md., $35,000 participation loan. 

Silver Lake Motors, Inc., Newton, 
Mass., $75,000 participation loan; 
Louis Motors, Inc., Springfield, 
Mass., $75,000 participation loan; 
Gib Bergstrom, Inc., Northville, 
Mich., $26,000 direct loan; Modern 
Auto & Body Co., Le Center, Minn., 
$18,000 participation loan; Roy’s 
Garage & Machine Shop, Mahno- 
men, Minn., $35,000 direct loan; 
Weber Chevrolet Co., Inc., Indian- 
ola, Miss., $35,000 participation loan, 
and Krouse Oldsmobile, Inc., Dela- 
ware Township, N. J., $50,000 par- 
ticipation loan. 

Simpson Motor Truck Co., Inc., 
Scranton, Pa., $50,000 participation 
loan; Silvia Motors, Newport, R. I, 
$15,000 direct loan; Degner Chevro- 
let Co., Salem, S. D., $30,000 partici- 
pation loan; Joe T. Faulkner Motor 
Co., Oak Ridge, Tenn., $35,000 direct 
loan; Ennis Motor Co., Ennis, Tex., 
$32,000 participation loan; St. 
George Service, Inc., St. George, 
Utah., $190,000 direct loan, and 
Hamel Pontiac-GMC, Sedro Wool- 
ley, Wash., $10,000 direct loan. 

Other loan approvals of interest 
to the industry are: Advance Axle 
& Trailer Co., Los Angeles, $20,000 
direct loan; R. A. “Bob” Roberts 
Automotive Paint Supply, Pasa- 
dena, Calif. (wholesaler), $43,000 
direct loan; Tex’s U-Drive, Inc., 
Honolulu, $5,000 participation loan; 
Arthalony Garage, Jacksonville, Il. 
(mechanical repairs and used-car 
sales), $15,000 direct loan, and Rob- 
inson Body & Equipment Co,, 
Wichita, (manufacturer of sleeper 
cabs), $8,000 direct loan. 

Simon All America Rentals, 


Inc., Wichita (rental of trucks, 
trailers), $60,000 participation 
loan; Hopkinsville Auto Parts, 
Hopkinsville, Ky. (wholesaler of 
auto, truck, trailer parts), $50,000 
participation loan; D&W Sales & 
Service, Inc., Louisville (whole- 
sale buying of auto: parts), $200,- 
000 participation loan; Bonded 
Trucking & Rigging, Inc., Lowell, 
Mass., $30,000 participation loan, 
and Dalton Gear Co., Minneapolis, 
$250,000 participation loan. 
Ferguson Auto Supply, Oneonta, 
N. Y. (wholesale), $30,000 direct 
loan; Smith Lake Auto Wrecking, 
Portland, Ore, (auto wrecking, re- 
tail used parts), $35,000 participa- 
tion loan; Bowen-McLaughlin- 
York, Inc., York, Pa. (manufacturer 
of motor vehicles), $350,000 partici- 
pation loan; R&G Motor Service, 
Camden, Tenn. (auto parts retail), 
$10,000 direct loan; Rutherford 
Freight Lines, Inc., Bristol, Va. 
(trucking), $257,000 participation 


loan; Lynden Transfer, Inc., Lyn- 
den, Wash. (trucking), $150,000 par- 
ticipation loan, and Star Commer- 
cial Moving & Storage Co., Inc., 
Tacoma, Wash. (trucking), $50,000 
participation loan. 






Citizens Honor Police— 


Maj. Robert Murray, left, chief of the 
Metropolitan Police Department, Washing- 
ton, is congratulated by Joseph B. Paul, a 
former president of the Automotive Trade 
Assn.—National Capital Area and a direc- 
tor of the National Automobile Dealers 
Assn., at the 100th anniversary banquet 
given the department by 600 civic and 
business leaders in Washington. Chief 
Murray shows Paul the plaque received 
from Senator Robert C. Byrd, West Vir- 
ginia Democrat. 


qualified cooperation” with the 
plan, 

It has just placed an multi- 
million-dollar order with Ford of 
Canada for rear-axle components. 
This was won against competitive 
bids from big U. S. manufactur- 
ers. 

A substantial part of the order 
ig being subcontracted with Cana- 
dian suppliers. (Last year, 3,000 
suppliers sold $126.5 million worth 
of parts to Ford of Canada.) 

Ron Todgham, president of 
Chrysler of Canada, commented on 
the Ford of Canada announcement: 
“Chrysler of Canada led the Do- 
minion’s automotive industry in 
making its views known on the 
Bladen Royal Commission. 

“My contention was then, and 
now is, that the entire Bladen re- 
port should be implemented for 
the good of the Canadian automo- 
tive industry, the parts manufac- 
turers and the Canadian economy 
generally.” 

General Motors of Canada 
would be under a “disproportion- 
ate burden,” if the full recom- 
mendations of the Bladen report 
were implemented, a company 
spokesman said, 

According to Bladen, a company 
should attain a higher scale of 
Canadian content as production in- 
creases in order to qualify for 
duty-free parts imports. 

“This might be all right, if we 
were making only one or two mod- 
els,” the GM spokesman said. “But 
we have a great diversity of pro- 
duction and don’t get the advan- 
tage of high production in propor- 
tion to our total output.” 

American Motors, Studebaker- 
Packard and International Har- 
vester have endorsed the broad 
principles of the Bladen report. 

“There are many ‘gray’ areas 
in the report which should be 
clarified before further action is 
contemplated,” says Woods of the 
parts makers association. 

Applied in their present form, 
some of the Bladen recommenda- 
tions could lead to further unem- 
ployment in the parts industry and 
to putting some parts manufactur- 
ers at the mercy of the assembly 
plants, Woods said. 


Kaiser to Make 
Rambler Cars in 
Argentine Plant 


DETROIT.—The Argentine gov- 
ernment has approved an agree- 
ment providing for the manufacture 
there of Rambler automobiles by 
Industrias Kaiser Argentina, Amer- 
ican Motors President George Rom- 
ney announced. 

The first Rambler will roll from 
IKA’s assembly line at Cordova, Ar- 
gentina, in January, Romney said. 
Production fixtures and machines 
shipped from AMC’s Kenosha fa- 
cilities presently are being installed 
at the Cordova plant. 


AMC is investing $3.5 million in 
IKA and its subsidiaries as part of 
the manufacturing agreement, 
Romney said. The IKA agreement 
will increase Rambler’s overseas 
sales “by a very substantial mar- 
gin,” he added, noting that export 
sales of 1961 Ramblers exceeded 
those of 1960 by 71 percent. 

Both Rambler Classic and Am- 
bassador models will be produced 
in Argentina, but there are no plans 
at present for Rambler American 
production, Automotive News 
learned. 

For the Argentine market, the 
Rambler nameplate may incorpo- 
rate the IKA name, it was learned. 

The cars will meet Argentine re- 
quirements for native content, al- 
though an AMC spokesman said he 
was “not at liberty” to reveal the 
figure. 

IKA will market the Ramblers 
through its distributor and dealer 
network, AMC said. It is understood 
that the cars will be formally in- 
troduced at Mardi Gras time in the 
first week of March. 

IKA, which has one of the most 
fully integrated manufacturing 
plants in South America, has been 
in operation since 1955. 











DKW's Oil Injection System— 





Oil for the new lubrication system on DKW and Auto Union engines is stored in a 
four-quart tank. The injection pump supplies oil to the carburetor in metered amounts 
depending on engine speed and load. The engine drives a piston-camplate unit 
(1) through a worm-drive gear (2) Every piston revolution opens an inlet duct (3) 
from the oil tank. This provides syction and engine speed determines the amount of 
oil that enters the pump cylinder. Pumping action is obtained by a stroke control 
pin (4) and a pressure pin (5) gliding over the camplate. When accelerating, the 
opening throttle (6) raises the stroke control pin through the linkage (7) and the 
regulating shaft cam (8), thereby injecting more oil through the delivery duct (9) 
into the oil pipe (10). A control lamp on the dash lights up when insufficient oil Pressure 
permits the guiding plunger (11) to establish an electrical contact on the oil supply 
check switch (12). Through the oil pipe the oil enters the carburetor where it is mixed 
(13) with gasoline. The emulsion tube (14) feeds the mixture to the engine. 


* * * 
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Prices Slashed on ’62s ... 


DKWs Get More Power 


(Continued from Page 6) 


times, M-B Sales said. A tank hold- 
ing four quarts of oil, with a dip 
stick for checking oil level, 


manifold. 
Fresh oil is injected 
engine according to engine revolu- 


tions and throttle position. Oil 


never needs changing, only refilling. 
The new system is standard equip- 
ment on both DKW and Auto 
Union. 

The DKW has undergone exten- 
sive interior restyling. Bucket seats 
of cloth with leatherette trim are 
standard equipment, as is an ivory 
leatherette headliner. The front 
seats are equipped with a safety 
lock which can be operated by both 
front- and rear-seat passengers. All 
models have seat-belt anchors in 
front. Side window vents have been 
added. 

Standard equipment on all 
three models are an improved 
heater and defroster and wind- 
shield washer. 

All models have a safety impact- 
absorbing dash with wood-grain 
finish. A glove compartment is 
standard. 

Other standard equipment on the 
DKW includes turbo-finned brake 
drums, fully synchronized four- 
speed transmission, door locks with 
safety buttons, sun visor and steer- 
ing-ignition lock. 

Optional items include automatic 


Poles Cut Down 
Auto Output as 


Export Sales Sag 


VIENNA. — (UTPS) —In an at- 


tempt to adjust auto output to sales 
possibilities abroad, Poland has cut 
back the production of Warszawa 
cars ‘upon the recommendation of 
the foreign trade agency. 

According to Henryk Kwiecinski, 
director general of Motoimport, the 
trade agency, the Polish auto in- 
dustry is facing sales difficulties 
abroad with Warszawa and Syrena 
cars, 

These difficulties are said to be 
mainly due to the inelastic man- 
agement of Polish car factories and 
the poor quality of its products. 

Polish factories last year. turned 
out about 4,300 Syrena cars and 
8,500 Warszawas. The figure for ex- 
port is not known, 

The poor quality of some of the 
cars, Kwiecinski said, gives the 
factory managements this alterna- 
tive: Deliver faulty cars to fulfill 
the production and export plan and 
lose foreign markets, or withdraw 
faulty cars from delivery and main- 
tain reputation. 


is 
mounted on top of the exhaust 


into the 


clutch, sunroof, white-wall tires and 
radio. 

Other standard equipment on the 
Auto Union coupe includes two- 
speed windshield wipers, electric 
clock, cigar lighter, two ashtrays, 
assist handle for front-seat passen- 
gers and near side/off side parking 
light selector switch. 

All models utilize front-wheel 
drive. The DKW has torsion-bar 
suspension front and rear. The 
Auto Union uses transverse leaf 
springs. 

The DKW has a wheelbase of 
85.6 inches, is 156.2 inches long and 
weighs 1,565 pounds. The Auto 
Union coupe has a 92.4-inch wheel- 
base, is 166.3 inches long and 
weighs 2,050 pounds. The Auto 

Union station wagon’s wheelbase is 
96 inches. It is 165.7 inches long 
and weighs 2,337 pounds, including 
driver. 


Nichols Outlines 
Qualities Needed 


To Score Success 


COLORADO SPRINGS, Colo— 
Flexibility and a well-rounded edu- 
cational background will provide 
the margin of success in an age of 
growing speciali- 
zation, according 
to Byron J. Nich- 
ols, Dodge gen- 
eral manager. 

Addressing the 
annual conven- 
tion of the Na- 
tional] Assn. and 
Council of Busi- 
ness Schools here, 
Nichols said: 

“The mounting 
demand for spe- Byron J. Nichols 
cial skills and the growing com- 
plexity of industry is increasing the 
need for business specialists, But 
educators and employers alike are 
coming to recognize that specializa- 
tion alone will not be at all ade- 
quate in a world that demands 
ever-increasing flexibility and ver 
satility.” 

Nichols told the delegates, repre- 
senting more than 400 independent 
business schools in the United 
States and Canada, that the special- 
ist “will not be able to function 
effectively at the higher levels of 
management if he brings only his 
specialty to the job. 

“At that level, the problems of 
business, more than ever, deman 
a broad general knowledge, open 
mindedness, an understanding of 
human nature, an insight into hu- 
man frailties, a clarity of thought— 
and the ability to adapt quickly t 
change.” 
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Car, Truck Output Estimates 
e 
By Automotive News 
U. S. PRODUCTION—CARS 
Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
Nov. 4, Week, Oct. 28, Output, Nov. 5, Nov. 4, 
1961 1960* 1961* October* 1960* 1961 
CAN MOTORS ‘ 
Rambler ........:--.0. 10,200 10,705 10,163 39,533 412,470 294,618 
CHRYSLER CORP.** .. 18,900 20,085 19,659 84,485 910,618 515,095 
Chrysler- Plymouth 
Division 12,200 10,234 12,859 54,343 516,174 342,574 
Chrysler 1,717 2,664 11,891 73,510 78,762 
Imperial 604 561 2,143 14,214 8,109 
Plymouth 5,096 6,369 26,606 218,688 154,452 
Waa ......0c-screccrceese 2,817 3,265 13,703 209,762 101,251 
Dodge Division .......... 6,700 9,619 6,800 30,142 375,781 172,521 
part-Polara ............ 5,000 6,077 5,025 22,328 334,201 128,759 
SEO aiasckisidee 3,542 1,775 7,814 41,580 43,762 
MOTOR. 41,404 47,128 109,251 1,610,800 1,342,559 
Ford Division 31,289 36,899 85,899 1,288,667 1,075,406 
FAICON .........00e0.cereesees 9,417 14,350 34,155 438,083 423,480 
Ford Fairlane ........ ee 2,228 | 6,072 
Ford Galaxie ............ 17,670 20,434 17,955 42,447 777,223 -575,142 
Thunderbird. ............ 1,757 1,438 2,366 5,407 73,361 70,712 
L-M Division .............. 8,821 10,115 10,229 23,352 322,133 267,153 
Lincoln .............:eeee 850 517 1,147 2,591 14,671 25,054 
Mercury Comet ...... 5,257 4,682 5,511 13,181 170,346 155,311 
Mercury Monterey.. 2,714 4,916 3,571 7,580 137,116 86,788 
GENERAL MOTORS.... 75,653 70,745 79,445 312,870 2,661,636 2,128,223 
Buick Division. ............ 9,363 9,516 9,700 35,316 244,675 218,581 
Buick (Std.) ............. 5,806 6,566 5994 22,903 227,153 145,364 
Special .........-..-0c 3,557 2,950 3,706 12,413 17,522 93,217 
Cadillac ........--...ceeseeeeeee 3,780 3,381 3,802 16,292 133,335 118,720 
Chevrolet Division .... 43,200 38,750 45,732 179,563 1,577,878 1,267,271 
Cieevy IL .........0.000400.. DOGO —  sseaasvess GB FOTO sivvaseene 28,166 
Chevrolet (Std.) ...... 31,000 33,020 33,437 129,455 1,367,716 971,310 
OP OGAE  ....000s0000.s0s.ce00e 6,900 5,730 7,137 30,032 210,162 267,795 
Oldsmobile Division .. 9,410 9,689 9,226 38,282 330,809 244,215 
SE tiiccahinieantsse 2,180 2,725 1,994 8,132 20,539 52,504 
Oldsmobile (Std.) .. 7,230 6,964 7,232 30,150 310,270 191,711 
Pontiac Division ........ 9,900 9,409 10,985 43,417 374,939 279,436 
Pontiac (Std.) ........ 7,100 6,809 7,782 31,120 366,820 186,797 
Tempest .......... cee 2,800 2,600 3,203 12,297 8,119 92,639 
§-P CORP. 
Tis, acansdsvsiivatesoshesiases 2,536 2,416 2,734 11,061 93,918 58,043 
CHECKER. ..........-.0.scec00 150 67 153 606 6,150 5,039 
Total Cars, U. S.** ....152,327 145,422 159,282 557,806 5,695,592 4,343,577 
**Totals for 1960 include DeSoto production. 
U. S. PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Nov. 4, Week, Oct.28, Output, Nov.5, Nov. 4, 
1961 1960* 1961* October 1960* 1961 
BID oissssscccssescsesssee 25 20 25 84 1,118 982 
CHEVROLET ................ 8,800 1,882 8,159 34,564 341,006 274,613 
DIAMOND T .................. ee > SeSecanee 30 172 2,279 1,543 
ies. vstsvegsenestendsias..” Xiuameis ae 16 3,031 1,783 
icin padissiveveedssvese 1,700 536 1,630 7,074 61,519 58,627 
sss cnicasissayesseesetes 8,752 2,751 8,504 21,049 279,687 283,142 
FREIGHTLINER ......... 25 il 40 132 876 1,077 
Nas ccccavencivisensiveses 2,150 1,665 1,706 7,775 91,360 58,273 
INTERNATIONAL. ...... 2,875 2,253 2,899 12,435 108,238 121,082 
Nc cacagevésiwessvasvesss. - sbsesaviecn 270 105 730 12,836 8,379 
ET .- sa astreseneapasesinaes a. > ida tesee 9 ee Tadevccss 298 
ea aiscaoscisiesosesnvsesvece Se 145 562 3,937 4,249 
STUDEBAKER .............. 144 393 122 544 11,425 6,194 
sci assssosshéncexoscssesse 240 154 239 1,015 7,885 8,120 
sc. socks daesossensee$ 1,880 1,932 1,766 7,680 110,386 96,273 
MISCELLANEOUS ...... 100 90 100 503 3,981 4,406 
Total Trucks, U. S........ 26,865 17,983 25,479 94,350 1,039,564 929,041 
Total Cars, Trucks, 
ee 179,192 163,405 184,761 652,156 6,735,156 5,272,618 


**PDQ production figures not reported in 1960. 
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But Weekly Rate Dips... 


Nov. Car Output Due 
To Rise 21 Percent 


(Continued from Page 1) 


the total for the calendar year 
would rise to about 5,643,570 units. 
In the ’60 calendar year the indus- 
try built 6,701,307 cars. 

October auto production reached 
the second-highest level of the cal- 
endar year, being topped only by 
the 559,915 units turned out in June. 

A 10-day strike by the United 
Automobile Workers at Ford 

Motor Co. during the month 
trimmed the company’s October 
output to 109,251 units, 25.7 per- 
cent under the September count, 
and prevented October from 
being the best:month of the year. 

The October total was up 61.4 
percent over the 354,694 cars assem- 
bled in the U. S. in September. 

Ford was the only producer te 
turn out fewer cars in October than 
the previous month, with General 
Motors the biggest gainer. 

GM’s production totalled 312,870 
units, an increase of 234.5 percent 
over the 93,545 cars built in Sep- 
tember, when the assembly lines 
were shut by a two-week UAW 
strike. 

The compact cars accounted for 
36.3 percent of the month’s total 
with 202,397 assemblies. A steady 
increase in the production of the 
Chevy II boosted the small-car 
share considerably. 

* * * 
i THE week ending Saturday 

(Nov. 4), domestic makers pro- 

duced 4.7 percent more cars than 
the 145,422 assembled in the com- 
parable week a year ago. 

The ’62-model total climbed to 
an estimated 1,151,259 units. GM 
accounted for almost half of the 
number with 552,504 cars. Ford 
Motor had 316,822; Chrysler Corp., 
174,850; American Motors, 77,108; 
Studebaker-Packard, 28,397, and 
Checker, 1,249. 

In the January-October period, 
GM produced 2,080,426 cars and 
328,816 commercial vehicles, com- 
pared with 2,606,190 and 425,584 in 
the first 10 months of 1960. 

Chrysler Corp. turned out 504,029 
cars in the 10 months and 57,548 
trucks. In the like period last year, 
the company assembled 895,580 
autos and 61,313 trucks. 

* * * 


ORD MOTOR’S 10-month figure 

included 1,314,037 cars and 277,- 
498 commercial vehicles. The com- 
pany produced 1,578,231 autos and 
276,683 trucks in the January- 
October period a year ago. 

Some plants were back on the 
regular five-day, eight-hour 
schedule, which contributed to 
the lower output for the week. 


Ten Ford Motor plants worked an 


hour shifts for five days last week, 
but Pontiac was back on the five- 
day schedule in Pontiac after 
working a sixth day the previous 
week. 

Studebaker-Packard Corp. also 
returned to the normal work sched- 
ule after two weeks of nine-hour 
shifts for five days. 

American Motors Corp. remained 
on the two-shift, six-day schedule 
in Kenosha last week. 

E * * 

SSE AR _ production 

continued to gain last week, 
with 26,865 units rolling off the 
lines. This was up 5.4 percent over 
the previous week’s 25,479 and 49.4 
percent higher than the 17,983 built 
in the comparable week a year ago. 

Strikes continued to cripple 


61 


operations at the Mack and Divco 

truck plants. Divco has not pro- 

duced any vehicles since the lines 
went down Oct. 3. The Mack plant 

has been idle since Oct. 26. 

October truck production in the 
U. S. also hit the highest level since 
June, the top month of the year 
with 112,726 units. The October 
count of 94,350 was up 13.3 percent 
over September’s 83,270. 

Production of Canadian cars and 
trucks continued their upward 
trend. Assembly of both ran about 
30 percent higher than the output 
in the comparable week a year ago. 

* * * 


Chevy Erecting Addition 


To Flint Office Building 


FLINT.—Construction hag been 
started on a major addition to the 
office building at Chevrolet’s frame 
and stamping plant here, according 
to Grosvenor Swift, manager of the 
plant. 

The new two-story building will 
provide 48,640 square feet of floor 
space and is expected to be com- 
pleted by next August, he said. 


Gimmick Dealer Called 
Bar to Sales Reforms 


(Continued from Page 3) 


“implicit faith” in Task Force ob- 
jectives in “further developing a 
program to enhance the preser- 
vation of the present franchise 
system on an equitable basis to 
the public, to the manufacturer 
and to the franchised dealer.” 

Touching on the Federal indict- 
ment of Genera] Motors, Chevrolet 
executives and dealer groups in 
California on antitrust charges 
growing out of efforts to shut off 
cars to discount houses, Moore said: 

“We are not sure yet what effect 
this action will have on the fran- 

chise system, but it appears to con- 
stitute some threat to the distribu- 
tion of automobiles through the 
franchise system. This is contrary 
to our purposes and desires.” 

At the opening business session, 
Alan G. Rude, president, Universal 
CIT Credit Corp., said the potential 
market for autos never has been 
bigger. 

“The economic skies are get- 
ting brighter, there is a definite 
gain discernable in public con- 
fidence, and there are more adult 
Americans needing more cars 
than ever before,” he declared. 
The auto business “is a good busi- 

ness, has always been a good busi- 
ness and always will be a good 
business for men who are active 
selling leaders,” Rude continued. 
“In my opinion, that statement can 
be doubled in spades as far as the 
1962 model year is concerned.” 

Rude said dealers will have to de- 





strategies, new competitive forces 
and an unpredictable response from 
the public to the new models and 
styles.” 

He added dealers will have to ad- 
just to an economy “that will be 
changing rapidly throughout the 
year. Some areas are likely to get 
a fast boost in their economies, 
business will be good and opportu- 
nities for profit great if seized prop- 
erly and in time. 

“In other sections,” he said, “the 
recession is likely to linger and it 
will take plenty of doing to over- 
come local conditions.” 

At a dealer panel, the delegates 
heard a discussion of “What the 
Dealer Must Do for Profit in ’62.” 

Participants were Joseph P. Hay- 
den, a Michigan Ford dealer, who 
told of before-the-sale activities; 
Cory S. Kammler, a New Jersey 
Buick-Pontiac dealer, who gave @ 
during-the-sale rundown; Robert R. 
Reilly, a Garden State Oldsmobile 
dealer, who discussed after-the-sale 
activities, and Johnny Lujack, for- 
mer All-American Notre Dame 
quarterback and now an Iowa 
Chevrolet dealer, who spoke on the 
year-around aspects. 

J. Alex Laurie, Morris Plains, was 
chosen to succeed Charles B. Gil- 
bert as president. Other officers are: 
John S. Stratton, Pitman, first vice- 
president; William F. Downs, Toms 
River, second vice-president; Ed- 
ward A. Kammler, Elizabeth, third 
vice-president, and Harold R. Ed- 
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of the American people, through 
your efforts in behalf of safety.” 


Buick worked six days in Flint 
and Cadillac operated two nine- 





guests at a breakfast sponsored by 


3 ; (Nov, 6, 1961) 
the Automotive Service Industry 
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As Much as 50 Percent... 





Sales in Philly Top 1960 Pace 


By Allen Sommers 
Staff Correspondent 
PHILADELPHIA.—October sales 
of new cars ran ahead of last year 
from 10 to 50 percent, automobile 
dealers here report. 

As the buying season pro- 
gresses, dealers ex press confi- 
dence that sales will continue to 
increase and show a substantial 
gain at the end of the year. 


Dealerships handling compacts 
along with medium-size and larger 
cars feel the customer’s purchasing 
trend is going back to the bigger, 
heavier vehicles. On colors, the 
public remains unpredictable, uni- 
fied only in its preference for solid 
hues. 

Salesmen, for the most part, 
agree that when customers enter 
the showrooms they are ready to 
buy. 

Joseph T. Farrell, sales manager 
for George W. Scheetz, Inc., reports 
a 25 percent increase in business, 
with the volume split between Im- 
pala and Monza. 

At McKean Chevrolet, accord- 
ing to Peter J. Farina, who heads 
the sales staff, the top sellers are 
the two-door hardtops, both six 
and eight cylinders, in white, 
black and autumn gold. Farina 
estimated sales to be about 20 
percent higher than for the like 
period last year. 

Ford sales are up about 30 per- 
cent at C. F. Wassem, Inc., and 
about 15 percent at Pacifico Ford, 
Inc. Selling in an area where Fal- 
cons had been accounting for two- 
thirds of the sales, C. F. Wassem jr. 
noted an “upsurge” in Galaxie sales 
over the compact. 

Joseph Silverio, general manager 
for Pacifico, said that Galaxies and 
Falcons are splitting 50-50 with the 
compact running “a little heavier 
than last year.” Looking ahead, Sil- 
verio said he was “optimistic” and 
expected business to continue on 
the upswing. 

The Dart is the sales leader three 
to one over the Polara and Lancer 
at O’Connell Motors, and accounts 
for the majority of business being 
done at Burholme Motors, Inc. 

Jack Jardel, sales manager for 
Burholme, said the dealership is 
doing “twice the volume of last 
year” and expects to finish “very 
strong.” 

He attributed the slack in com- 
pact sales to the middle-income 
buyers holding off until the eco- 
nomic picture stabilizes more. 

At the Chrysler-Plymouth deal- 
erships, the Chrysler is top seller, 
followed by Valiant. 

Art Strauss, sales manager at 
Germantown Motor Sales, also 
noted increased activity in Impe- 
rials, an indication, he felt, of the 
improved economic outlook. He re- 
ported sales up 10 percent and an- 
ticipates a continuing rise. 

John Morrison, owner of 
Quaker City Motors, Inc., record- 
ed a 35-percent increase in Chrys- 
ler cars since the ’62 season be- 
gan, mostly in light colors or 
black. : 

George McCafferty, sales man- 
ager for Faulkner Oldsmobile, de- 
scribed sales as “the best months 
we have had since 1955.” He said 
the public’s reception of the Olds- 
mobile has been enthusiastic, par- 
ticularly for the Starfire. The sales 
force, he added, has been working 
overtime to keep up with the cus- 
tomer traffic. 

One out of every three customers 
also igs ordering an Oldsmobile with 
air-conditioning, whether the model 
is a convertible, high-priced or a 
less-expensive make, he noted. 

Falls-Wadsworth, which handles 
Oldsmobile and Rambler, said it 
looks like a “good year” for both 
cars. M. A. Rosenthal, sales man- 
ager, said Oldsmobile sales are run- 
ning “a shade ahead” of last year 


Checklist on Business 


WASHINGTON. — One hundred 
questions — answers to which are 
intended to help people decide 
whether they are qualified to go 
into business for themselves—are 
contained in a new leaflet issued 
by the Small Business Administra- 
tion. The leaflet, Checklist for 
Going into Business, is Number 71 
in the Agency’s Small Marketers 
Aids series and is available on re- 
quest at all SBA offices. 





and would be “way ahead” if the 
dealership had enough in stock for 
immediate delivery. 

The public is not appearing in 
the same numbers as last year, he 
continued, but the percentage of 
buyers among them is_ higher. 
The demand is for the two and 
four-door Dynamic 88 hardtop in 
a new dark blue shade. 


Ramblers also are moving well, 
according to Frank Kay, who heads 
the Rambler sales staff at Falls- 
Wadsworth. 


Herb Ferguson reports the Ram- 
bler American is the most popular 
seller at Greenfield Rambler. The 
American also leads in sales at 
Goldner Motors, Inc., Charles Gold- 
ner, owner, said. 

Up until now, Goldner added, he 
found a “confused market” but 
feels customers at this point are 
“presold and ready to buy.” 

Studebaker sales are ahead at 
Brunner & Sweeten, Inc., and at 
Keenan Motors. 

George M. Brunner finds the 
four-door sedan heading the pref- 
erence list in any light shade. 

Bud Geller, sales manager at 
Keenan, said the dealership “def- 
initely anticipates” a big year but 
finds automobile shoppers “still 
comparing.” Top color choices so 
far, he reported, were metallic sil- 
ver and metallic green. 

* * 


Buffalo Market Sparkles 
But Stocks Are Low 


BUFFALO. — Everything’s just 
dandy for new-car dealers in the 
Buffalo area at the moment—with 
one big exception. They don’t have 
enough cars. 

Public interest in new models 
is described as excellent. Con- 
sumers are in a mood to buy 
and they have the money. Dealer 
order books are filling up. But 
there just aren’t enough cars to 
deliver. 

Most dealers agree this is the 
best new-model kickoff in several 
years. Used-car sales are brisk and 








Lillian Briggs, Jersey 


Chevy Dealer Since 1944 


SOUTH AMBOY, N. J.—Lillian 
Briggs, who had operated Briggs 
Chevrolet here since the death of 
her husband in 1944, died in her 


home here of a heart attack. 
aK aK * 


Gilbert J. Loomis 

RUTHERFORD, N, J.—Gilbert J. Loom- 
is, 90, automobile designer and inventor, 
died Oct. 25. He had served with Pope Mfg. 
Co., Hartford; Modern Tool Co., Erie, Pa., 
and Speedwell Automotive Co., Dayton, He 
retired in 1948. 

* * 


Nathan Weingarden 
PONTIAC—Nathan Weingarden, chief 
chassis draftsman of Pontiac’s engineering 
department, died Oct, 24. He was 59, Mr. 
Weingarden joined Pontiac in 1927. 
* * + 


Sam Kogan 
CHICAGO.—Sam Kogan, 63, part owner 
of Hillside Motors, and West Grove Motors, 
both used-car firms, died Oct, 22. 
* * * 


William M, Mayhew 
ROANOKE, Va.—William M, Mayhew, 
71, a retired auto dealer, died Oct, 22. 
* * of 


W. R. Sanders 
GREENVILLE, S. C.—W. R. Sanders, 
46, car dealer here, died Oct. 23 of a pistol 
wound. The coroner ruled the wound self- 
inflicted. Mr. Sanders was free on $25,000 
bond pending action by a Federal grand 
jury on charges that he and a dozen others 


were connected with a stolen car ring 
which operated across the South, 
* * * 


Henry Weiss 
BRONX, N. Y.—Henry Weiss of King 


Ford died Oct, 6. 
* # * 


Jesse A. Wright 
COVINGTON, Va.—Jesse A. Wright, 62, 
owner of Covington Motor Co., died Oct, 19. 
* * * 


Robert Starr 
MILWAUKEE.—Robert Starr, 87, presi- 
dent of A.F.L. Motors from 1920 until he 
retired in 1951, died Oct. 23 at his home 
here of an apparent heart attack, 
* * 


Percy W. Schall Sr. 
BALTIMORE.—Percy W. Schall sr., 78, 
former distributor for the Paige automobile 
here, died Oct, 24. 
* * * 


Frank Harshman 
GALLUP, N, M.—Frank Harshman, a 
Gallup dealer for a quarter-century, was 
drowned when a boat capsized at Bluewater 
Lake near here, He had handled Chrysler- 





Obituaries 


dealers are in a good position to 
trade. 

As one dealer commented: “There 
always seems to be one fly in the 
ointment in the automobile busi- 
ness. This season everything is 
right for good business—so we 
have to have a car shortage.” 

Dealers report record traffic in 
showrooms. 

One veteran dealer said he feels 
the public has been affected by 
the car-shortage psychology, mak- 
ing them more eager to buy. 

“It’s happened before,” he noted. 
“The minute people find out some- 
thing is hard to get, they want it 
more. This may be responsible for 
some of the current boom in new- 
car sales. We won't really have an 
accurate appraisal of the strength 
of this market until the pipelines 
are filled -and customers can get 
anything they want—dquickly. It’s 
quite possible demand will taper off 
sharply then.” 


Moore Resigns 


Dodge Ad Post 


DETROIT.—Wendell D. (Pete) 
Moore, 43, Dodge advertising and 
sales promotion director for five 
years, has resigned to join Mac- 
Manus, John & 
Adams as a Cad- 
illac account ex- 
ecutive. 

Moore, presi- 
dent of the Ad- 
craft Club of De- 
troit in 1959-60, 
joined Dodge as 
advertising man- 
ager in January, 
1955. He was pro- 
moted to ad di- 
rector in Novem- 
ber, 1956. His Dodge ad experience 
began when he joined Grant Ad- 
vertising, Inc., in 1952 as media di- 
rector. He started his ad career 
with Campbell-Ewald. 

No successor to Moore has been 
named by Dodge. 





Wendell D. Moore 





Plymouth since 1935. and International 
Harvester since 1950. 


* * * 


Harry H. Eckert 
MASSILLON, O.—Harry H. Eckert, 65, 


a retired auto dealer, died Oct, 20, 
* * * 


F. C. Matthews 


GRAND RAPIDS, Mich.—Frederick C. 
Matthews, 84, inventor and manufacturer 
of the Jackson automobile, died en route 
to a local hospital after suffering a heart 
attack at his home. 

+. * * 
R. Harry Leslie 

PIGEON, Mich.—R, Harry Leslie, 65, a 

former automobile dealer here, died Oct. 20. 
* * * 


Jesse A. Wright 


COVINGTON, Va.—Jesse A. Wright, 
owner of Covington Motor Co. (Ford-Lin- 
coln-Mercury), died here Oct. 19 at the 
age of 62, 

* * * 


Melford G. Mehrens 

DEARBORN.—Melford G. Mehrens, 54, 
assistant depot operations manager of 
parts and accessories, Ford Division, died 
Oct. 18. 

* * * 
Louis F. Schmidt 

CHICAGO.—Louis F. Schmidt, 68, chair- 
man, Metal-Glass Products Co., Elkhart, 
Ind., died here Oct, 20, 


* * * 
Albert W. McLachlan 
SACRAMENTO, Calif.—Albert W, Mc- 
Lachlan, 69, former auto dealer here, died 
Oct, 22. 


Classified Want Ads. 


HELP WANTED 

















Retail Sales Manager 
For 
Imported Car Distributor 


Import experience helpful, but not neces- 
sary. Locate New York. Salary plus com- 
mission. Send resume to Box 2892, c/o 
Automotive News, Detroit 7. 





TRUCK REPRESENTATIVE—Opening for 





HELP WANTED HELP WANTED 





VOLKSWAGEN SERVICE MANAGER: 

- Experienced. Will pay good salary plus 

Accountin commission on sale of inspections New 

eight bay shop, located in semi-rural 

8 pe <4 Jersey. Good living oot 
schools. ll -pay extra for speaki 

anager-Treasurer fore high school auto shop croupe ie 


use all VW systems for shop 

and control. Write in detail: Exper 

family, salary expected. Halcyon Motors. 

Inc., Box 457, Flemington, New Jersey. 7 
—————————S 


Large, well-established General Motors 
dealer seeking treasurer-accounting man- 
ager to assume complete supervision of 
Accounting Department. 

Position requires man with practical 
knowledge of General Motors accounting 
and extensive experience in volume GM 
dealership. Knowledge of forecasts, han- 
dling of budgets, daily operating con- 
trols, tax and audit reports required. 

A man who has had the experience to 
qualify and ability to handle this position 
will find it carries excellent future oppor- 
tunity in addition to salary and bonus 
commensurate with ability of applicant. 
Submit complete resume: Education, past 
employment, references and recent photo- 
graph. Replies held in strictest confidence, 
of course. 


Box 2895, c/o Automotive News, Detroit 7. 





SERVICE MANAGER, age 35, best 
sical condition, ten years’ experience in 
volume service operations, desires con- 
nection with aggressive dealer, Will re- 
locate for right opportunity, Excellent 


of phy- 


references, Box 2897, c/o 
News, Detroit 7. oa 

aS 

GENERAL SALES MANAGER, Age 48 
25 years’ experience with Chevrolet and 
Ford. Best of dealer and factory refer- 
ences, Will relocate in New England 
only, Available immediately. Arthur Bry- 
ant, 87 Crescent St., Shrewsbury Massa- 
chusetts, VIking 5-3891. : 


PARTNER-CONTROLLER desires _invest- 
ment in Ford or GM dealership. Have 
proven heavy experience in dealership 
profit management, accounting and tax 
work, Finest references, Married, age 32. 
Prefer Chicago area, Box 2898, ¢/o Au- 
tomotive News, Detroit 7, 


GENERAL MANAGER or sales manager, 
well qualified, Interested primarily in 
Ford or Chevrolet. Volume experience 
top factory and dealer references, Seri- 
ously interested in permanent connection 
with opportunity to use abilities. Box 
2913, c/o Automotive News, Detroit 7. 


GENERAL MANAGER — Presently em- 
ployed 2,000 car deal. Age 38, married, 
family, 18 years’ experience all phases 
of operation, former dealer. Will consider 
sales manager or buy-out arrangement. 
Excellent personal, financial, factory ref- 
erences, Will relocate, Willing to invest 
in acceptable dealership, Replies confi- 
dential. Box 2915, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER or sales manager— 
new and used, Can assume complete re- 
sponsibility of all departments. Twenty 
years’ solid background with top refer- 
ences from past employers and factory. 
No ‘‘hot-shot’’ or ‘‘whiz-kid’’ but a solid, 
sober, mature (age 44) family man who 
will work long and hard for the next 
twenty years for the right dealer. Prefer 
northern California, but- will give serious 
consideration to any location, Will be 
available November 20th. Complete résu- 
mé with photo on request. Box 2907, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER - MECHANIC, 25 
years’ experience, would like position with 
small dealer who really needs coopera- 
tive, conscientious help. Must offer future 
buy-in privilege, Box 2908, c/o Automo- 
tive News, Detroit 7. 





WANTED: Skilled mechanic, either special- 
ized or general. Will hire on 50% basis 
with bonus or on guaranteed monthly 
salary. Contact: Harshman Motor Co., 
227 W. Coal, Gallup, New Mexico. 


PARTS MANAGER—Large Milwaukee Gen- 
eral Motors dealership seeks merchandis- 
ing-oriented manager with history of 
increased wholesale and retail sales, as 
well as ability to select and train own 
staff, Excellent salary—even greater po- 
tential for result-getter. Replies confi- 
dential, Send complete résumé to Box 
2911, c/o Automotive News, Detroit 7. 


COMBINATION service and parts manager 
wanted in south Florida, Good pay, old 
established firm, well equipped shop. Box 
2905, c/o Automotive News, Detroit 7. 


capable, aggressive truck representative 
for sales promotion through branches and 
dealers, and sales assistance to fleets cf 
line of light and medium duty trucks, 
including diesel, in Eastern area. Splendid 
opportunity with national corperation. 
Please supply past experience and earn- 
ings with answer, Box 2906, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER for 1,500 new car 
Chevrolet-Cadillac dealer located on the 
Gulf Coast of Florida. Excellent oppor- 
tunity for young, aggressive, executive- 
type man. Background must include large 
operation service management experience. 
Submit résumé to Earl A. Post, General 
Manager, Larry Dimmitt, Inc., 603 S. 
Fort Harrison Ave., Clearwater, Florida. 


NEW-CAR SALES MANAGER. Outstand- 
ing opportunity in Detroit area for ag- 
gressive young man. Must have proven 
sales record and ambition. Preference 
will be given to GM experience, but will 
consider others. Must be able to move 
into a situation and make nothing but 
money. The man we want will recognize 
a challenge and step up to it. We want 
ACTION and not CONVERSATION. If 
you feel you can qualify, write in con- 
fidence to Box 2916, c/o Automotive 
News, Detroit 7. 





BUSINESS OPPORTUNITIES 






Distributors of Automotive Products . . . 


Here is a growing business you can get 
into . .. unique and profitable. 


SAFETY BELTS 


SWEDISH DESIGN 


Swedish organization, world's leading safety belt manu- 
facturer with extensive sales in Europe, intends to start 
manufacturing superior safety belts in the U. S. Belts with 


unique features not found on the American market. These 
safety belts are exclusively used and sold by leading car 
manufacturers and distributors in Europe. U. S$. production 
will start early in 1962 and Swedish factory representa- 
tives will be in Detroit January, 1962. Interested DISTRIB- 
UTORS are invited to obtain further information. Please 


specify territory wanted. 


A/B LICENSSYSTEM 


Ehrensvardsgatan 2 Stockholm, Sweden 
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?OSITION WANTED 

——~ pI. with lifelong automotive ex- 
CANA moving South permanently, 
wishes to associate with small town Ram- 

or Studebaker dealership with privi- 
= of buying-in after trial period. Able 

take charge any or all departments. 
on “atiantie region preferred, Box 
oi c/o Automotive News, Detroit 7. 

. NE re esas cchmeelidedancemmcenmeciaain 
<cERIENCED SALES MANAGER in 
EXPE and used cars, willing to accept 
a desiership. Guarantee to make 
= dealership pay, References fur- 
roped x 2909, c/o Automotive News, 
RG Ti eetielineplipimnilbiiaas 
{qTENTION PROGRESSIVE DEALERS! 
Automotive duo-management team with 
total of 35 years’ experience wholesale 
and retail purchase, sale display, mer- 
chandising and service of new and used 
ars, also well versed in fleet sales and 


leasing, wants to successfully oper- 
a your business for a percentage of 
: All inquiries held in abso- 


only 
lute Sena aenns. Best of references avail- 
able. Box 2910, c/o Automotive News, 
Detroit 7 





rience as @ successful new and used 
car sales manager and owner of used car 
operation. Want opportunity to put my 
ability to work, Need $20,000 per year. 
J can earn my paycheck. Box 2917, c/o 
Automotive News, Detroit 7. 


{OCOUNTANT-BUSINESS MANAGER, 
twelve years’ experience with volume 


lers in Philadelphia area. Can 
tale all phases auto work. Will 
felocate. Salary open. Desire position 
with efficiency-minded dealership. ELgin 
§-7050, Broomall, Pennsylvania. 
BUSINESS MANAGER — CONTROLLER, 
experienced in volume Chevrolet and 
Ford dealerships, presently employed by 
large Chevrolet dealer, desires to return 
West. Top experience in all phases of 
dealership management. Box 2918, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FOR SALE: Dealership handling Chrysler- 
Plymouth in New Mexico, Purchase price 
includes parts and equipment and no 
used cars or accounts receivable. Long 
established dealership—always a profit- 
maker, Past experiences show deal can 
pay out in year. Box 2899, c/o Automo- 
tive News, Detroit 7. 

FoR SALE OR RENT: Modern garage 
with equipment, tools, fine showroom. 
§mall city upstate New York, Handling 
Mercury sales last six years; Ford fran- 
chise and Mercury franchise open. Op- 
portunity to get in business with low 
investment. Box 2889, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING CHRYSLER, 
Plymouth in Midwest. Low overhead deal, 
enjoying good service business, Purchase 
price includes parts and equipment—no 
used cars or accounts. Very close to 
metropolitan area. Sell or lease building. 
Box 2919, c/o Automotive News, De- 
troit 7. 
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DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured, Box 2896, c/o 
Automotive News, Detroit 7, 








WANTED—Chevrolet or Ford deal, single 
or dual line, Ohio, Indiana or Michigan, 
200 to 400 cars annually, Will buy % 
interest or complete. Have excellent profit 
record as dealer, factory approval and 
cash to handle. Box 2903, c/o Automotive 
News, Detroit 7. 


BUSINESS OPPORTUNITIES 


FOR SALE: Located in Woodstock, Ver- 
mont (a village of great beauty, wealth, 
progressiveness and _ recreation), the 
service facilities of a former Plymouth 
dealer. New buildings, 36’ x 66’, plus 
24’ x 80 carport. Fully equipped, ready 
to operate, finest location in town. Also 
our 1948 Chevrolet COE wrecker, heavy 
duty full power Holmes unit attached. 
Priced to sell, Ralph O, Stillson, Stillson 
Motors, Inc. 


EXCELLENT OPPORTUNITY! Exhibit 
your lines associated with the automotive 
industry at the National Independent 
Auto Dealers Association Convention in 
Las Vegas in January, Largest annual 
gathering of independent dealers gives 
you built-in captive audience, For de- 
tails contact: Executive Secretary, 
N.I.A.D.A., Suite 300, 1413 K, Street 
N. W., Washington 5, D, C. 





AUTO LEASING 
COMPANY 


250 units operating Chevrolets 
and Cadillacs. 


Located in large metropolitan area of Flor- 
ida. Outright purchase or merger consider- 
ed. For full particulars write Box 2891, </o 
Automotive News, Detroit 7. 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








LEASING 


ES 


LEASING COMPANIES 
WANTED 


Successful Leasing Company will acquire for CASH or STOCK, 


other leasing companies in automotive, aircraft and miscellan- 


eous equipment lines. 


Box 2920, c/o Automotive News, Detroit 7, Mich. 





CARS FOR SALE 


Got the customer? 


HERTZ 





has the used car! 


All are in fast-selling colors and fully equipped 
with power steering, R & H, automatic trans- 
mission, many with power brakes—the works ! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and con- 
verts—you name it, we’ve got it ! Low mileage, 
clean and sharp—real bell ringers ! 


1960 and ’61 models are now available at Hertz 
offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 


Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 








DEALER SERVICES 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request. Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 





1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, “AUTO COSTS," gives you 
the factory invoice prices:of all 1962 American 
cars, 25 foreignscats, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, : ncer oe Company, 


berty, N. 








AUCTION SERVICE 


We are specialists in the liquidation of deal- 
ership and garage, shop, office and service 
equipment. 


MONTPELIER AUTO 


AUCTION CO. 
Montpelier, Ohio Phone: 485-9535 
Fay Woodruff 


1962 NEW CAR 
INVOICE PRICES 


NOW BEING MAILED 


Individual dealer cost price lists for- 
warded two weeks after each new car 
introduction. All the cars, all the facts. 
Rush $10, first class mail; $11, air mail. 


CAR FAX RAPID SERVICE 


550 Fifth Ave., New York 36, N. Y. 





CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
er trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


"62 Volkswagens 


Fully Americanized 
* 
Immediate Delivery 
e 
‘Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 





1960 LARK 
4-DOOR SEDANS 


Automatic transmissions and heaters, five 
new tires and new batteries. Mechanically 
sound. Painted green and white. 


Limited Quantity Available at 


$375 each 


AUTOMOTIVE GLASS 
DISTRIBUTORS 


219 Raynolds St., El Paso, Texas 
Phone: 532-3439 


WILL WHOLESALE 
300 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 


Low mileage—Clean cars 
Delivery Arranged 


MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 





SEE PAGE 49 
for the nation's 
TOP AUTO AUCTIONS 





CARS FOR SALE 


"62 
VOLKSWAGENS 


Fully Americanized 
Immediate Delivery 
to any port in U. S. A. 


SPECIAL PRICE 


ON VOLUME 
* 


ALL NATION'S 
TRADING CO. 


10 Fenton Drive Millburn, N. J. 
Phone: ESsex 2-1286 


CARS WANTED 


sareestihetcipemaesecetlenanensh nas ageibcnteaimamtansattnpetaneesbisitsattinaasinmiaghliniics 
WANTED: MORRIS MINORS, any model, 
any number, Write, wire or call Discount 
Auto Sales, 303 N. Henderson St., Ft. 
Worth, Texas, Att: Hubert R, Kennedy. 


reetipepnierepdesiotansvastinsneetesatissonnapeanetnennsisietanmeammesasi= ase aeengnmermmeten> 

CADILLAC LIMOUSINES and hearses — 
sharp, late models only. Franz Ridgway, 
BE 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 


PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


rere etter energie, 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distrib- 
utor or national parts center: Ludwig 
Motor Corp., 421 E. 91st St., New York 
28. TRafalgar 6-7010 (sole U, S. import- 
er for NSU cars and parts: Transcon- 
tinental Motors. Inc., 230 Park Ave., 
New York 17. MUrray Hill 9-2710.) 


PARTS WANTED 

WANTED: New Chrysler-DeSoto-Dodge+ 
Plymouth parts, '28 through ’41. Will 
buy one item or your lot. Need running 
boards, fenders, grilles, hood ornaments, 
radiators, bearings, accessories, etc. Sar- 
noff Sales Co., 1167 E. Park Ave., Vine- 
land, New Jersey. 


TRUCKS FOR SALE 


FOR SALE: Holmes Wrecker in good con- 
dition, $600. Contact: Harshman Motor 
Co., 227 W. Coal, Gallup, New Mexico. 


SHOP EQUIPMENT FOR SALE 


FOR SALE: Used Clayton Analyzer in 
g00d condition, Contact: 


Harshman Mo- 
tor Co., 227 W. Coal, Gallup, New 
Mexico. 


ACCESSORIES FOR SALE 


VINYL CONVERTIBLE TOPS, $30.25. 
Carpet floor mats, front and rear, $18.00. 
Headlining, $12.50. Willys Jeep tops, 
$72.20. Free catalogue. BIG BUCK, 12 
Elliott St., Beverly, Mass. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list, No- 
vember, 1961 checked. On addressed 
labels, 35M, $15 per M. Box 2914, c/o 
Automotive News, Detroit 7. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally rec- 
ognized diploma. Free catalog! Missouri 
Auction School, 1330 Linwood, Kansas 
City 9-X50, Missouri. 


OFFICE EQUIPMENT FOR SALE 











For Sale: nant tneematte 


BOOKKEEPING MACHINE 


Complete with register bars for accounts 
receivable, payroll, payroll summary, cash 
received, internal vehicle, internal service, 
sales & cost of sales, cash disbursement. 
Less than three years old. Liquidation. Ask- 
ing price $2,500. Box 27, Monticello, Ill. 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square inch 


ee 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 
2 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


. @ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers' 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard = 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers' 25%, Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


$44.85 


Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Iliustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $13 [] or Two Years $22 [] 
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Jobber [] Insurance [] 


ithe OF COs .aé c6ses cckoas cea 
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SOP R eee e eee eee eeeeeeee 


CORO HHH eeeeee 


eee eee eeeee 


TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [] 


Financial [J Supplier 1] 


eee ee eres eeeeeee 


“Mr. INTERNATIONAL” 


makes any multi-stop route a Metro° route 


Lightweight but bulky, or compact and regular in 
size... no matter what type of package your truck 
prospects deliver, their route problems can be solved 
with today’s most complete line of multi-stop delivery 
trucks: INTERNATIONAL ‘Trucks with Metro Bodies. 
The INTERNATIONAL Dealer today sells 25 different 
Metro models, expressly designed by the originators 
of multi-stop trucks .. . and built in a modern plant 


“Best deal in the truck business...” 


where knowing all the answers to routework is a must! 
Your customers can virtually write their own specs — 
you can write orders you couldn’t take before. 

For the full story, and for complete information on 
available INTERNATIONAL franchises in the areas you 
would like to do business in, write: Divisional Sales 
Manager, Motor Truck Division, International Har- 
vester Co., 180 No. Michigan Ave., Chicago, Illinois. 


INTERNATIONAL TRUCKS Hi. 
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